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Pittsburgh I-Day 
Program Features 
Hope For The Future 


Large Number of Prominent Speak- 
ers to Develop Theme of a 
Forward Look at Insurance 


WILL BE HELD ON MARCH 8 


Company Executives, Agents, Com- 
missioners to Examine Practical 
Approach to Merchandising 











The Insurance Club of Pittsburgh has 
completed a top grade program of speak- 
ers and discussion leaders for the 34th 
annual Pittsburgh Insurance Day meet- 
ing Tuesday, March 8, at the Golden 
Hilton Hotel. The theme is “A Forward 
Look at Insurance.” Paul K. Garver is 
president of the Insurance Club, Mervin 
H. Hankey, general I-Day chairman and 
Charles H. Bokman program chairman. 
\ssociate chairmen are Joseph W. Hub- 
bard and Paul J. Trimbur, with Stella V. 
Burtoft secretary. 

Insurance Day will start with a break- 
fast at which Mr. Garver will welcome 
those attending the later sessions. There 
will be four sessions held during the 
morning as follows: 


Four Sessions in Morning 


9:30 aim. — Speaker: Marshall B. 
Simms, Chicago, director of multiple line 
development for Continental Assurance 
of Chicago. 
Chairman: Edward F. Haldeman, 
CLU, first vice president, Pittsburgh Life 
Underwriters Assn. Panel members: 
Robert Bierly, Columbian National Life; 
Earl A. Kelley, Valley Forge Life Insur- 
ance Co.; William G. Mehaffey, Conti- 
nental Assurance; Robert F. ‘Rink, Life 
Insurance Company of North America. 
10:00 am.—Speaker: W. Winthrop 
Clement, New York, public relations 
manager, American International Group. 

Chairman: Donald K. Wilson, presi- 
dent, Ganison Company. Panel mem- 
bers: Robert K. Barnes, United States 
Fidelity & Guaranty; Vincent Freund, 
Justus Mulert Co.; Veryl V. Groomes, Fi- 
delity & Deposit; Lyman H. Innis, Jr., 
The Fund Insurance Group. 

10:30 a.m.—Speaker: Francis R. Smith, 
Harrisburg, Insurance Commissioner of 
Pennsylvania. 

Chairman: Paul J. Trimbur, Paul J. 


(Continued on Page 19) 
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Manhattan Casualty Company 
156 WILLIAM STREET, NEW YORK 38 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 


BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 

















Specialists in Health Insurance 


SMALL GROUPS 
INDIVIDUAL AND FAMILY 
HOSPITAL - MEDICAL - SURGICAL 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 
OVER-AGE PLANS 


Complete Local Service 


ALL HOME OFFICE FUNCTIONS 
POLICY ISSUANCE CLAIM PAYMENT 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park Pl., Newark, N. J. 
TEL. MArket 2-2888 es 

E. D. LISTER AMERICAN 

State Manager oe | 


“HERB" GRAY 


Service Manager 
“LET US BE YOUR A & H DEPARTMENT" 











Agency Chiefs See 
Marked Evolution In 
Insurance Marketing 


Predict Growth of Managerial 
(Branch) Offices, but General 
Agency System Will Continue 


VISUALIZE DECADE AHEAD 











Johnson, Hutchinson, Cummings, 
Zalinski, Brundage Give Views 
at N. Y. Managers Conference 





By CLarENcE AXMAN 


Five of the principal figures in life 
insurance merchandising, each repre 
senting an important company distinc- 
tive in operation, have given their opinion 
as to what will be the status of agency 
systems a decade hence. 

These opinions were voiced at the 
annual meeting of the New York State 
General Agents and Managers held 
last week at the Queensbury Hotel, Glens 
Falls, N. Y., in a two days symposium 
program arranged for the Conference 
by Ralph G. Engelsman, producer, con 
sultant, lecturer and author who also 
acted as chairman. 


Speakers and Their Companies 


The speakers and companies repre- 
sented: 

Harold J. Cummings, president, Min 
nesota Mutual, a general agency com- 
pany. 

Raymond C. Johnson, vice president in 
charge of agency affairs, New York 
Life, a managerial company. 

Alexander Hutchinson, vice president 
—field management, Metropolitan Life, 
a combination company. 

Edmund L. Zalinski, vice president 
and executive head, Life Insurance Com 
pany of North America, a multiple sales 
company. 

John D. Brundage, president, Bankers 
National, a successful smaller company 
which conducts a special general agency 
operation. 

Following each formal talk by a 
speaker there came a period of ques- 
tions and answers, this interrogation 
sometimes lasting 30 minutes. All forma! 
talks as well as questions and answers 
were tape recorded, the playing of the 
tapes when transcribed taking seven 
hours. Boiled down, the viewpoints 
brought out the following prophecies. 


Intensive Analysis of Merchandising 


Life insurance is undergoing an evolu 
tion requiring all companies to devote 
greater and closer attention to analysis, 
intensive study and revaluation of their 
merchandising operations, both in home 
office and field. This is resulting in 
numerous changes to meet highly com- 
petitive pursuit of the dollars which 
would ordinarily be invested in life in- 
surance ownership. A trend to greater 
coordination in home office direction or 


(Continued on Page 3) 
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BEHIND 


THE 


NYLIC 
AGENT.... 


Modern products ... 
another reason why 










Tomeet the demands of today’s expanded, di- 
versified insurance market, New York Life’s 
complete modern line gives the Nylic Agent 
a plan for every prospect—whether his client 
wants Ordinary Life, A & S; Individual or 
Group. No wonder why, year after year, 
more Nylic Agents qualify for membership 
in the Million Dollar Round Table than do 
agents of any other company! 


Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The ove premium can 
be paid monthly or by Check-O-Matic—the 


| THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KBOwW 





A complete line of 
modern products to 
give him greater 
sales potential! 


automatic premium-paying method. 


Assured Accumulator—Provides immedi- 
ate life insurance protection combined with 
long range accumulation of money and four 
optional privileges to fit the future. 


Employee Protection Plans— Now include 
Major Medical protection along with Life, 
A & Sand Hospital coverages for firms with 
from 5 to 50 employees. 


Accident & Sickness Policies — Include 
the modern Income Protector Plans that pay 
an income when disabling injury or illness 
prevents wage earner from working. All are 
non-cancellable and guaranteed renewable 
to age 65 for men—age 60 for women. 


New York Life 
Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance * Group Insurance « Annuities 
Accident & Sickness Insurance «+ Pension Plans 
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N. Y. State General Agents and Managers Conference 


Brundage on Small Company Expansion Hutchinson Calls Agency System Sound 


Marketing plans of one of the smaller 
progressive and successful companies 
were discussed at the Glens Falls con- 
yention of N. Y. State General Agents 
and Managers Conference last week by 
John D. Brundage, president of Bankers 
National Life of Montclair, N. J. This is 
a stock company writing both participat- 
ing and non-participating lines which 
after 33 years of operation has $600 mil- 
lion in force. 

“Our chief concern is to grow and re- 
cruit against larger competitors,” he 
said. 

Mr. Brundage started out with an 
analogy which he thus described: “Sup- 
pose you were asked to leave your cosy 
agency and, during a five-day stand in a 
strange city hire a representative who 
could produce $10,000 in annual pre- 
miums during his first year. You have 
no financing, no subsidy, no office allow- 
ance or exclusive to offer; your pros- 
pect is at least 100 miles from your 
nearest supervisor; you have no business 
in force, and furthermore, your company 
is not known. Could you do it? Although 
the task sounds impossible, this is ex- 
actly what agency departments of small 
companies like Bankers National Life 
must do. By recruiting in this manner, 
the supervisors with Bankers National 
Life are able to average one new general 
agent a month and supervise their share 
of the existing field force as well.” 


Aim: General Agents in 500 Counties 


In order to cope with this problem 
Bankers National devised a marketing 
plan now in operation for two years and 
which he expects will probably continue 
for the next five. 

“Our broad objective is for adequate 
volume, quality business, reasonable cost 
and steady profit,’ he said. “Our spe- 
cific object, however is geographic. 
We aim to establish at least one general 
agent in each of the 500 most prosperous 
counties in areas where we are licensed. 
These are counties where 80% of our 
population lives and in which most life 
sales are made. As these general agen- 
cies are appointed and build up their 
clientele they are expected to service 
their policyholders and increase produc- 
tion through repeat sales.” 


Reason for Diversity 


The company ‘finds its objective first 
by offering a full range of prospects. 
This includes both par and non-par lines 
of life insurance: baby, major medical, 
creditor and large Group plans; and 
both commercial and non-can accident 
and health insurance. “All these diversi- 
fied lines are necessary so that we can 
take a new agent as we find him,” said 
Mr. Brundage. “After all, if he is suc- 
cessful in his own particular type of sell- 
ing, we don’t want to make him change 


to accommodate us. In addition, our 
portfolio must always be up to date if 
our supervisors are to be successful in 
their recruiting. Guaranteed insurability, 
discount for size, rate-back for females 
and other innovations are a basic part of 
our portfolio.” 

Bankers National Life has developed 
sales aids simple to use and easy to un- 
derstand. Proposals, policy changes and 
settlement options are all printed in easy, 
do-it-yourself forms which even the 
agent with no office force can complete 
in his free time. Assistance in pension 
planning and Group planning is provided 
for the field force. All collections are 
handled through the home office. 


Regional Directors 


“The key to our agency development 
is our team of regional directors. In 1959 
we had five, covering five of fifteen gen- 
eral areas of the United States. By the 
end of 1960 we plan to have nine. The 
regional director must understand all 
types of insurance and be well versed 
in the art of recruiting. He must contact 
the prospective general agent cither by 
cold canvass or a lead from advertising, 
contract him, and supervise him fairly 
closely during the first few months of 
operation with us. The field supervisor 
must be closely linked to the home office 
in order to make our plan effective. The 
home office must keep him enthusiastic 
about his work, train him intensively 
both initially and at semi-annual plan- 
ning sessions, and support him in his 
needs by keeping him up to date on sales 
material and the business his men are 
producing. 


How Sales Have Increased 


“Although we are not concentrating on 
increased volume at this point, the addi- 
tion of about 40 general agents a year in 
desirable counties has resulted in a sub- 
stantial increase in volume production. 
Total sales have increased from $86 mil- 
lion in 1958 to $130 million in 1959, in- 
creasing the total in force from $530 
million to $593 million and to $604 mil- 
lion by the end of January of this year. 

“We believe that by concentrating on 
increasing the number of agencies rep- 
resenting Bankers National Life, we will 
achieve the establishment of 500 general 
agencies and 15 regional offices. The 
latter may ultimately include a regional 
director, an assistant and a Group spe- 
cialist. In the development of the 500 
general agencies, we shall employ maxi- 
mum usage of data processing equipment 
to provide comprehensive policyowner 
follow-up for service and repeat busi- 
ness. If our goals are achieved by 1965, 
perhaps we shall then embark on a new 
marketing plan. Until that time, how- 
ever, we shall continue with what we’re 
doing, only work a little harder at it.” 


lalinski Sees Big “One Stop” Growth, 


Within ten years it is possible that 
the bulk of commercial insurance, in- 
cluding Group life and business insur- 
ace, will be handled by property and 
casualty agencies with life departments 
staffed by experienced life insurance 
men, whereas the majority of personal 
surance might be handled by full-time 
‘areer personal lines agents, Edmund 
. Zalinski, executive vice president of 
ife Insurance Co. of North America, 
told the General Agents and Managers 
meeting at Glens Falls, N. Y. last week. 
Also,” added Mr. Zalinski, “as across- 
the-board one-stop account selling grows 
N importance, there will probably be a 
tendency for independent property and 
’sualty insurance agents to represent 


fewer companies and perhaps to reach 
the point where they are doing the ma- 
jority of their business with one or two 
insurance fleets, thus increasing the ef- 
ficiency of their operations.” 


Selling to Only Part of Market 


There are indications, Mr. Zalinski 
said, that the business may be selling 
more and more insurance to fewer and 
fewer people pointing to a recent study 
showing that only 26% of Ordinary sales 
are made to the 75% of the gainfully 
employed who earn $7,500 a year or 
less. Stated another way, 74% of sales 
are made to only 25% of the market. 

“Emphasis on programming, estate 

(Continued on Page 38) 


Alexander Hutchinson, vice president 
of ‘Metropolitan Life in charge of field 
service, told Glens Falls convention of 
New York State General Agents and 
Managers the belief of his company that 
there will be increasing growth of the 
agency system of service and selling in 
similar form to that now employed by 
the company. In his opinion, the term 
“debit” will have to be refined. It will 
become less a system of premium collec- 
tions and more a system of sales and 
services. The company has changed this 
year the terminology from “debit” to 
“agency.” The company believes the 
agency plan a sound one because at its 
core is the idea of providing each agent 
with an established clientele and requir- 
ing that he service each policyholder, 
“that is the system which will increasing- 
ly prevail in the future in our viewpoint,” 
he said. 

Three or four decades ago the Metro- 
politan operation was tagged as an In- 
dustrial or debit operation. The situation 
has changed. Today the Metropolitan 
has approximately 900 branch offices in 
the U.S. and Canada, each in charge of 
a manager. Each is staffed by four as- 
sistant managers, 30 sales representatives 
and a clerical staff of 10 or more. Origi- 
nally, each office had what was called a 
debit, that word dating back to the be- 
ginning of the business but now in proc- 
ess of losing much of its original mean- 
ing. It really is a bookkeeping term re- 
ferring to the premiums for which the 
agent was charged or debited and was 
supposed to collect. 

That debit, however, was actually 
three things. It included the premium 
accounts for which the agent was re- 
sponsible, the policyholders whom he 
was expected to service and the geo- 


graphical areas in which policyholders 
reside. 


6,000 Agents with no Collection 
Responsibilities 


The debit, in short, was a system set 
up to facilitate the collection of pre- 
miums, and the principal service of the 
agent was a collection service. It might 
be said that collections were primary and 
selling and other service was secondary. 
There was, however, an element of com- 
pulsion, or a sort of built in motivator, 
about this system, which probably has 
something to do with the growth of the 
debit system. Collection responsibilities 
forced men to get out in the morning 
and to meet people. Often they were 
forced into sales situations. While there 
are still collection responsibilities they 
are not the primary issue. Today, sell- 
ing and service are the primary respon- 
sibilities. Metropolitan has 6,000 agents 
today who have no collection responsi- 
bilities at all—except in the conserva- 
tion of business or in the initiation of 
the business. This change in emphasis 
from collections to sales and service is 
not a new development with Metropoli- 
tan. It has been one of evolution rather 
than revolution; has been in progress 
many years. The rate of change, how- 
ever, has been sharply stepped up during 
the past five years. 

‘In that time, for example, we have 
added 3,000 men who have no debits at 
all in the old-time sense, and no more 
responsibility for collections, than, let 
us say, New York Life has,” said Mr. 
Hutchinson. 


The Present Day Agent 


“Furthermore, we no longer use the 
term debit in our operation; what we 
give a man today is an agency. Webster 

(Continued on Page 38) 





Insurance Marketing 


(Continued from Page 1) 


control of field offices is noted. How- 
ever, general agency system is expected 
to continue in operation a decade hence, 
but with greater supervision, training 
and aid to such agencies extended by 
the home offices. 

The life companies will meet more 
aggressively the competition of mutual 
funds and the expansion of the credit 
system which has made the public in- 
creasingly resentful of its crushing re- 
sponsibilities in meeting payments made 
to enhance standards of living and to 
buy luxuries. 

The companies will not be able suc- 
cessfully to meet the growing competi- 
tion it faces in so many directions by 
the use of bargain premium rates, po.icy 
gimmicks or advertising which disas- 
sociates the public from its century-old 
motivation of buying insurance funda- 
mentally to protect the policyholder, 
his family and home and meeting of 
future emergencies. 

Recruiting will have more attention 
from home offices which will aggressive y 
enter the field at colleges and elsewhere 
in enrolling for life insurance attractive 
young men of character and with sales 
flair. The life insurance industry will 
wage a strong battle for campus grad- 
uates and will demonstrate that flattering 
offers from other fields do not always 
prove as glamorous as they indicate. 
Furthermore, those who are recruited 
by insurance agencies will be given more 
intensive inspection, will be weeded out 
almost automatically if they do not make 
logical progress especially if they show 
no willingness to study seriously the 
business and accept and apply help which 
general agencies or managerial offices 


stand ready to give them. 
Multiple Insurance Growing 


Multiple insurance will grow, but not 
every agent or broker can be expected 
to become successful in all fields. Ex- 
perienced life men will often be re- 
cruited to run life departments of gen- 
eral insurance agencies. 

Acceleration was predicted in the ac- 
tivity of life companies taking over, 
starting or buying casualty company 
affiliates with the possibility of the in- 
dependent general insurance broker be- 
ing forced by this trend to expand his 
agency through selling business life in- 
surance, accident and health, major 
medical, Group and allied lines because 
of demands of their regular clientele. 
This will result in spirited competition 
by companies for the business of bro- 
kerage independents. 

All of these factors will bring about 
some major manpower problems, especi- 
ally in the managerial area. 


Weather Delayed Arrival of 


New Yorkers 


For many years the N. Y. Association 
has had its annual meeting in Saratoga 
Springs at Gudeon Putnam Hotel lo- 
cated in a New York State park, but 
now unavailable for conventions. It has 
always been one of the most successful 
of life insurance business  gather- 
ings. The Glens Falls convention was 
an outstanding affair. For a time it 
looked as if the convention could not 
get under way on the first day as a large 
delegation gathered in New York City 
to fly to Glens Falls found that flights 
were called off by the weather. Finally, 
shortly after noon on Friday the dele- 
gation boarded a Carey bus which drove 
them from La Guardia field to Glens 
Falls, arriving at 5:15 o’clock. So the 
meeting went into session shortly after 
dinner that night. 
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Back to Fundamentals, Says Cummings 


The life insurance business just now 
sorely needs to get back to the funda- 
mentals of old-fashioned 
manent life insurance and “stop trying 
to outrival the cigarette industry” with 
special devices to catch the interest ot 
the moment, Harold J. Cummings, pres- 
ident of Minnesota Mutual Life, told the 
New York State General Agents and 
Managers meeting at Glens Falls. 

Mr. Cummings referred to “the end- 
less flow of glowing gimmicks and in- 
triguing innovations that an agent reads 
and hears about today—many of them 
initiated by companies that were once 
considered the most rock-ribbed and 
conservative in the business—gewgaws 
which discount our fine product and low- 
er the standing of the whole institution 
in the public eye along with that of the 
man who represents us. 

“It’s easy to be specific. When even 
the most conservatively managed com- 
panies in the business advertise that their 
product is not worth the price—that it 
can be bought with policy loans for pre- 
miums; when we tell our everyday pol- 
icyowner that, were he a business tycoon, 
he should not buy the permanent cash- 
value life insurance that he has always 
owned, but Group Term, and in $100,000 
lots; when we commend to thousands 
of our policyowners, still paying pre- 
miums on permanent plans, that they re- 
place their holdings, even in the same 
company, with Term coverage on the 
whole family; when company after com- 
pany advertises in reputable magazines 
one world-beating special after another 
each company insisting that its latest 
a is better, but cheaper, than the 
one featured by another good company 
just last week; when the agent sees fine 
companies differing vigorously about var- 
iable annuities, combinations with mutual 
funds and many another proposed new 
venture, some if not all incompatible with 
the ideals on which the agent built our 
business in the first place; surely gen- 
eral agent, branch manager, agent, pol- 
icyowner and prospect, all alike, have 
reason to be a bit bewildered. Would it 
not appear, too, that our great industry 
itself could be temporarily mildly con- 
fused? 

“As a result it’s to be expected I think, 
that both general agents and branch 
managers will find incre asing difficulty 
in inducting prudent men into our busi- 


cash value per- 


ness and then in keeping them con- 
tinuously enthused about their future 
in it. And they might be helped im- 


measurably if we would all forget our 


arguments about such things as the 
relative merits of agency or branch 
office, and stop whipsawing the public 


with revolutionary ‘discoveries. I be- 
lieve it’s time for the whole industry 
to stop trying to outrival the cigarette 
industry with its featuring of ‘faster 
filters’ that ‘gentle the smoke’ and in- 
stead set about soberly rebuilding the 
faith of our fathers in the plain, old- 
fashioned, permanent, cash-value life in- 
surance which our agent must sell if he 
is to make a living, and if the institution 
as we have known it is to survive. 
“Whether they be branch offices or 
general agencies, some kind of local 
offices will always be needed for pur- 
poses of distribution and service. But 
it’s the man who must distribute our 
product and service our customer whom 
we should get excited about. No pros- 
pective customer wants to think of need 
of money, loss of health, dependent old 
age or death at any time. Rare indeed 
is the individual who will make provision 
against these hazards without our agent’s 
persuasion. So our problem will always 
be one of getting our product marketed 
at the ‘application’ level—the point of 
personal contact with a prospective pol- 
icyowner. And much of today’s flam- 
boyant soap- opera advertising can only 
confuse that prospective customer, make 


every agent’s job of getting and holding 
his confidence ever more difficult. Isn’t 
it time the whole industry got genuinely 
concerned about the damage it may 
inadvertently be doing to itself and to 
the man who will always have to bring 
us our customers in keen competition 
with all the other organizations which 
are reaching vigorously for the same sav- 
ings dollar? 








WANTED—Life Executive to 
act as consultant to group form- 
ing large life insurance company. 
Write Box 2757, The Eastern Un- 
derwriter, 93 Nassau Street, New 


York 38, N. Y. 








THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, 


HURRAH! 


Our agency 1959 National Leader 
for Mutual Benefit with 
$28,838,493.00 paid for. 


OUR THANKS TO YOU 














Changes In ’60s Seen by Ray Johnson 


Some of the changes in agency opera- 
tions that will be seen in the 1960's 
were discussed before the New York State 
General Agents and Managers Confer- 
ence at Glens Falls by Raymond C. 
Johnson, vice president-agency affairs, of 
New York Life. 

“It would seem to me” said Mr. John- 
son, “that more agencies will be opened 
in the next 10 years in those areas of the 
United States showing the greatest popu- 
lation increase, namely, those states in 
a band running from Florida through 
Texas, New Mexico, Arizona, California, 
Oregon and Washington and the so- 

called Mountain States, along with a 
low states in the East and Middle West 
and South. Also, it would appear that 
we will be opening more agencies in the 
urban and suburban areas particularly. 
There seems to be a great shift to 25 or 
30 very large urban and suburban sec- 
tions which have been entitled ‘inter- 
urbia. I am certain that many new 
agencies will be opened in these areas in 
the future. 

“We are coming more and more to be- 
lieve that life underwriting and agency 
management are two distinct and sep- 
arate careers and our best results have 
been obtained from men who make an 
early decision to enter agency manage- 
ment and are willing to spend the 
necessary 7 or 8 years to become pro- 
fessional management men. As I look 
ahead, we will intensify our efforts to 
improve our whole long-range program 
of early selection and management train- 
ing and development. 


Compensation Question 


“For many years, our managers re- 
ceived a very large part of their total 
compensation from straight salary. In 
the last 15 years, more and more of their 
income has been derived from various 


forms in incentive compensation re- 
lated to the recruiting of new agents, 
the upgrading of established agents, the 
increased income and earnings of agents, 
improvements jin persistency and the 
sale of our other product lines. 

“Because a sales manager, like a sales- 
man, needs the powerful motivation of 
financial incentives it is possible that 
even more of our managerial compensa- 
tion may be related to results and par- 
ticularly to the profitability of the oper- 
ation—not just volume. 


Recruiting of New Agents 


“In the next 10 years there will be a 
manpower shortage between the ages of 
25 and 45 from which we have always 


recruited our best men. At the same 
time, there will be increasing competi- 
tion for these men from other life in- 


surance companies and, more important, 
from other industries. 

“It is my prediction, for whatever it 
is worth, that in spite of our increased 
efforts we will recruit fewer men in the 
vears ahead. As a result, we will have 
to get more business from fewer men. 
With the competition from other lines 
and with the general increases in com- 
pensation in this country, we may have 
to pay higher and higher starting sal- 
aries to the new recruits. This trend 
is already underway and even with the 
subsidies permitted by the use of train- 
ing allowances the higher salaries al- 
ready present problems of validation. If 
this trend continues, new agents will 
have to be trained better and more ef- 
fectively in one way or another to get 
faster earnings by earlier and increased 
production. This trend may force more 
and more pre-induction training so that 
the new agent hits the ground running, 
with a substantial volume of sales during 
his first few months of financing 
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LIFE INSURANCE COMPANT 
pecren, ssenceuvoerre 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S IMPROVEMENTS 


Insurance of Insurability Option Benefit. Guar- 
antees the availability of additional insurance 
protection in the future without medical examina- 


Cat us for Salt Information 


FRANK McCAFFREY ABE EISEN, C.L.U. 
MARVIN ORNSTEIN 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


LARRY CAMPS 











NASHEM AGENCY 
110 East 42nd Street 
New York 17, N. Y 


& 3 - 





“More important, it 
that we may soon reach a limit to the 
amount of salaries and subsidies that 
can be offered and can be validated by 
early production. We may have to 
change our sales approach in the re- 
cruiting interview and return to the 
presentations that were used when | 
entered the business as an agent in 1927, 
Then, we were sold the idea of making 
a financial sacrifice for a year or two in 
order to be financially independent and 
in business for ourselves later. Com- 
peting with other life companies and 
more important with other industries on 
starting salaries alone can only go so 
far. 


seems to me, is 


(Continued on Page 38) 


Named Associate Actuary 





ROBERT 


HOUSER 
Bankers Life of Des Moines has an- 
nounced that Robert N. Houser has been 
elected associate actuary. He has been 
an assistant actuary since October, 1953, 
and has served as a supervisor in the 
actuarial department from 1950 to 1953 

Mr. Houser received his Bachelor's 
degree at the State University of Iowa 
in 1947. An Army Air Corps veteran, 
he served from 1943-45 and was recalled 
to service from 1951-52. 

He is a member of Phi Beta Kappa 
and a Fellow of the Society of Actuaries 





Josephson Agency, N. Y., Led 


Connecticut Mutual in °59 


For the 11th year in a row the Halsey 
D. Josephson Agency of Connecticut 
Mutual Life in midtown New York led 
the company a year with paid-for-vol- 
ume of nearl » $25,000,000. This repre- 
sented an increase of about 10% over 
1958 production. The agency was No. l 
in both volume and premiums. 

At Connecticut Mutual’s recent general 
agents’ conference in Hollywood (Fla.) 
Beach Hotel the Josephson Agency was 
announced as one of five agencies of the 
company to win the President's Organ- 
ization trophy for 1959. President 
Charles J. Zimmermz in me ide the presenta- 
tion. The award is indicative of am 
agency’s all-round excellence of per 
formance in all departments. Tliis was 


the eighth out of ten years of competi- 
tion that the Josephson Agency 
this trophy. 


has won 
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Wins Patriot Life Award 


Shown above are Samuel Misrok, gen- 
eral agent in Brooklyn for Patriot Life, 
left, receiving a plaque from Arthur W. 
Theiss, vice president. The award was 
made to honor the agency for winning 
the Patriot Life best-of-quota campaign 
in new paid-for volume for the second 
half of 1959, 





Perrella Now Advertising 
Manager of Old Equity 


Ronald T. Perrella, has been named 
advertising manager of Old Equity Life 
of Evanston, Ill., it is announced by 
William J. McKenna, vice president in 
charge of advertising and public rela- 
tions. 
Mr. Perrella joined Old Equity in 
February, 1957, as assistant advertising 
manager. He continues as editor of The 
Pitch, monthly magazine for Old Equity 
insurance agents, and also does much of 
the work on advertising copy and direct 
mail pieces. 

A Navy veteran, Mr. Perrella is a 1957 
graduate of Roosevelt University, Chi- 
cago, receiving a Bachelor of Science in 
Commerce, with majors in advertising and 
marketing. At Roosevelt, he was vice 
president of Alpha Delta Sigma, national 
professional advertising fraternity. He 
received the “Outstanding Service Key” 
ward from the undergraduate chapter 
in January, 1957, and the “Outstanding 
Service Award” from the alumni chapter 
n April, 1959, 





Colonial Appoints Talbot 
To Home Office Agency Post 


Appointment of Claude J. Talbot, CLU, 
8 assistant superintendent of agencies— 
\raming—for Colonial Life of America 
vas announced by W. Thomas Fiquet, 
vice president, Ordinary agencies. Mr. 
lalbot will be associated with Lorne S. 
brown, superintendent of Ordinary agen- 
és in the field of training and education. 
_Mr. Talbot is a graduate of Columbia 
\ulversity where he majored in eco- 
tomics and received his bachelor of 
lence degree cum laude. During World 
War II, he served in the adjutant gen- 
tral’s department in the records and 
administration division in the Mediter- 
fanean Theatre of Operation. 

After the end of hostilities, he became 
‘gaged in public relations with the De- 
martment of Defense in New York City. 
n 1954, he became associated with Gen- 
tal Foods Corporation as sales area 
Manager. Later, he started his life in- 
‘irance career as an agent with New 
“ngland Life in Newark. A consistent 
itoducer, he qualified for the company’s 
» production club—The Leaders As- 
“tation for three consecutive years, He 
“ocompleted his CLU studies and qual- 
wea for the CLU designation in two 


yt. Talbot is a member of the Newark 





of all 
yf per- 
his was 
ompeti- 
as worl 





a. Club ; former director of the 
2 _ Life Underwriters Association, 
iN er of the Estate Planning Council 
wee” New Jersey, member of the 
aie committee of the United Fund 

S$ an instructor in insurance at 


Metuchen High School. 





Connecticut General Group 
Changes on Pacific Coast 


Connecticut General Life has an- 
nounced major changes in its Group in- 
surance and Group pension operations in 
California with the opening of new dis- 
trict Group offices in San Francisco and 
Los Angeles. 

Marvin S. Loewith has been appointed 
district Group manager at the new San 
Francisco district Group office at 433 
California Street. Richard A. Ross has 
been named district Group pension man- 





ager. Jack M. Friel will be Group man- 
ager. 

The San Francisco district Group office 
will serve Connecticut General’s 
Northern California agencies in 
Francisco, Oakland, and San Jose. 

In Los Angeles Arthur E. Davis, dis- 
trict Group manager, heads a new dis- 
trict Group office at 548 South Kingsley 
Drive. Tom D. Armstrong is district 
Group pension manager. Byron D. Wil- 
liams is Group account executive. 

The Los Angeles district Group office 
serves the company’s three Los Angeles 
agencies and the Long 
office. 


Six 


San 


3Jeach branch 


Tookey on NALU Program 

Clarence H. Tookey, actuarial vice 
president of Occidental Life of California, 
will be a featured speaker at the NALU 
mid-year meeting in Louisville, March 
20-24. Mr. Tookey 
Agents Forum on Tuesday 
March 22. He joins a_previously-an- 
nounced speaker, Harry K. Gutmann, 
CLU, Mutual Of New York, New York, 
in exploration of the provocative theme 


—‘Trends in Life Insurance . . 
Bad ?” 


will address the 


evening, 


. Good or 


The Northwestern Mutual point 


of view in advertising: 


open important doors for agents 


Millions of readers of Time and Newsweek have read what Emil Schram, 


former New York Stock Exchange President, has to say about the importance 
of investing first in life insurance. 


Useful messages? Northwestern Mutual agents have ordered more than 
four million reprints of advertisements such as this since the series began! 






WINER: 
NORTHWESTERN MUTUAL POLICY O' 
between them own a total 0, 


A suggestion for anyone planning to invest 
by EMIL SCHRAM, 


former President, N. Y. Stock Exchange; 
Chairman of the Board, Butler Bros. 


“7 WELL REMEMBER taking out 4 po 
life insurance — I was 21, 
i i ois. 
managing a farm in in ; 
“Then along came my first big — 
tunity. And this same policy = ee 
to borrow the money 1 need gi 


started in th 


basis for each business move. Always it 
has given me an extra measure a 
_ | knew for certain that, ¢ sre 
what may, My obligations would be 
and my family provided for. 

as bog of my activities, —_ 
grew up in a stock market atmosp' 


99 


s. Mr. Schram and his sons, Robert, James a 
f 15 policies with this compan 


SH a y were naturall: attracted V early 
turact di vel y 
ic feed and grain business. The y Ty 


dily-growing life 
cmhas ered on? pone getting into the market. 
them to pin down first thei es 
needs for personal security, 
by an adequate 
gram of life insurance. 


1 talked to my three boys 
they did.” 


nd Daniel, 
p) 
y—the earliest dating back to 1924. 





by the investment advantages of stocks 
r more basic 
and well-planned pro- 


“All three have heeded this advice. 
Today they'll tell you they re very 
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you should consider 
8 
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a 
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e 
© MANY PEOPLE, from well-known % 


business leaders to young men _ 

starting out, find Northwestern a 
has an outstanding combinatio 5 
qualities to fit their needs . . - al i 

es o a 

High earnings are a matter 

aoe In 1958 the rate of return _ 3 
Northwestern Mutual's paar eos . ‘ 
was above the average of the | o { 
largest life insurance companies. 


The portion of 
i i for operating 
remium income needed 
a is about half of the average 
for the 14 other largest mane sl 
ings @ - 
3, Strict sharing of earni 
ings with all policy owners. pe 
it is dedicated to the “mutual” P' 
ciple, Northwestern Mutual has earned 
reputation as “ 
: a ” Dividends have increased 
seven times in seven consecutive yours. 
cellent in planning. 
agents aid in P' 
pSogeinren tin of Lge ae 
Mutual men selling over @ million : 
lars of life insurance & year is ten . wa 
greater than the average for all life i 


up to old customers coming back for ones 

Make it a point to meet ae | - 
Northwestern Mutual agent. = _ 
be one. of your most helpful riends. 
The Northwestern Mutual Life Insur- 


glad ilwaukee, Wisconsin. 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 









'NEW ADVANTAGES! 
1FOR YOUR CLIENTS! 


Every broker sells service!’ You can 
be of greater service to your clients 4 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients); j 
New Preferred Life paid-up at age 
85 (cash values at end of first year); 
New Lower Rates for 
Term (all the usual g 
safeguards, extra fea- 
tures). 


Your inquiries are t 
always welcome. 
No obligation, of | 
course, for infor- 
mation on this or 
any one of our I 
complete range of L 
plans. 


As close to you as your telephone J 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. «+ MU 4-5779 | 
General Agents r 
{ The Canada Life Assurance J 
{ Company, Toronto,Canada | 


eR ee ET ee ee ee eee 
. 


United of Omaha Treasurer 





GEORGE D. MILNE 


Milne has 
United of 
the 


been elected 
Omaha it was 
firm’s 


George D. 
treasurer of 
reported following annual 
meeting. 

Mr. Milne previously 
treasurer and has been in the investment 
area of the insurance field since 1938 
He is a graduate of the University of 
Kansas. 

At the meeting President N. M. Long- 
worth that United’s 1959 
growth set another company record. He 
cited the fact that during the year the 
company reached two billion dollars of 
life insurance in force. 

Richard L. Daly, vice president and 
chief financial officer, stated that United’s 
assets had risen to an all-time high of 
over 339 million dollars. This is almost 
triple the figure at the end of 1949. He 
also said that the life insurance in force 
had increased from $734 million to $2,- 
047 million in the same ten-year period. 


was assistant 


announced 


Hutchinson Heads LUTC 


Alexander Hutchinson, vice president 
in charge of field management, Metro- 
politan Life, has been elected president 


of Life Underwriter Training Council. 


New Book on Dr. Huebner, 
Out Mar. 1, Written by Stone 


The biography of Dr. S. S. Huebner, 
famous Wharton School, University of 
Pennsylvania professor, written by Mild- 
red F. Stone, staff assistant to President 
H. Bruce Palmer, Mutual Benefit Life, 
will be published March 1. The book, 
entitled “The Teacher Who Changed an 
Industry,” is published by Richard D. 
Irwin, Inc., Homewood, Ill. Its price 
is $5. 

The book presents Solomon Huebner, 
the man, with his personal interests and 
characteristics as well as the educator 
and public servant. In addition, it in- 
cludes the essence of his teaching in re- 
lation to life insurance. 





G. R. Bingham Dies Suddenly 


Gordon R. Bingham, vice president and 
actuary of Northern Life of Seattle, died 
suddenly at his home, February 3. 

Mr. Bingham was born in Fort Wil- 
liam, Ontario, Canada, on October 28, 
1908. He graduated with the degree of 
A.B. from Queen’s University in Kings- 
ton, Ontario, in 1930. On July 29, 1930, 
he was married to the former Evelyn 
Jean Hunter. From 1929 to 1935, he had 
been with the mathematical division of 
the Sun Life in Montreal, and then in 
1936 he became vice president of Great 
Northwest Life of Spokane. 

On January 1, 194, he came with the 
Northern Life as actuary. Due to his 
broad general knowledge and wide ex- 
perience in the insurance business, the 
scope of his activities increased rapidly. 
His responsibilities involved much more 
than his actuarial duties, and his death 
came as a great and personal loss. 

Mr. Bingham was a trustee of the 
Pacific Northwestern Securities Co. He 
was past president of the Seattle Branch 
of the Controllers Institute of America, 
and a past president of the Actuarial 
Club of the Pacific States. He was a 
Fellow of the Society of Actuaries. 





H. E. Peterson Dead 


Harold E. Peterson, 65, a former vice 
president of the Life Insurance Com- 
pany of Virginia, died this month in a 
Richmond hospital. Born in Chicago, he 
came to Richmond in 1923 and joined the 
insurance company nine years later. He 
was a veteran of World War I and a 
member of the Commonwealth Club, 
State and Richmond Chambers of Com- 
merce, Virginia Historical Society, Eng- 
lish Speaking Union and other associa- 
tions, 








Heads New York Life’s 


New Service System 


Fabian Bachrach 
LYONS 


LELAND F. 


With the opening next month of the 
last two of 33 new Central Service of- 
fices, New York Life will have com- 
pleted installation of a new system of 
regional consolidation of record-keeping 
and accounting, according to Executive 
Vice President Dudley Dowell. 

At the same time Mr. Dowell an- 
nounced that Vice President Leland F. 
Lyons, head of administrative services 
of the marketing department, is super- 
vising its operation. He is assisted by 
Second Vice President Emery F. Pea- 
body. 

“With this new system in full opera- 
tion, New York Life will have the flex- 
ibility to expand more than ever before 
to meet the tremendously increased de- 
mand for all kinds of life insurance that 
will develop in the decade ahead,” Mr. 
Dowell said. 

The new offices are established region- 
ally in 29 cities throughout the country. 
The record-keeping and _ accounting 
formerly handled manually at each of 
the company’s 235 general offices is now 
consolidated at these offices where it can 
be handled with a much higher degree 
of automation. Special tie-line  tele- 
phone communication to the central serv- 
ice office of their areas provides ‘the gen- 
eral offices with immediate access to 
policy owner records. 





JOINS OCCIDENTAL OF CAL. 


Earl H. Harper has been appointed 
assistant brokerage manager in Occi- 
dental Life of California’s Atlanta. Ga. 
branch office. Mr. Harper joins Occiden- 
tal after representing Phoenix Mutual 
in Atlanta since September, 1958. 











MORGAN O. DOOLITTLE, 
President 








If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Gregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 





DOUGLAS S. FELT, 





et 





——. 


INSURANCE EXECUTIVE 
WANTED 


Insurance company president or ex. 
ecutive vice president, active or retired, 
capable of organizing and managing 
an insurance management corporation 
with multi-million dollar premium po- 
tential. All inquiries will be treated in 
the strictest confidence. Must be avail- 
able in 60 days. Box 2779, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38, N. Y. 




















Agency Vice Pres. 





Program Completed for 
New York Sales Congress 


The afternoon session of the 40th an. 
nual sales congress of the Life Under. 
writers’ Association of the City of Ney 
York has been arranged, according to ay 
announcement from General Chairman 
Robert V. McWilliams, general agent 
Aetna Life. 

The program, “Successful Selling jy 
the Soaring Sixties,” will be held begin. 
ning at 10 a.m., March 10, in the Grand 
Ballroom, Hotel Astor. 

Promptly at 2 p.m, Dr. Arthur R 
Upgren, professor of economics, Macal- 
ester College, St. Paul, will open the 
afternoon session on the subject oj 
“Protection, Not Inflation, the Problen 
for the Sixties.” Dr. Upgren will bh 
followed by NALU Trustee William H 
Gatling, Jefferson Standard Life, Nor- 
folk, who has selected “Help Me Up! 
as the title of his address; and the fina 
speaker of the day will be Benjamin N 
Woodson, CLU, president, American 
General Life, Houston, speaking on 
“Guarantees are Better Than Ever!” 

The morning portion of the program 
as previously announced consists of Wil: 
liam T. Earls, CLU, general agent, Mu- 
tual Benefit Life, Cincinnati, O.—Sub- 
ject: “Knothe Se Auton—Know Thyseli 
First”; Alexander Hutchinson, CLU 
vice president, field management, Metro- 
politan Life—Subject: “The Sales Op- 
portunities Ahead”; and Hilbert Rust 
CLU, president, The Research & Re 
view Service, Indianapolis, Ind—Sub- 
ject: “Six Roads to Utopia.” 

Admission is $1.00 and the _ presenta- 
tion by each member of his 1960 mem- 
bership card. Admission for non-men- 
bers is $5.50, $3.50 of which may be ap- 
plied toward membership if an applica- 
tion is submitted within ten days after 
the congress. This is not applicable t 
1959 members who have not renewel 





Annual Seminar-Lecture 


For N. Y. CLU Members 


The third annual seminar-lecture group 
sponsored by the New York CLU Chap- 
ter for members will begin March 1 
the New York Life, 51 Madison Avenue 
The series, which will be conducted in 
two parts, will continue at noon of 
successive Tuesdays. 

Topics and lectures for part one of the 
series are as follows: 

Estate Planning, Bernard M. Eiber. 
attorney and instructor at New Yor 
University and the School of Insurance; 
Business Organization and Purchase 
Problems, David Boyd Chase, semio 
partner, J. K. Lasser & Co.; Wills, Joe 
Irving Friedman, attorney and co-editor 
“Basic Estate Planning”; Trusts, Fre 
L. Rush, assistant secretary, Hanovet 
Bank of New York; Estate Administte 
tion, Joseph T. Arenson, professor, Nev 
York Law School; Pension and Prot! 
Sharing Plans, Ralph C. Patton, CLU 
director of pensions, Berkshire Life: 
Group Insurance, William  Silvermat 
New York City Group sales directo" 
Prudential. ' = 

The second part of the series hegi! 
on April 5 with the subject matter bee 
pensions, profit sharing and Group ™ 








surance. % 

Gerald Westreich, CLU, _Berkshir 
Life, is director of the continuing educs. 
tion program for the New York It 
Chapter. 
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Death of Famed Medical Referee 


“Tony” Hansen Examined J. P. Morgan, Clarence Mackey, 
Mary Pickford, Douglas Fairbanks and Oberammergau Passion 
Players 


Dr. Anthony H. Hansen, for many 
years the most widely known medical 
referee in Greater New York, died in 
Douglaston, Long Island on February 17 
at the age of 80. At a luncheon, on the 
occasion of his retirement in May, 1954, 
given him by. Massachusetts Mutual for 
which he had been a medical referee 
for 45 years, the statement was made 
by Dr. Michael Marchese, vice president, 
that the guest of honor had made more 
than 38,000 medical examinations for 
Massachusetts Mutual. Among other 
companies for which he examined cases 
were John Hancock, Union Central and 
Connecticut General, but there were 
numerous others. His cordial manner 
and sympathetic understanding won him 
the confidence of people quickly. 

Raised in Norwich, N. Y., Dr. Hansen 
was graduated from Cornell University in 
1901 and from Cornell Medical School 
in 1903. After serving his internship in 
Lincoln Hospital, the Bronx, he began 
his practice in Brooklyn. Following the 
Armstrong Investigation came the pas- 
sage of the Charles E. Hughes legisla- 
tion with its new and more restrictive 
regulations governing life insurance. 
This resulted in a great demand for med- 
ical examiners. It was not long before 
most of Dr. Hansen’s time was spent 
in making such examinations and _ it 
became his lifelong work. 


Examined Many Celebrities 


Some of the notables he examined 
were many leaders of the financial world, 
but there were top Hollywood stars, too. 
A few of his famous examinations were 
these: 

J. P. Morgan, Henry P. Davison, 
Clarence Mackey, Frank A. Vanderlip, 
Mary Pickford, Douglas Fairbanks, Sr., 
Will Rogers, Anton Lang and the rest of 
the Oberammergau Passion players who 
had come to New York enroute to 
Hollywood. He found the Passion Play 
company a healthy lot of people since 
most of them, between performances, 
worked on farms. : 

For a time after Dr. Hansen retired 





Boston Mutual Promotions 


President Everett H. Lane of Boston 
Mutual Life announces three promotions, 
approved by the board of directors, from 
assistant secretary to secretary. The 
men thus advanced are Henry L. Geer, 
underwriting; Earle L. Keene, policy- 
holders’ service, and T. P. O’Keefe, home 
office administration. 

Other promotions made known by Mr. 
Lane include Stephen H. Davis to as- 
sistant secretary and manager, tabulating 
department; Henry J. Flaherty to as- 
sistant secretary and director of public 
relations; Robert J. McGill to assistant 
secretary—policyholders’ service; James 
H. Poulin to assistant secretary— 
methods and planning; Ambrose F. Rein- 
halter to assistant treasurer; Hugh M. 
Sturrock to assistant secretary—policy 
department, and Hugh F. Underhill to 
assistant secretary—monthly debit Or- 
dinary department. 





Edward Scribner Actuary 
Northern Life of Seattle 


Edward E. Scribner, formerly assistant 
actuary, has been made actuary of North- 
ern Life of Seattle succeeding Gordon 

. Bingham who died suddenly, it is 
afnounced by President D. M. Morgan. 

rt. Scribner attended Tacoma schools 
and graduated from University of Wash- 
ington as a B.S. in mathematical sta- 
tistics. He has been in. the actuarial 
department of the company since 1949. 
€ is a Fellow of the Society of Actu- 
anes, a member of the Actuarial Club 
of the Pacific States and is a Phi Beta 
Kappa. His military service was with 
the Navy. 


from the general field of medical ex- 
aminations he continued to make some 
in the territory where he lived. 

The funeral services were at Douglas- 
ton Congregational Church. 











Manager. 


Street, New York 38, 





TOP INSURANCE EXECUTIVE AVAILABLE SOON 
Heavy experience in personnel and management. 
Resume upon request. Will relocate. 
low five figures. Write Box 2772, The Eastern Underwriter, 93 Nassau 


N. Y. 


Prime Loss Dept. 
Salary requirement, 











Glandorf Atlanta Manager 


Columbian National Life, member of 
the Hartford Fire Group, has appointed 


Joseph A. Glandorf manager of its At- 
lanta Office. He was formerly with Oc- 
cidential Life at Atlanta also with 
Southwestern Life Managers, Inc. there. 








Modern Plans 
to Fill Modern Needs 


Preferred Premium Life Policy 


Double Protection to 65 
Econ-0-Master Family Plan 
Econ-0-Parent & Children Plan 
Executive Special Policy 
Ladies Special Plan 
Guaranteed Renewable A&S Policies 
Pension Plans 


Business Ins. Plans 


Space permits only a few to be shown 
here. For information about these and 
others, consult the Anico office nearest 
you or write to Sales Coordinator at the 
Home Office. 


Anico maintains offices in all states ex- 
cept N.Y., NJ., and the New England 
States. (Offices also in Puerto Rico and 
new states of Alaska and Hawaii.) 











BILLIONS 





OF LIFE INSURANCE IN FORCE 


We are particularly pleased to make this 
announcement because: 


Ww 
w 


+ 


The 5 Billion milestone in our history was reached on Dec. 15, 1959, several 
months ahead of the earliest expected date. 


The early attainment shows a continued acceleration in the rate of growth 


of Anico service. 


Growth of insurance in force, and a continuing acceleration of the rate of 
growth, are the hallmark of increasing public approval and patronage. 


Growth Acceleration Record 
Anico was founded March 17, 1905. It took 


38 years 
6 years 
5 years 
3 years 
2 years 


(1943) 
(1949) 
(1954) 
(1957) 
(1959) 


to reach 1st Billion 
to reach 2nd Billion 
to reach 3rd Billion 
to reach 4th Billion 
to reach 5th Billion 


($1,123,640,510) 
($2,049, 188,051) 
($3,071,474,826) 
($4,165,543,383) 
($5,020,000,000) 


(Reached Dec. 15, 1959 — now exceeds figure shown) 


Gain in Insurance in Force in 1959 ooo... 


Other Significant Facts 


... 11.3% 


Indicated average of leading companies* 8.2% 
(*Companies having 85% of total U.S. insurance in force) 


Anico ASSETS in 1959 increased ................... 
Average gain for 5 previous years ................. 
New Ordinary sales increased .....00.00.0000000..... 
Indicated average of leading companies 

New Industrial Insurance sales up 
Indicated national average .......... 


services. 


<isieees ee 

. 6.9% 
en 
6% 


Appreciation 


We ascribe this outstanding record of growth to these great factors: Pro- 
gressive management policy of constant planning and research to furnish 
to the public the most modern and effective insurance plans and Company 


Aggressively recruiting and constantly expanding a field organization that 
has special training in serving life protection needs. 


A high level of repeat business from a growing body of policyholders 
whose patronage throughout the years bespeaks their preference for Anico 


insurance. 


To these we express sincere appreciation. We invite your inquiries. See the 
partial list of modern NEED-FITTED plans shown at left. 





Ra NI 
k)N 
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} 


ATIONAL 
COMPANY 


Os HOME OFFICE: Galveston, Texas 


The sooner you plan with Anico, the better your future can be. 
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Republic Nat’] Had 
19.7% Business Gain 


INCREASE 





BIG TWENTY YEAR 


Dallas Company Reports Substantial 
Growth in All Operations and In- 
creased Benefit Payments 


An increase of 8.872% in life insurance 
in force in the twenty years since 1939 
has been recorded by Republic National 
Life of Dallas. This figure is based on 
life insurance in force at the end of 1959 
of $2,355,689,657. compared with a total 
on December 31, 1939 of $26,255,819 

During 1959 record gains were made in 
all of the company’s operations, and the 
company also showed a substantial in- 
crease in its capital and surplus funds 

New life insurance issued for the year 
was $809,754, 392. This is a 19.7% increase 
over last year’s total of $676,725,817. The 
gain in life insurance in force was’ $402,- 
774,144. compared with $371,374,304. dur- 
ing 1958. As already indicated, this 
brought the total to $2,355,689,657. 


In its Accident and Sickness opera- 
tions, premium income was $14,988,183. 


compared with $12,793,956 for an in- 
crease of 17.2%. 

Total income reached $42,899,043. com- 
pared with $37,776,888.—a gain of 136% 
Assets were increased by $6,685,841 
bringing the total to $97,432,772 

Despite these remarkable increases in 
production and increasing costs of oper- 
ation, the company was able to pay bene- 
fits to policyowners and_ beneficiaries 
amounting to $25,998,701. and still add 
$1,172,900. to its capital and surplus funds 
The total benefits paid since organiza- 
tion now reach $132,671,296 

Sales operations during the year were 
extended into Ohio thus giving complete 
agency and brokerage representation in 
42 states, District of Columbia, and 
Puerto Rico 

Reinsurance operations have grown to 
a point that the company now reinsures 
business for more than six hundred com- 
panies in the United States and eleven 
foreign countries 


Lincoln National Changes 
Family Protection Rider 


The Lincoln National Life’s Family 
Protection Rider is being changed from 
the limited pay basis to the continuous 
payment plan and the previously exist 
ing limit on the maximum amount of the 
rider in relation to the basic policy is 
being removed 

The company’s new Family Protection 
Rider supersedes the former Family Pro- 
tection Rider, introduced in 1951, and 
the former Family Income Rider. 

Rates for the new Family Protection 
Rider are the same as the “basic” rates 
for Lincoln Life’s Family Security Pol- 
Icy 

The new Family Protection Rider has 
several advantages: Lower premiums 
due to the change from the limited pay 
to the continuous payment plan; elimi- 
nation of previous maximum limits of 
$20 per $1,000 for periods of ten to 
twenty years, $15 per $1,000 for periods 
of twenty-one to thirty years, and $10 
per $1,000 for periods of thirty-one to 
fifty years; minimum limit of $25 
monthly income ($2,500 basic policy) 
compared to $50 minimum on Family 
Security Policy ; 

Minimum interest rates on funds left 
on deposit with the company, either in 
the form of policy proceeds or divi- 
dend accumulations, have been increased 
from 3% to 34% 

This change, as it pertains to accumu- 
lated dividends, results in lower net 
costs on all participating plans where 
dividends are left to accumulate with 
the company 

One year term rates used in determining 
the amount of one year term additions pro- 
vided by dividends have been reduced 
A given dividend will buy more one-year 
term insurance. 

The dividends themselves have not 
been changed. Only the rate of interest 
on accumulations has been increased. 


Mass. Mutual Pays Claim 
Under $1 Million Policy 


Massachusetts Mutual Life has paid a 
claim on a $1 million life insurance policy 
which had been in force for only about 
two years when the insured died of a 
heart attack. 

\ payment of $1,007,127 
to the trustee-beneficiary represented 
the largest amount paid by the company 


P 
recently made 


death claim in its 108-year 
first claim paid 
to a beneficiary of one of the about 30 
persons protected by $1 million of Massa 
chusetts Mutual life insurance or more 

The policy was an Executive Protec 
tion contract purchased on the whole | life 
plan for the benefit of the insured’s chil 
dren. The company’s payment to the 
trustee-beneficiary includes, among othe 
things, a post mortem dividend of $3,- 
066, a refund on premiums paid beyond 
date of death of $1,341 and _ interest 

t 34% for the entire a mount due from 
fate of death to date of payment of 
$2,429. 

Net cost to the insured after dividends 
was about $60,000, making the payment 
to his family a 1,679% return on the in- 
sured’s investment in life insurance pro 
tection 


on a single 
history. It is also the 





38, N. Y. 





TRAINING AND SUPERVISION MY FORTE 

If you're looking for an experienced man in agent training and 
supervision (with a large New York agency) I'm a candidate for the 
job, preferably in metropolitan N. Y. or Westchester County. Ideally, 
a spot as assistant to a busy general agent with opportunity to 
advance to higher rank later on. Salary arrangement preferred. 
College graduate, married. For more background details address 
Box 2777, The Eastern Underwriter, 


93 Nassau Street, New York 








Phoenix Mutual Appoints 
Dauman Associate Manager 


Arthur H. Dauman, CLU, has been 
named associate manager of the New 
York Lincoln agency of Phoenix Mu- 


tual Life. The title accorded in 
recognition of Mr. Dauman’s contribu- 
tion to the growth and development of 
the Lincoln Since 1945 


he joined the company, Mr. Dauman has 


was 


agency. when 
placed in force a grand total of more 
than $10,000,000 of 
insurance. He is a member of the Nassau 
County Estate Planning Council, the 


New York CLU Chapter and a life mem 
ber of the Million Dollar Round Table 


Phoenix Mutual life 





x 





Here's a frinstance: 


policies. 





THEY'RE TAKING 
THEIR HATS OFF 


TO OUR 


WHOLE LIFE 


NON PAR 


PLAN 


Now why would anybody get so 
excited over plain old Whole Life? 
— must be the LOW RATES that are doing it. 


At age 30 (nearest birthday) we offer $25,000 of Whole 
Life non par (layer rates), PLUS $250 monthly Income Disability 
(to age 65—including Waiver of Premium and Maturity at 65), 
PLUS $25,000 of Accidental Death Benefit for less than $500 
($493.25, to be exact). And you'll find our commission rate is 
exciting, too — also our fast service and liberal underwriting 


Call us for further information: 


Phone: MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 





S. & A. Sales Leader 





Fred 
M. Selling, genera] agent for State Mu- 
tual Life of America from New York 
City, was among the leaders of the 116- 
year-old firm. Above, Mr. Selling (right) 
receives the sickness & accident award 
for company S. & A. sales leadership 
during 1959 from Second Vice President 
Walter I. Wells. In 1958 the Selling 
agency received the State Mutual of 
America Group Leaders award. 


For the second consecutive year, 


Awards by State Mutual 


\t the annual general agents and man- 
agers conference awards banquet of 
State Mutual Life at Worcester recently, 
General Agent Walter C. Leck of Chi- 
cago was awarded the President's Cup- 
symbolic of 1959 national sales leader- 


ship. It was the fifth consecutive year 
in which the Leck agency has won the 
Cup 


The award was made by H. Ladd 
Piumley, chairman and president of State 
Mutual. The Leck agency led all 76 
agencies of the firm in combined sales 
of individual life, sickness and accident, 
and Group insurance. 

M. Calvin Rand, manager of the 
Cleveland agency, received the Group 
award for leading all agencies in Group 
insurance sales. This presentation was 
made by Alan R. Willson, vice president 
of Group insurance operations. 

The award for leadership in individual 
sickness and accident sales during 1999 
went to Fred M. Selling, general agent, 
New York City. 

The State Mutual agency _ builder 
award for the best record in recruiting 
and training new agents also went to 
Frank Rabinow, manager of the Valle) 
Stream, Long Island, agency. 


Lincoln re Promotes 


Legal, New Business Staff 
Five new appointments for personne! 
of Lincoln National Life have been an- 


nounced by Walter O. Menge, presi 
dent. 
In the company’ legal department, 


Lanning, 


James R. Barron and Oliver W. Lan 
assistant! 


each of whom were serving as 
counsel, are promoted to assistant get- 
eral counsel; and J. Thomas Deitschel, 
formerly attorney, now becomes assistan! 
counsel. 

Advancements in the new bt 
department include the promotion 
Robert J. Reese from administr: pre as- 
sistant to assistant manager of the de- 
partment; and George Handlin he is been 
appointed supervisor, service division, 
to head the newly-created division. 
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There is plenty of room for men with high objectives at 
The Penn Mutual—room for the ambitious life insur- 
ance underwriter interested in getting ahead. A pro- 
gression of carefully-planned training and educational 
programs equips him for all phases of successful life 
insurance selling—from advanced underwriting and 
estate planning to profit-sharing and pension plans. 

As important as the training programs is the whole 





Back of Your Independence Stands 
The PENN MUTUAL 











Penn Mutual philosophy of encouragement to men inter- 
ested in reaching new heights. We believe that their suc- 
cess is the success of the company ... their future the 
future of the company. For that reason, The Penn Mutual 
does all it can to help its underwriters reach their goals, 
whether they choose to stay in direct sales or prefer sales 
supervisory, management, or General Agency work. 
Penn Mutual opportunities go to Penn Mutual men. 


* * * 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Gulick Equitable V. P. 
For PR and Personnel 


H. H. WILSON V. P. GROUP DEPT. 


Merle Gulick’s Wide Activity in Field 
and Home Office; Wilson Joined 
Society in 1920 





Equitable Life Assurance Society 
elected Merle A. Gulick vice president 
in charge of public relations and per- 
sonnel. He will report to Melville P. 
Dickenson, senior vice president. Horace 
H. Wilson, a New York agenty manager, 
succeeds Mr. Gulick as vice president in 
charge of the Group insurance deparf- 
ment. Both men have been associated 
with The Equitable throughout their 
business careers, Mr. Wilson since 1920 
and Mr. Gulick since 1930. 


i 
ae 





MERLE A. GULICK, 

Mr. Gulick was born in Jackson, Mich., 
and attended Hobart College where he 
was named a member of the Associated 
Press All-America football squad of 1928. 
Upon graduating two years later, he 
became a service supervisor with The 
Equitable. He was appointed manager 
of the Philadelphia Group Office in 1933 
and in 1937 returned to the home office 
as manager of the New York Group 
department. In 1939 he was appointed 
director of public relations and executive 


assistant to Thomas I. Parkinson, then 
president. 
During World War Il Mr. Gulick 


the U. S. Coast Guard as 

Port Security Division, 
Washington, attaining the rank of cap- 
tain. For his role in organizing, then 
directing, the work of the Port Security 
Program, which involved all ports under 
U. S. jurisdiction, he received the Legion 
of Merit. 

Mr. 


served with 
chief of the 


the Group department and was appointed 
second vice president in 1950. The com- 
pany named him vice president two years 


later, with overall supervision of the 
department’s sales and administration, 
including the servicing of more than 


8,000 companies carrying Equitable Group 


insurance. 

A resident of New York, Mr. Gulick 
is a captain in the Coast Guard Re- 
serve and is chairman of its Third Dis- 
trict Commander’s Reserve Staff. He 
serves on the New York Port Authority 
Panel, is a member of the Reserve 
Officers Association, and was formerly 
chairman of a confidential committee for 
the National Security Resources Board. 

He is chairman of the board of Hobart 
and William Smith Colleges, a member 
of the New York City Life Underwriters 
Association, a founder of the Coast Guard 


ie ars chairman of the Greater New 
York City Committee of the American 
Industry’s National Fund for Medical 


Education, and vice chairman of the 
fund’s supporting membership committee. 
Mr. Gulick is also active in the United 


Gulick returned to the Equitable 
in February 1946, as general manager of 


Negro College Fund, is a member of the 
board of the eng ino in Cancer Society's 
New York City Cancer Committee, and 
serves on the Heart Fund’s New York 
committee. He is a member of the Com- 
mittee on City Affairs of the New York 
Chamber of Commerce, and the insurance 
committee and advisory committee on in- 
dividual security of the U. S. Chamber 
of Commerce. 
Career of Horace Wilson 

Mr. Wilson, a native of New York 
City, is the son of the late Jerome J. 
Wilson who was associated with The 
Equitable for 47 years, 40 of them as a 
general agent in Manhattan. The new 
vice president began his career with the 
Society in 1920 as a member of his 
father’s agency before attending Prince- 
ton University where he graduated with 


a B.A. degree in 1925 


HORACE H. WILSON 


He became head of the agency when 
his father died in 1935. In the next few 
years, two other Equitable agencies were 
merged with his. Besides managing the 
agency, Mr. Wilson has won high honors 
over the years for personal production 
including life and qualifying member- 
ship in the life insurance industry’s Mil- 
lion Dollar Round Table, and, for the 
past two years, membership in the com- 
pany’s Two Million Dollar Club. 

Like his father, Mr. Wilson has been 
active in recruiting and training agents. 
In 1937 he recruited Mr. Dickenson who 
became an Equitable agency manager 
two years later and a senior vice presi- 
dent in 1956. 

While managing and selling, Mr. Wil- 
son also taught life insurance and sales 
subjects at New York University, the 
Newark YMCA, Seth Boyden College, 
Marshall College, Syracuse University, 
and in Canada at Hamilton and Toronto. 

During World War II, Mr. Wilson 
entered the Army as a first lieutenant 
and rose to the rank of lieutenant colonel. 
His activities in the Army’s savings, 
insurance and retirement fields, ranged 
from war bond officer of the Second 
Service Command, to officer in charge 
of the insurance section, War Depart- 
ment General Staff, and membership on 
the Joint Army-Navy Personnel Board’s 
special committees. In the latter posi- 
tions his work included making recom- 
mendations to the War and Navy De- 
partments and other governmental agen- 
cies on retirement, disability, life insur- 
ance and social welfare benefits. For 
his war-time service he was awarded the 
Legion of Merit and two War Depart- 
ment commendations. 

Mr. Wilson has held numerous posi- 
tions in professional organizations in- 
cluding membership on various commit- 
tees of the National Association of Life 
Underwriters. He has been president 
of Equitable’s Old Guard, its Board of 
Managers and the Midtown Managers 
Association, and chairman of the com- 
mittee on law and legislation of the Life 
Managers Association 








ment responsi 





of Greater New 


ACTUARY 


Excellent opportunity for ambitious young actuary with an estab- 
lished insurer in group work. Associate or Fellow in Society with 
six to fifteen years experience who is willing to assume manage- 
bilities in a key position. 

Liberal salary and employee benefit program. 

Write in confidence to President, 


BOX 2776 


THE EASTERN UNDERWRITER 
93 Nassau St., New York 38, N. Y. 











Kimball Western Supervisor; 
Bland Retires Canada Life 


Canada Life announces that George R. 
Kimball has been appointed Western 
United States supervisor. Mr. Kimball 
joined the Canada Life in 1955 as man- 
ager of Group sales for the Western 
United States. Immediately prior to his 
present appointment he was training 
supervisor of the Western United States, 
assisting Western managers and general 
agents in training and development. 

Frank W. Bland retires this year and 
has therefore relinquished his duties as 


assistant superintendent of Western 
United States branches. Mr. Bland joined 
Canada Life to take on the task. of 


furthering Canada Life’s expansion pro- 
gram in the Western United States. The 
Canada Life pays tribute to Mr. Bland 
for the invaluable services that he has 
rendered to the company and is pleased 
to have his services as brokerage de- 
velopment supervisor for one year. 





Gotham Group Hears Brion 

John P. Brion, Mutual Of New York’s 
director of internal communications, de- 
scribed MONY’s newly-organized Com- 
munications Center and the MONY 
News in a talk given recently before the 
Life Advertisers Association’s Gotham 
Group. The Communications Center at- 
tempts to improve the flow of informa- 
tion between the field and home office 
and within the home office. The Center 
has two primary functions, one is to 
transmit to the field and home office 
employes information about the com- 
pany’s activities. The other is to keep 
lines of communication clear among de- 
partments and between the home office 
and the field. 

The main instrument of information, 
at present, is the MONY News. This is 
a weekly newspaper, distributed to home 
office and field employes every Friday, 
which combines Points, a former month- 
ly for agents, and MONY Talks, the 
monthly home office publication, also 
extinct. 


& 4. Wartell Auto Victim 


Gerald L. Wartell, 59, of Chicago, vet- 
eran general agent for Franklin Life, 
was killed Feb. 10 in a head-on auto col- 
lision near Cross City, Fla., while on a 
vacation trip. His wife, Evelyn, was 
injured critically in the crash. Mr. 


Wartell had been a Franklin associate in 
Chicago for nearly 20 years. Two pas- 
sengers in the other car also were killed. 








the New 
Association and 


York. He is also a member of 
York Life Underwriters 
Kound Table. 

Mr. Wilson was formerly a member of 
the national affairs, foreign affairs and 


labor and industry committees of the 
National Republican Club. A former 
resident of Norwalk, Conn., he served 


as a director of the Silvermine Commun- 
ity Association and as treasurer and 
governor of the Silvermine Volunteer 


Fire Company there. He is now presi- 
dent of the Silver Spring Golf and 
Country Club in Ridgefield, Conn. 

He and his wife, the former Alice 


Pratt, live in “West Winds,” Olmstead 
Hill Road, Wilton, Conn. They have 
a son, John A., a member of Equitable’s 
Arthur D. Hemphill Agency in San 
Francisco, and a daughter, Mrs. Warren 
A. King of Darien. 


Rochester General Agent 
For Continental American 





ROBERT N. 


LYONS 


Continental American Life, Wilming- 
ton, has appomtes Robert N. Lyons gen- 
eral agent in Rochester, N. Y., located at 
1074 Sibley Tower Building, Rochester 
4,N. Y 

Mr, Lyons joins Continental American 
with a background of 21 years in life 
insurance. He has been a personal pro- 
ducer, assistant manager, manager, and 
has had home office experience. Before 
joining the company he was manager in 
Buffalo for Home Life. 





Washington National Names 
D. P. McMullen in Miami 


Daniel P. McMullen has been appointed 
general agent in Miami for Washington 
National Ins. Co., according to an an- 
nouncement by Company President P. 
W. Watt. 

Mr. McMullen was graduated from the 
Florida Military Academy in St. Peters- 
burg and Dartmouth College. He en- 
tered the insurance business as an agent 
with the Union Mutual Life. He worked 
for two years as a supervisor with The 
Travelers, then was appointed general 
agent for Mutual Benefit in Des Moines 
in 1955. 

Mr. McMullen was formerly a resident 
of Florida, having lived here for twenty 
years, 


New Southern Mutual Fund 


The Southern Equitable Life of Little 
Rock, Ark. announces the inauguration 
of a new open-end mutual fund for sale 
in four southern states. It is called the 
Insurance and Bank Stock Fund Inc, 
according to Lowell E. Cruse, president 
of Southern Equitable. At the same time 
le announced Kalb, Voorhis & Co.’s mu- 
tual fund dealer service division in Wash- 
ington, D, C., had been retained to ad- 
vise his firm on sales training, merchan- 
dising and advertising programs for the 
iife insurance companies’ salesmen who 
will actively offer the fund’s shares t0 





the public. 
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Regulation of D. of C., 
VA Companies Approved 


SEE EXPANSION IN THIS FIELD 





Separate Organization Suggested for 
Operations; Government Employe 


Co. Organizing VA Firm 





Washington—District of Columbia gov- 
District variable an- 
nuity companies and the Securities and 
Exchange Commission endorsed legisla- 
tion prov iding for Insurance Department 
regulation of variable annuities in hear- 
ings before a Senate District subcom- 
mittee. 


Insurance Superintendent Albert F. 
jordan said such “express authority” 
should be embodied in District law, since 
Vit is “obvious” that more companies 


will move into the variable annuity field 
within the next few years. Since future 
developments of the variable annuity 
business cannot be fully anticipated at 
this time however, detailed and rigid 
regulatory legislation should not be en- 
acted, Superintendent Jordan added. 

The proposed bill, which provides for 
the establishment of a segregated var- 
iable annuity account, and includes a 
number of regulatory provisions, will give 
the.Department adequate authority in 
the “foreseeable future, Mr. Jordan 
stated. 

What the Bill Covers 


Key provisions of the proposed statute 


include authorization for the Insurance 


Superintendent to license variable an- 
uuity companies through certain pre- 
scribed standards; a prohibition against 
a foreign life company engaging in a 
variable annuity business in the District 
unless authorized to write variable an- 
nuity contracts by its state of domicile, 
and an increase in the amount of assets 


iwhich a life company doing a variable 


annuity business is permitted to invest 
in the securities of any one company. 

Under present law, no more than 1% 
of a life company’s assets may be in- 
vested in the stock of any one company, 
and no more than 2% in the bonds of any 
cne company. The bill would permit an 
additional 2% in each category with re- 
spect to the segregated account into 
which variable annuity premiums would 
be placed. 

John D. Marsh, chairman of Variable 
Annuity Life, testifying for his company 
and for Equity Annuity Life, said this 
provision “recognizes that the basic pur- 
pose underlying the variable annuity is 
lor the company to invest the greater 
portion of its premiums from such con- 
tracts in equities rather than in fixed 
dollar media.” 

Mr. Marsh said enactment of the bill 
would simplify and facilitate the dual 
regulation of variable annuity companies 
here by the Department of Insurance and 
the Securities and Exchange Commission. 
This dual regulation arose from the Su- 
preme Court decision last year that var- 
able annuities and variable annuity com- 
panies are subject to SEC regulation 
under the Securities Act of 1933 and the 
Investment Company Act of 1940. 


Organizing Another VA Firm 

The bill was endorsed by Government 
Employees Insurance Co., which is in the 
process of organizing a variable annuity 
im with reported assets of more than 
¥ million. 

_ SEC general counsel Thomas G. 
Meeker voiced general endorsement for 
the measure, and said that the provision 
lor segregated funds is in line with the 
‘tandards of the Investment Company 
ct but took the position that some 
Clarifying changes should be made to 
Peed its provisions more consistent with 
the objectives of that statute. 

Should the normal insurance operations 
tia company w ag the variable annu- 
ip e sufficiently large so that it would 
‘considered predominently an insurance 
‘ompany rather than a variable annuity 
‘ompany, it might fall within the exemp- 
es Siven to insurance companies by the 





m= pol Company Act, Mr. Meeker 
Slate 


, Therefore, 


he suggested, it might be 
‘esirable to . 


provide a separate organiza- 


tional structure for the management of 
the segregated variable annuity account. 

The SEC added, however, that “other 
means of carrying out this policy” of 
permitting the “sale of variable annuity 
contracts under sound and feasible condi- 
tions within the confines of the Invest- 
ment Company Act of 1940,” undoubted- 
ly can be devised. 





AGENCY SUPERINTENDENTS 

Union Life of Richmond has appointed 
A. C. Butler and G. M. Winkler super- 
intendents of agencies. Both had pre- 
viously served as managers in the field. 


Eastern Life Liberalizes 
Prepaid Prem. Discount Rate 


Eastern Life of New York has liberal- 
ized the discount rate on prepaid pre- 


miums. According to an announcement 


by Murray April, director of agencies, 
the company, effective immediately, will 
accept advance premiums, discounted at 
4% per annum, compound interest, up to 
a maximum of $100,000, on any individual 


policy. 


Manning Claim Manager 

David E. Manning has been promoted 
to manager of the home office claim de- 
partment of Columbian National Life, a 
member of the Hartford Fire Group. 

Mr. Manning, who attended Phillips 
Academy and Huntington School, was 
graduated from Boston University where 
he also attended the Graduate School. 
He joined Columbian National in 1953 
and has served as assistant to the super- 


visor and supervisor of the life claims 
division. 











Now — through an arrangement effective between Eastern Life and a casualty company — you 
can offer your prospects a complete group insurance package —with one single premium report 

..one single premium payment. This package includes Life Insurance, Accidental Death and 
Dismemberment, Accident & Health, 
Hospitalization, and Surgical-Medical 


Plans. Send for Eastern Life ‘‘Group 
Life Applications’”’ and ‘‘Request for 


Proposal Forms”’ today! 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: 
Connecticut, Delaware, District of Columbia, Florida 
(except Dade, Broward and Palm Beach Counties), New 


York and Pennsylvania. 
Communicate with: 
MURRAY APRIL, Director of Agencies 


EASTERN LIFE 


INSURANCE COMPANY 


OF NEW YORK 


HOME OFFICE: 355 LEXINGTON AVENUE 


NEW YORK 17, N.Y. © MUrray Hill 7-1920 
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Atlantic Life Nearing 
Half-Billion in Force 


Atlantic Life 
half-billion mark of insurance 


is fast approaching the 
in force 
Robert V. Hatcher, president, announced 
that the 1959 gain of $36,902,772 
the firm’s insurance in force to $488,985,- 
522. The 1959 
for the company, 
by $11,834,565 
Company 
$4,115,598 


increased 


gain was a new record 


exceeding the 1958 gain 


assets rose to $105,966,759, a 


gain of Capital and surplus 


rose $559,496, totaling $10,868,076. Pol 
icyholders reserves gained $3,524,465 to 
total $81,316,647 at the 

Health insurance premium income in 
1959 was $3,417,050 compared with $3,- 
004,973 in 1958. Payments to policy- 
holders and beneficiaries amounted to 
$7,556,302, an increase of $508,975 over 
payments in 1958. Atlantic Life has paid 
a total of $131,500,000 in such payments 
since the company was chartered in 1900. 

Bond and stock holding s rose to $38,- 
050,116 and the morte loan account 
to $51,131,626. These represent 
84% of the firm’s total 


year’s end. 


age 
assets 


assets 











rT 
™ BETTER than | hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 
‘| wouldn't have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?”’ 


“Their underwriting experience 


and speed, especially on sub-stand- 


ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

‘No need. It’s clear to me we're 
better off with North American Re- 
assurance. Should we be looking 


Our handy booklet, “ 


Reinsurance Exclusively,”’ 


¢Well, Jim, 
we've had 

a reinsurer 

for a year now. 
How’s it 
working out??? 


to them for advice on entering the 
group field?’’ 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


“Fine. 
They're valuable 
people to know.”” 





outlines the many services we provide to life companies. 
Would you like a copy? Simply address: 


NORTH AMERICAN 





LIFE e 


REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, III. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., 


San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS « 


GROUP 


Three John Hancock Asst. Treasurers 


Shown herewith are the pictures of the 


three 
tives made assistant 


at the 


treasurers 
annual meeting 


company 


of 


as 





John Hancock Mutual Life execu- 


the 
re- 


Alan F. Lydiard 


JAMES W. GIBSON 


ported in this paper last week. 
James W. 


of the city 
charge of 


mortgage 


Gibson is associate director 
department in 
commercial loan production. 





MIT Alumni Council. 

Mr. Keene attended University oj 
Montana and is a graduate of Harvard 
University Engineering School. He 






Dr. A 
of Ame 
opportu 
done sc 


Life he 
Shield; 


Alan F. Lydiard 
RICHARD KEENE 


joined John Hancock’s city mortgage de 
partment as district supervisor in 1947, 
following a number of years experience 
in the fields of engineering and real 
estate brokerage. He later served ag 
field supervisor, assistant manager and 
was appointed associate director in 1953, 

A veteran of nearly forty years with 
John Hancock, Mr. Rees studied at Bent- 














ley School of Accounting and Finance 
and Northwestern U niversitv Law School D 
He has served in a number of mana- 
gerial capacities in the company’s mort- als 
gage operations, and is a member of = 
John Hancock’s general insurance com- ae - 
mittee. He is also a member of the serv- aXe Th 
icing committee of Mortgage Bankers th + 
Association, imine 
he was 
still is a 
. on three 
Western Life Names Three eching, 
: f the N 
ntendents | ° 
Agency Superint ‘ar H 
Western Life of Helena, Mont., has fand the 
appointed three new superintendents ol ¢ former 
agencies, President R. B. Richardson an- that © : 
. s mae that Soci 
nounced. W estern 1s the life insurance Frich by 
affiliate of St. Paul Fire and Marine Bthe kick: 
Insurance Co, annual di 
John H. Pickett, Jr., CLU, a 25 year Finds 
ite hoe <a . Bele thrill, 
veteran in life insurance, heads agencies Fy, St 
in Kentucky. His headquarters are i joem co 
FRANK A. REES Louisville. birthday. 
Robert W. Steininger, Grand Rapids, Th 
Richard Keene is associate director in is in charge of agencies in_ wester!l % 
charge of city mortgage field operations. Michigan. He has 14 years experience im And 
—_ > weal is oe oe in life insurance. With s 
large mortgage and real estate serv- : . 
hats ahs r John A. Inman, Albuquerque, heads Will 
A graduate of Massachusetts Institute agencies in New Mexico. He has hat “Your 
of Technology, Mr. Gibson was engaged 13 years in life insurance work, both Stanc 
in the real estate brokerage business in as a personal producer and in manage ou le 
metropolitan Boston for many years ment. As a 
prior to joining John Hancock as field Pickett formerly represented Fidelit) 1 
supervisor in 1935. A former director of | Mutual Life of Philadelphia. Steininget ae g 
the Boston Real Estate Board, he is a was associated with Lincoln National \ f F 
member of the faculty of the Mortgage Life and Inman formerly was with Mw es fr 
Bankers Association School and the tual Life of New York and Prudential aw 
_—, 
He est 
country | 
LIFE INSURANCE “om his 
0 the Ey 
PURCHASED ON | fit it 
Despite 
EQUITABLE BASIS [Fil seen 
08S not 
« . 
RENEWAL PURCHASE COMPANY - tis 
‘inks Whi 
tine hol 
300 Park Avenue, New York 22, N. Y. PLara 3-2826 (f.." ” 
ee Walk too 
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A Busy Dean of Actuaries 


Arthur Hunter, Blue Shield Director, on Art Museum Board; 
Holds Degrees from Edinburgh University and 
Hamilton College 


Dr. Arthur Hunter, 90-year-old dean 
of American actuaries, finds plenty of 
opportunities to occupy his time and has 
done so ever since the retired, 18 years 
ago, from the New York Life. At the 
time of his retirement Dr. Hunter was 
yice president and chief actuary of the 
company and had served in this ca- 
pacity for about a quarter of a century. 

Since his retirement from New York 
Life he has been connected with Blue 
Shield as a director. Currently, he is 





DR ARTHUR HUNTER 


aso a member of the nominating com- 
mittee and chairman of the committee on 
enrollment and underwriting regulations. 
Dr. Hunter continues his long interest 
in the Montclair Art Museum, of which 
he was president for many years. He 
still is a member of the board and serves 
on three committees: art, music and 
etching. He was a trustee and president 
of the Mountainside Hospital of Mont- 
dair. He is chairman of the standing 
aid the nominating committees and _ is 
aformer president of the St. Andrew’s 
Society of New York. Membership in 
that Society is confined to persons Scot- 
ish by birth or by inheritance. One of 
the kicks he gets out of attending th> 
annual dinners of the Society is the play- 
ing of bagpipes which gives him a nostal- 
gic thrill, The Pibroch, the magazine of 
the St. Andrew’s Society, published a 
poem commemorating his recent 90th 
urthday. This poem read in part: 


‘The work you’ve done to help the 
young 

And well-deserving Scot 

With scholarships in U. S. A. 

Will never be forgot. 


‘Your long, long years in Nylic ranks 
tand out in bold relief. 

ou left behind a record great 

As actuarial chief. 


The governments of U. S. A. 

France and Britain, too, 
And from Edina’s learned seat 
Saw fit to honor you.” 


He established a scholarship in this 
country five years ago for a graduate 
My old school and has made a gift 
: ¢ English Speaking Union to con- 
inue it for a number of years. 
Pespite his 90 years, Dr. Hunter is 
seen on the golf links. His score 











rs hot concern him nowdays. 
inks is the companionship on the golf 
wee fascinates me. I only play 
i oles and can still negotiate the dis- 

tif I take plenty of time and don't 


YW; ” : 
lk too fast,” he told his former asso- 


ciate James T. Phillips, senior vice presi- 
dent and chief actuary of the New York 


Life, 
Actuarial Society Affiliations 
Dr. 


Hunter is the oldest living ex- 





president of the former Actuarial So- 
ciety of America, now the Society of 
Actuaries. His other affiliations have 
included the American Institute of Ac- 
tuaries, the Faculty of Actuaries in Scot- 
land, and the Institute of Actuaries of 
England, of France and of Switzerland. 
In addition, he was a charter member of 
the Casualty Actuarial Society and 
served as a delegate from the United 
States Government to the International 
Congresses of Actuaries in Austria, Hol- 
land, Britain and France. Dr. Hunter 
was chief consulting actuary of the Goy- 
ernment during World War I and was 


L{ you compare 


Youll 
go Citizen / 


CITIZENS REDUCING TERM POLICY 
20 YEAR PLAN PAYABLE FOR 16 YEARS 


$25,000 AND OVER 
RATES PER $1,000, NON-PAR 





AGE 25 .. 
AGE 30 .. 
: AGE 35 .. 
AGE 40 .. 


ss... SA28 
3.62 


Lo yg 
paw ere 


FOR POLICIES $10,000 TO $25,000 ADD 50c PER $1,000 
ALSO AVAILABLE 10-15-25-30 YEAR PLANS 





INSURANCE © COMPANY of NEW YORK 


CALL or WRITE any of our 
General Agents in New York or Long Island 


NEW YORK CITY 


Lillian F. Douglass Agency 
11 West 42nd Street 
New York 36, New York 


Telephone: BR 9-3214 


Green Acres Associates, Inc. 
95 Madison Avenue 
New York 22, New York 


Telephone: MU 5-4467 
Daniel Cohen Agency 


60 East 42nd Street 
New York, New York 


Telephone: YU 6-8450 


BROOKLYN 


Arthur Rosenberg Agency 
7309 Third Avenue 
Brooklyn 9, New York 


Telephone: TE 6-5000 


Sassoon E. Kashi Agency 
116 Nassau Street 
New York 38, New York 


Telephone: BA 7-3568 


Herbert Marks Agency 
48 West 48th Street 
New York, New York 


Telephone: JU 2-1919 


Kearns & McCourt 
Life Associates, Inc. 
375 Jay Street 
Brooklyn, New York 
Telephone: UL 8-7100 


LONG ISLAND 


The Mark Davis Agency, Inc. 
114 Main Street 
Hempstead, New York 
Telephone: IV 1-2121 


Samuel Gore Agency 
47 Broadway 
West Hempstead, New York 


Telephone: IV 9-6268 


Marshall A. Rubenstein Agency 
24 Sexton Road 
Plainview, Nassau, N. Y. 
Telephone: OV 1-4540 





chairman of the Advisory Committee of 
the War Risk Insurance Bureau. He had 
a great deal to do, probably the major 
part, in the planning and development of 
life insurance for our armed forces. 

His influence in the actuarial world 
during his 43 years of service with the 
New York Life would take several col- 
umns to narrate. He was a prolific con- 
tributor to actuarial literature, having 
over 50 papers presented to the Actuarial 
Society of America alone. He was the 
author of the Society’s first textbook on 
Disability Benefits and collaborated with 
James T. Phillips in the revised edition 
which is still in use. He was one of the 
associate editors of “Alcohol and Man,” 
a standard textbook on the subject. His 
collaborator on many articles on medico- 
actuarial subjects was Dr. Oscar H. 
Rogers, for some years medical di- 
rector of the New York Life and one of 
the most noted men in his field. Again 
in association with Dr. Rogers, he de- 
vised the numerical rating system still 
used throughout the industry for issue 
of insurance to substandard lives. 

A George Watson “Boy” 

Dr. Hunter was one of the famous 
circle of American actuaries who were 
graduates of the George Watson College 
for Boys in Edinburgh. At least a dozen 
of those youthful Scots decided upon a 
career in America. On arriving, they 
would make a beeline for the offices of 
former Watsonians occupying important 
posts in the American actuarial scene. 
Two of them were Henry Moir, then 
chief actuary of the Home Life and 
later president of United States Life, 
and Lawrence M. Cathles, who became 


president and later chairman of the 
North American Reassurance. One of 


the young Scots, although not a Wat- 
sonian, landed at West Twenty-Third 
Street from a Scottish ship of the Cun- 
ard Line and then walked all the way 
from the pier to the office of Henry 
Moir, who immediately put him on the 
actuarial staff of the Home Life. This 
youth was Alexander Maclean who was 
later to become president of Massachu- 
setts Mutual. But Arthur Hunter did 
not land his first American job in that 
way. 

Here is how he obtained his position. 
L. G. Fouse, president of the Fidelity 
Mutual Life, noting the shortage of ac- 
turial talent in this country, let it be 
known in Edinburgh that young Scots 
would be given a warm welcome in this 
country. Mr. Fouse was first to engage 
young Hunter on his arrival in America 
in 1892. Just before the turn of the 
century, Hunter joined the New York 
Life. 

The distinction achieved by Dr. 
Hunter which probably gave him the 
greatest satisfaction was the degree of 
LL.D. awarded him by Edinburgh Uni- 
versity. He is the only American ac- 
tuary honored in this way by the great 
Scottish university. About a year ago, 
Hamilton College, Clinton, N. Y., one of 
whose alumni was Elihu Root, New 
York’s most famous lawyer and advisor 
of many New York Governors, also gave 
him the LL.D. degree. He has received 
the Legion of Honor from France and 
was given a medal at the end of World 
War I by the British King. The medal 
was “for service in the cause of free- 
dom.” Dr, Hunter is the only layman 
who is an honorary member of the As- 
sociation of Life Insurance Medical Di- 
rectors. 

“T expect to continue my present ac- 
tivities as long as my health holds out.” 
Dr. Hunter told the writer as he sat 
surrounded by books in his Montclair 
home. 


Honor H. E. Johnson 


Herbert E. Johnson. Elmhurst, Ill. re- 
tired recently from Mutual Trust Life 
of Chicago after 37 years of service. He 
was an honored guest at a luncheon with 
company officers and the board of di- 
rectors where Raymond Olson, president 
of Mutual Trust, spoke of the important 
work that Mr. Tohnson aad accomplished 
in his years with the company. At the 





time of his retirement Mr. Johnson was 
an officer of the company assigned to the 
law department with the title of assistant 
secretary. 
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Lincoln National Officers Advance FOR CONNECTICUT & NEW JERSEY 
Staff changes at Lincoln National Life he transferred into the reinsurance de- i N O aA a 
of Fort Wayne, Ind. announced by Wal- partment where he has served as super- 
ter O. Menge, president, include election visor, assistant secretary, assistant vice CALL Greenwich, NO 1-9700 





JOHN PHELPS 


of John Phelps, vice president, to the 
board of directors. 
Gordon C. Reeves was promoted from 





ALLEN C. STEERE 


and 


counsel 
counsel. 


general to vice president 
general Allen C. 
merly second vice president and general 


Steere, tor- 


counsel, was advanced to vice president, 


public relations. Leon D. Forbes was 
promoted from assistant secretary to 
assistant vice president. William M 


Smith, previously manager, planning de- 
partment, was advanced to assistant vice 
president. L. H. Graves, Jr., of Lincoln 
Life’s regional reinsurance office in 
Dallas, Texas, was promoted from execu- 
tive assistant, reinsurance, to assistant 
secretary. Dr. John W. Barch, formerly 
assistant medical director, now becomes 
associate medical director; and Edward 
B. Hancock was promoted from actuarial 
assistant to assistant actuary. 

The cash dividend declared on the 
capital stock of the company was 50 
cents per share payable May 1 on stock 
of record at the close of business on 
April 10. Dividend action for the re- 
mainder of the year will be taken at 
subsequent meetings of the board. 

John Phelps’ service with the company 
dates from 1938 when he joined the un- 
derwriting department. Nine years later 


GORDON C. REEVES 


president, second vice president, and 
vice president, to which position he was 
named in 1957. Graduate of University 
of Michigan, Phi Beta Kappa, he is a 
Fellow of the Society of Actuaries. 


LICENSED IN RHODE ISLAND 

Beneficial Standard Life of Los 
Angeles ‘has been admitted to do business 
in Rhode Island. 





Present 1959 Awards to 
Schmidt Ag’cy Leaders 

GREENE IS VALUED ASSOCIATE 

New England Life Office in N. Y. Ranked 


Fourth in Company Last Year With 
$29,500,000 Paid-for 








Schmidt 
England 


Full-time associates of the 
Agency, New 
Life in mid-town New York, held a re- 
cent two-day meeting at Westches‘er 
Country Club, New York, at which recog- 
nition was given to 1959 production lead- 
ers and to the agency as a whole for 
its paid-for production last year of 
$29,500,000, representing a gain of nearly 
$5,000,000 over 1958, the best previous 
year. 

John L. Stearns, New England Life’s 
vice president and actuary, and Warren 
L. Johnson, home office director of 
agencies, extended congratulations on 
behalf of the home office. and it was 
noted that the agency’s 1959 record put 
it into fourth place in the company’s 
production standing for the year. 

With Douglas Boggs, assistant to 
General Agents Arthur W. Schmidt, 
CLU, and Roger W. Schmidt, CLU, as 
master of ceremonies, the highspot of the 
Westchester dinner program was the 
presentation of the Most Valued As 
sociate award to Edward A. Greene, 
MDRT member, who for the second con- 
secutive year produced in excess of $1,- 
000,000 of business. Mr. Greene, who won 
the same award in 1958, has qualified 
for the New England Leaders Associa- 
tion three years in a row and for the 


general agent, 


VVVVVVVVVV VW 
IMMEDIATE OPENINGS 


Asst. Supt. Agencies—H. O. $18,000 
Asst. General Agent/Mgr. 15,000 
Actuary 12,000 
Asst. Actuary—Group Life A&H 10,000 
Asst. Supv. Brokerage—H. O. OPEN 


Supv. Sales Promotion-H. O. (Life) OPEN 
Life Prem. Accountant—H. O. OPEN 

These are but a few of the many 
openings in all branches of the 
business listed with us—in both 
agencies and home offices — Sala. 
ries to $20,000-+-. 

“FROM TRAINEE TO EXECUTIVE” 


More than 20 Years of Insurance 
Recruiting 


Contact Us in Confidence—No obligation! 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa, 
LOcust 8-1163 LOcust 8-1164 











Calling all agents and brokers 
YOUR ADVERTISING 


MAY WIN 


AN OSCAR 3 


NO MATTER HOW LARGE 


OR SMALL YOUR 


ADVERTISING BUDGET 


So save your 1959 advertising 
materials — and remember it's 
not how large or small your budget 
but how effective your advertising. 


Fill out and mail the 
coupon today for 
complete informa- 
tion and entry blank. 





Robert H. Gott, Chairman, 8th Annual Awards Program 
640 Temple Ave., Detroit 32, Michigan 


| want to enter my 1959 advertising. Please send me complete information. 


Name 
Agency oe 


Address__— ae ee ere ee 


| EL 





BI i ’ 
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company’s Hall of Fame in the last ty 
years. The next four in this competiti 
were J]. H. Brady, Alex Leopold, Irvir 
Krugman and Milton H. Wind. 


Silver Bowl Awards 
Presentation was also made to Leona: 
Goodstadt as the 1959 Silver Bow] wis 
ner, an award annually given for fir 
year achievement to the underwriter wi 
the best score under the agency’s M 
Valued Associate rules. Mr. Goodstad 
production was $838,033 which includ 
business insurance and _ pension cas 
The next four in this competition we 
Jack Schuman, John Caesar, Arth 
Hummel and Roy Weston, and they ali 
received commendation. 
One of the featured discussions at t! 
gathering was on pension business a 
the speakers were Allan A. Bakst, Ne 
York attorney who is prominent in pe 
sion and tax work; Edward M. Lupea 
New England Life’s general agent froq 
Pittsburgh; Thaxter P. Spencer, ma 
ager of the company’s pension busine 
department, and Edwin Nadel, Schmil 
Agency supervisor, who has _ recent 
developed some new approaches in t! 
personal pension field. 


Observations by The Schmidts 
Observations made by Arthur W. a! 
Roger W. Schmidt in their 1959 annvj 
report point to the fact that 1960 w 
undoubtedly be the best life insurant 
year in the long history of the Schm 
Agency. It now enjoys 10 MDRT meq 
bers, 10 members of the company’s Hi 
of Fame, 30 associates in the Leade 
Association, and six of its 1958 appointed 
were First Year Star Producers, sellit 
over $300,000 Ordinary life business 
their first 12 months with the compa! 
In addition 27 men “wrecked” their ‘tel 
ords” during New England Life’s rece] 
contest which made the agency one 
the two winners in its league compo 
of the nine largest agencies in the co" 
pany. 
Recognition was also given by ' 
Schmidts in their report to the rest! 
produced by the full-time supervis 


staff in New York headquarte™ 
Messrs. Edward Nadel, senior Supt 
visor; Douglas Boggs and Mat 


Hirschleifer. The five district manage 





—Seymour H. Kopelman, Mineola; Da" 
V. Lourie, South Shore; Eugene We 
Suffolk: Milton Mandel, Brooklyn, # 
Robert E. Zipp, Westchester—all 9™ 
pered. . 
The Schmidt agency’s brokerage @ 
pension departments also showed heal! 
growth last year. Brokerage under * 
ert Smith’s supervision and by 
Hodgkins’ assistance, increased 25 0 
the second consecutive year and pen 
business, directed by Margaret 
enjoyed 50% paid-for increase. 
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Home Life Appoints Murphy, Wallace 
Stephenson, Farber and Kramer 


Five appointments in the sales depart- 
ment of Home Life of New York have 





Pach Bros., N.Y. 


CHARLES A. MURPHY 


been announced by ‘William P. Worth- 
ington, president. Charles A. Murphy 
and ‘William B. Wallace are now direc- 





WALTHER S. STEPHENSON 


tors of sales research and development; 
Walther S. Stephenson, director of field 
training; Henry Farber, director of sales 
promotion; and Victor M. Kramer, man- 
ager of field service. 

Mr. Wallace has been placed in charge 
of field recruiting and selection on a 
company-wide basis. Mr. Murphy is re- 
sponsible for joint field work and other 
sales management programs and Mr. 
Stephenson directs the field training 
program and other related sales training 
activities. (Mr. Farber assumes responsi- 
bility for the development of sales pro- 
motion programs and activities, and for 
the over-all direction of the field service 
division. This division, which produces 
the company’s publications and sales 
Promotion materials, is now managed by 
Mr. Kramer. 


Murphy, Wallace, Stephenson 


Mr. Murphy joined Home Life in 1935 
as a field underwriter in the company’s 
Providence, R. I. agency, and a year 
ater was named manager of that agency. 
In 1944 he was brought to the home 
office for a two- year assignment in the 
Sales department, and in 1946 was made 





manager of the Boston agency. Mr. 
Murphy returned to the home office in 





WILLIAM B. WALLACE 


1956 as executive assistant in the sales 
department, where he has_ been respon- 
sible for the direction of a group of 


VICTOR M. KRAMER 


agencies. 

Mr. Wallace came to Home Life in 
1952 as a sales department trainee after 
graduation from Columbia University, 
where he played varsity football. Soon 
afterward he went on military leave and 
served as an officer in the Navy until 
1956. Following his discharge he became 
a field underwriter in the Washington 
agency, where his outstanding produc- 
tion record qualified him for the Million 
Dollar Round Table during his first full 
year in the field. In January 1958 he 
was made assistant manager of the 
agency and in August of that year was 
brought to the home office as a field as- 
sistant. He had since been actively en- 
gaged in various recruiting and sales 
management projects of the company’s 
sales research and development division. 

Mr. Stephenson joined Home Life in 
1949 as a sales trainee in the sales de- 
partment and was named agency assist- 
ant in 1951. During this period he 
worked in various phases of the com- 
pany’s field recruiting program. Trans- 
ferred to Philadelphia as a field under- 
writer in 1952, he was named assistant 
manager in 1954. He returned to the 
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HENRY FARBER 


home office early in 1956 and has since 
concentrated on field training and sales 
management work. 

Farber, Kramer 


Mr. Farber, who holds an M.S. in 
journalism from Northwestern Univer- 
sity, joined Home Life in 1949, after 


He 
ame managing editor of 
the Home Life Magazine and in 1953 
was advanced to assistant manager of 
field service. He was appointed manager 
of field service in 1955 and in 1957 was 
made an officer. In the past months Mr. 
Farber has been working on sales pro- 
motion projects of the sales research and 
development division. 

Mr. Kramer came to Home Life as 
sales promotion writer in July 1958, after 
several years of experience in publishing, 
sales promotion and public relations. He 
was advanced to assistant manager of 
field service in June 1959, and has been 
working closely with Mr. Farber in de- 
veloping sales promotion and public re- 
lations programs and materials. 


previous public relations experience. 
subsequently bec 





Corcoran Heads Equitable 


Communications Set-up 


The advertising, publications and press 
relations department of Equitable Life 
Assurance Society has been organized 
with ‘Charles R. Corcoran, vice president, 
at its head. The new set-up: Advertising 
and promotion division manager Goldie 
Dietel; press relations division Henry 
Lloyd, manager; Daniel J. Lyons, as- 
sistant manager of information and press 
service; Walter Bussewitz, assistant 
manager of community relations and 
special events. 

Publications division, Forest J. Skog- 
vold, manager; Joseph M. Graham, 
editor of Equinews and Bruce L. Roberts, 
editor of Agency Items. Art and pro- 
duction division, Richard E. Sieber, art 
director. 





HOME OFFICE 
GROUP MANAGER 
$18,500 


Nationally known Com- 
pany in Eastern State (not 
New York). Vacancy created 
by reason of promotion of 
present Manager. Company 
will pay figure above amount 
quoted for the "right man." 


Specifications: College 
degree mandatory. Mini- 
mum ten years of Group 
experience at least half in 
Home Office, acquired with 
widely known Company. 
Must presently function in 
number one or two spot re- 
sponsible for all administra- 
tive group functions. 


Confidential handling all 


inquiries guaranteed. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 











Dissidents Win Fight 
For Old Line Life 


M. F. RYAN RESIGNS PRESIDENCY 





Forrest D. Guynn, Former Officer, 
Elected Executive Vice President 
and Acting President 





Milwaukee—The dissident group of 
stockholders of Old Line Life of. Mil- 
waukee that has been waging a proxy 
fight for three months with the man- 
agement, won the battle at the meeting 
last week voting 52% of the 100,000 
shares outstanding, resulting in the 
resignation of Mearl F. Ryan as presi- 
dent and Warren J. Moore as executive 
vice president and the election of For- 
rest D. Guynn as executive vice presi- 
dent and acting president. Guynn, one 
of eight new directors elected by the 
dissidents, had been vice president and 
director of agencies until last October 
when he was dismissed because of a 
conflict of management views. 

C. Rhodes of Aberdeen, S. D., a 
large investor in the stock of the com- 
pany, led the fight against the man- 
agement. The board was reduced from 
15 to 10. Rhodes declined a place on the 
hoard. 


R. M. Fox Houston Manager 


Raymond M. Fox, a regional director 
of Ordinary agencies for Life Insurance 
Co. of Virginia, has been named man- 
ager of the company’s Houston Ordinary 
agency. 


Opens 2nd Toronto Office 


Occidental Life of California has 
opened its second branch office in 
Toronto naming Ralph G. Morley, CLU, 
as branch manager. Occidental is now 
represented in Toronto by seven agency 
offices: two branch offices and five gen- 
eral agents. Mr. Morley joins Occi- 
dental following 12 years in Toronto with 
Prudential of England. 
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FIGURES MAKE BETTER READING 


In the property-liability imsurance 
fields annual reports of stock companies 
now being published, covering operations 
in 1959. make much more pleasant read- 
ing than ago, particularly with 
respect to underwriting results. On an 
basis, 


come and unrealized capital gains from 


a year 


overall including investment in 
investments most companies are report- 
ing record highs in income, 
surplus funds, 
had record premium income in 1959. A 
few insurers deliberately 
miums in unprofitable areas. 

The most encouraging feature is the 
definite improvement noted in under- 
writing experience. Whereas a year ago 
very few fire-casualty insurers 
were able to report underwriting gains, 
and many underwriting 
losses, in showed 
marked changes. 
due to relative absence 
trophes, but the prime reason rests in 
the determined efforts of company ex- 
ecutives, and producers, to improve loss 
fields of underwriting which 
distinctly “ recent 


assets and 


and the large majority 


reduced pre- 


stock 


sustained large 
1959 the experience 
A portion of this was 
of major catas- 


records 

have been sour” in 
More careful of risks 
accepted, elimination of lines with poor 
records, rate adjustments upwards, and 
use of other methods 
and expenses all contributed to better 


It is the fervent hope 


years. selection 


to control losses 


results achieved. 


of the industry that this improvement 
may be continued through 1960. 
Automobile insurance, particularly in 


the bodily injury and property damage 
areas, remains unprofitable, with incurred 
loss ratios ranging to 70% and above. 
Workmen’s compensation, too, had a 
poor year; ocean marine results were not 
as satisfactory in 1959 as expected. Fire 
insurance, extended inland 
marine, homeowners peril, 
bodily injury other than auto and other 


coverage, 
multiple 


casualty-surety lines were not out of 
line. Naturally the companies aim for 
still’ better underwriting results this 


year, but gains recorded in 1959 were 
welcome. 

Aside from these major improvements 
in underwriting, 1959 was notable for im- 
proved investment income and attain- 
ment of record high for asset and sur- 
plus figures. With gains in investment 


stock invest- 
combined with 


income and in value of 
ments almost universal, 
sharp declines in underwriting losses 
from 1958, or underwriting profits, sub- 
stantial increases in net operating in- 
come were made. Record earnings per 
share of stock are reported by numerous 
companies. 

In the news department of The East- 
ern Underwriter headlines such as fol- 
lows are common this month: “Many 
Records Are Broken; Premiums Writ- 
ten, Investment Income, Operating Prof- 
Assets and Policyholders’ Surplus 
This is all most encouraging, 
after lean years high- 
underwriting 


its, 
at Top.” 
particularly so 
lighted by large 
Nevertheless the multiple line insurance 
industry will certainly not relax its ef- 
forts to continue profitable growth and 
to meet present day merchandising prob- 
lems without sacrificing sound under- 
writing principles, so that gains achieved 
in 1959 will not be dissipated in 1960. 


losses. 





Edmund Fitzgerald, chairman of 
Northwestern Mutual Life, has been 
elected a senior board member of the 
National Industrial Conference Board. 
He has been active in the Conference 
Board for many years. At the same 
meeting Donald C. Slichter, president of 
Northwestern Mutual Life, was elected 
a new member of the Board. 

* * * 


W. H. Painter, executive vice president 
of United Fidelity Life of Dallas, has 
retired after 40 years with the company 
He was one of the organizers of United 
Fidelity in 1920 and served on its board 
of directors. He was issued policy No 
2 which he still holds. He has held 
numerous executive positions with the 
company, was appointed to his present 
position in 1956 

“ae 


G, Frank Clement, CLU, vice president 
in charge of agencies, Shenandoah Life, 
has been elected to board of directors 
of Colonial-American National Bank, 
Roanoke, Va. 


* * * 


Stratford Lee Morton, general agent 
emeritis of Connecticut Mutual Life at 
St. Louis, has been reelected president 
of the board of directors of Academy of 
Science of St. Louis. 

ee ae 


R. Howard Dobbs, Jr., Life of Georgia 
president, has been elected president of 
the Capital City Club, leading Atlanta 
social and business club. 








AL B. RICHARDSON 


Al B. Richardson, vice president, Life 
of Georgia, is the first recipient of the 
Advertising Federation of America- 
Printers’ Ink Silver Medal Award “for 
distinguished service to advertising in 
Atlanta.” The award was presented by 
the Atlanta Adv ertising Club at a dinner 
gathering of civic and business leaders 
in observance of National Advertising 
Week. Mr. Richardson was cited in 
particular for his volunteer public in- 
formation service with Community 
Chest, Chamber of Commerce, and At- 
lanta’s 1959 United Appeal. He is a 
former president of the Life Insurance 
Advertisers Association and has directed 
Life of Georgia advertising and public 
relations functions since 1946, 


* « *¢ 


Robert Collyer Hosmer, director of 
Excelsior Insurance Co. of New York, 
Syracuse, was honored by stockholders 
of the company at their recent annual 
meeting for 35 years of continuous serv- 
ice as a director. In 1925 Mr. Hosmer 
moved with his family from Chicago to 
Syracuse to join the Excelsior as vice 
president and general manager. In 1935 
he was elected president, an office he 
held until retirement in 1946. In 1916- 
1917 he was president of the Illinois 
State Board of Fire Underwriters. Since 
his retirement Mr. Hosmer has traveled 
extensively to Europe, Mexico, Nica- 
ragua and elsewhere. 

<a: - 


_ Charles Malone Flintoff, 57-year-old 
insurance executive from Suffolk, has 
been installed as Grand Master of ap- 
proximately 70,000 Virginia Masons at 
the Grand Lodge’s annual elections at 
Richmond. Mr. Flintoff, vice president of 
the Suffolk Insurance Corp., will hold 
this position until February, 1961. 


a 


Robert C. Kenan, director of indus- 
trial relations and assistant secretary of 
the Southern Natural Gas Co., Birming 
ham, Ala. has been nz amed regional 
vice president of the American Society 
of Insurance Man: gement, Inc., for re- 
gion #5 representing Alabama, Arkan- 
sas, Kentucky, Louisiana, Mississippi, 
Missouri and Tennessee. Mr. Kenan is 
director of the Alabama Society of In- 
surance Management, a chapter of 


ASIM. 


* * * 


Robert G. Johnson has been appointed 
special agent for the Phoenix of Hart- 
ford Companies in West Virginia. He 
will make his headquarters in Hunting- 
ton, 








STILLMAN 


W. PAUL 


W. Pau! Stillman, chairman of Mutual 
Jenefit Life, was named to the Port 
of New York Authority by New Jersey's 
Gov. Robert B. Meyner. The Port 
Authority consists of six commissioners 
from New Jersey and six from New 
York. Mr. Stillman has been president 
of National State Bank of Newark and 
for three years has been chairman the 
State Tax Policy Commission. 

* * * 

Donald J. Sandman has been promoted 
to administrative assistant at the Amer- 
ican Insurance Group’s Cincinnati branch 
office. He began his insurance career 
with the American Group at Cincinnati 
in 1940. Following military service, he 
was named a special agent at the Colum- 
bus service office and in 1951 was pro- 
moted to agency supervisor and trans- 
ferred to Cincinnati. In 1957 he was 
named production supervisor. He is a 
native of Cincinnati and attended the 
University of Cincinnati. 

x * x 


Robert Allison Young, special assistant 
to the director of municipal surveys of 
the National Board of Fire Underwriters, 
has been promoted to captain in the 
U. S. Naval Reserve. Mr. Young saw 
four years of service with the Navy in 
World War II. Since the end of the war 
he has been in the Naval Reserve at- 
tached to Military Sea Transportation 
Units. Mr. Young’s present affiliation 1s 
with MSTS—Division 3-4, Third Naval 
District, at Elizabeth, N. J. Mr. Young 
has been a fire protection engineer with 
the National Board since 1940, 

: + «€ 


Israel Unterman, CLU, general agent, 
Continental American Life, is chairman 
of the 12th annual Estate Planners Day 
of the New York City Chapter, Chartered 
Life Underwriters, meeting on April 27 
at Hotel Statler, New York City. The 
committee will include A. Leslie Leonard, 
dean, New York Insurance Society's 
School of Insurance; Sidney Wolken- 
berg, Union Central Life: Shelley 
Goren, t= 3 Of New York, James 
Sokol, New York Life, James Rosenfeld, 
Steve Eisen and Margaret F. Carlsen, 
Equitable Society. 

* * * 

Rocco Pomponio has been elected 
president of Pomponio Insurance Aget- 
cy, Inc. of Arlington, Va. Mr. Pomponto, 
a graduate of Rider College in accounting 
and business administration, has been active 
- Arlington business circles for 15 years. 

He was one of the organizers of the Junior 
Chamber of Commerce. He is a member 
of the Northern Virginia Insurance AS 
sociation. 
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Objectives of N. Y. Chamber 


New York Chamber of Commerce has 
a new committee, that on membership, 
chairman of which James A McLain, 
chairman of Guardian Life and former 


president of the Chamber. Insurance 
men on the committee are John T. Har- 
rison of Flynn, Harrison & Conroy; 
Frank A. Lee of Marsh & McLennan; 
and John C. Weghorn of John C. Weg- 
horn Agency. The Chamber had its 
origin in 1768 and its building is at 65 
Liberty Street. 

The committee says that because of in- 
creased activity at the Chamber and 
growing complexities affecting the 
state’s commercial life more business 
men should know of its numerous and 
important accomplishments. Here are 
some Chamber objectives and activities: 


For a Better City: 


Issued pilot study of New York City 
school construction and utilization, urged 


Board of Education to submit school 
construction plan before asking for 
funds outside city’ s debt limit, 


Urged modern zoning law for New York 
City to replace much-amended 43-year- 
old code. .. . Opposed reduction of mid- 
west motor freight rates which would 
place Port of New York at competitive 
disadvantage with St. Lawrence Seaway. 

Called on New York businessmen 
to help fight youthful delinquency by 
opening new part-time and_ full-time 
employment opportunities for young 
people; urged overhaul of laws that un- 
necessarily restrict job opportunities for 
youths 


For Expanded Business Credit: 


Urged Federal Reserve Board to equal- 
ize reserve requirements of New York 
City and Chicago Banks with those in 
other large cities. Chamber action, first 
by any non-financial organization, spot- 
lighted problem, influenced Federal Re- 
serve Board and Congress to act. Re- 
sult: increased credit resources for New 
York businessmen, 

For an Improved National Econoiny: 

Created widely endorsed seven-point 
program to. halt inflation. Distributed 
more than 10,000 copies of this pro- 
gram to Chambers of Commerce, legis- 
lators and other thought leaders through- 
out the nation. . Urged Congress to 
remove the present interest rate ceiling 
on long-term government bonds, warn- 
ing that failure to do so would be in- 
terpreted here and abroad as a sign of 
inflationary bias. 


For Better Understanding of our System: 


_ Contributes to, and actively engages 
i, economic education of New York 
elementary and high school teachers at 
yracuse University and Plattsburgh 
State Teachers College. . Endorsed 
Straus’ report “Expanding Private En- 
terprise for Free World Growth.” 


For Better Transportation: 


Called on Congress to approve the 
Smathers rail aid program. Urged 
public subsidv for New York-New Jersey 
tail commutation facilities; appealed to 
Overnors Rockefeller and Meyner to 


























press for creation of bi-state transit dis- 
trict. Backed Purcell plan of tax 
relief for commuter railroads. ... Urged 
Congressional approval of New York- 
New Jersey transportation agency to 
solve rail commutation problems. 
Recommended expansion of direct air 
service between New York and _ the 
Orient via the polar route. . . . Urged 
transfer of State Barge Canal to Fed- 
eral Government. 


For Economy in Government: 


Proposed program to head off new 
city taxes, recommending governmental 
economies totaling more than $100,000,- 
000. . . . Called on State to improve 
planning and control of spending to pre- 
vent future tax rises... . Urged Governor 
to deny new tax powers to city. : 
Called for basic reappraisal of city 
spending, warning that budget may 
reach $3 billion by 1965 if current trends 
are unchecked. . Warned city of _ 
proaching ‘ ‘danger point” in relief rolls. 

Opposed granting city permission to 
borrow $500,000,000 outside debt limit 
for school construction, 

a 


North America’s Annual Meeting 


The annual meeting of Insurance Com- 
pany of North America, at which time 
stockholders will cast ballots on reso- 
lution to increase the capital stock from 
$50 million to $75 million will be on 
March 16. In March, 1959 the company 
had authorized increase of its capital 
from $30 million to $50 million. The $75 
million capital, if voted, will be divided 
into 15 million shares of the par value 
of $5 per share. 

It policyholders approve the capital 
increase an amendment to a section of 
the company’s employes stock subscrip- 
tion plan will be adopted. The amend- 
reads: 

“The stock to be offered to employes 
under this Plan may be offered at any 
time or times, but the entire amount of 
capital stock of the company so author- 
ized to be offered to the employes shall 
not exceed 300,000 shares without further 
authorization from the stockholders.” 

= & x 


A Retirement in Scotland 


Patrick Hunter, assistant general man- 
ager of General Accident in home office 
at Perth, Scotland, who retired at end 
of 1959 is well acquainted in this coun- 
try. 

He was one of the insurance men who 
had served in the famed Black Watch 
during World War I. His affiliation 
with General Accident began in 1919 and 
for 30 years from 1923 he was in the 
company’s foreign department. In 1953 
he became assistant general manager. 

Commenting on his retirement The Pol- 
icy-Holder of Manchester, England, said 
among his gifts from the board of di- 
rectors, from executives and from staff 
were these: 

A pair of antique Sheffield Plate 
candelabra, a George III silver coffee 
pot, a thermometer in a walnut case 
and a walking stick. The Belgian branch 
gave him a watch. He had traveled 
widely in the foreign division. 


Cancer Crusade Chairmen 

Six executives prominent in the insur- 
ance field have been appointed chairmen 
of the insurance division of the New 
York City Cancer Committee’s 1960 Can- 
cer Crusade. 

Chairmen and_ their divisions are 
Alexander Hutchinson, second vice pres- 
ident, Metropolitan Life, life insurance; 
Harold Jackson, president, William H. 
McGee & Co. marine companies; Roy 
N. Jenkins, ‘chairman, Alexander & 
Alexander, insurance brokers; William 
Leslie, Jr., general manager, National 
Bureau of Casualty Underwriters, cas- 
ualty, surety and fire companies; Carr 
R. Purser, general agent, Penn Mutual, 
life insurance agents; David C. White, 
president, David C. White Agency, in- 
surance agents. 

The New York City Cancer Committee 
is local division of the American Can- 
cer Society. The committee is seeking 
unlimited funds for its life-saving pro- 
gram of research, education and service. 

* * * 


Minn, Supreme Court Awards 
Suicide’s Widow $17,500 

The widow of a truck driver who com- 
mitted suicide following an accident has 
been awarded $17,500 workmen’s com- 
pensation—a decision upheld by the 
Minnesota Supreme Court. 

Lawrence Anderson, a driver for 
Armour & Co. of St. Paul, while on one 
of his trips in Wisconsin, struck and 
killed a pedestrian. The accident so 
affected Mr. Anderson that several 
months later while on another trip he 
killed himself. 

The Minnesota industrial commission 
found that he took his life while suf- 
fering from a psychotic depression re- 
sulting from the accident and awarded 
the widow $17,500 

The case was appealed to the State 
Supreme Court which held “there is no 
question but that there was a casual 
connection between the accident and the 
suicide.” 

The court said that two qualified doc- 
tors testified that there was a connection 
between the accident and the suicide. 

ee 


A Talk on Integrity 


The annual crime reports of the Fed- 
eral Bureau of Investigation for the past 
several years have indicated that the 
crime rate is increasing more rapidly 
than the population growth, Peter A. 
Zimmermann, assistant secretary, Surety 
Association of America, told members of 
the Philadelphia chapter of the Institute 
of Internal Auditors recently at the 
Poor Richard Club, Philadelphia. His 
address was titled: “Fraud—its Cost to 
Man and Management.” 

“Wihen we look for statistics on em- 
bezzlement and fraud we find that these 
are not reported in great detail and that 
information is lacking as to the dollar 
amount of such losses,” said Mr. Zim- 
mermann. “Nevertheless, it is obvious 
that there is a sharp increase in the 
incidence of these crimes.’ 

Presiding officer at the meeting was 
Arthur E. Wolf of Rohm & Haas Co., 
chapter president. Vice president and 
program chairman, Archie McGhee of 
Foote Mineral Co., introduced the 
speaker. 

Mr. Zimmermann pointed out that while 
employe dishonesty and fire are the two 
major causes of loss to American busi- 
ness enterprise, dishonesty in one respect 
is more to be dreaded than fire. 

“Fire usually makes its presence known 
immediately and can often be subdued 
before much damage is done. Dishonesty, 
however, is frequently discovered only 
after a substantial loss has already de- 
veloped,” he said. 

Emphasizing the practical value of the 
tested formula developed by the Surety 
Association for the determination of how 
much honesty insurance should be carried, 
Mr. Zimmermann urged the auditors to 
solicit the advice and counsel of their 
accountants in the preparation of the 
necessary data and the application of 
the formula. 

He especially advocated calling in in- 
surance counsellors for recommendations 
as to proper amounts of fidelity bond 
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coverage and stressed the ever increas- 
ing importance of the Institute of Internal 
Auditors’ work in the maintenance of 
internal security. 

x * x 


Minn. Information Center Names 
Rondeau President 


The Minnesota Insurance Information 
Center, a public service association com- 
posed of 30 Minnesota domiciled insur- 
ance companies, elected officers and di- 
rectors at its second annual meeting. 
Felix F. Rondeau, president of Mutual 
Service Insurance Companies, was 
elected president. 

Vice presidents are Russell R. Wilson, 
president, Casualty Underwriters, Inc.; 
H. E. Atwood, executive vice president, 
Northwestern National Life and-Ronald . 
M. Hubbs, executive vice president}+ ‘St. a 
Paul Fire and Marine. 

Charles S. Laidlaw Sr., chairman of the 
board of Minnesota Mutual Fire and 
Casualty, was elected secretary, and John 
J. Husic, vice president of American 
Hardware Mutual, was elected treasurer. 
T. Parker Lowe, president of Anchor 
Casualty and retiring president of MIIC, 
becomes chairman of the board. 

Elected as directors were: Douglas M. 
Farnham, president, Great Northern In- 
surance Co.;: Hjalmer L. Hjermstad, 
president, Citizens Fund Mutual Fire, 
Red Wing, and Robert Rydman, general 
counsel, North American Life and Cas- 
ualty. 

Presidents of four other insurance 
companies continue on the board: Har- 
old J. Cummings, Minnesota Mutual 
Life; C. I. Buxton II, Federated Mutual 
Implement and Hardware Insurance Co., 
Owatonna; A. B. Jackson, St. Paul Fire 
and Marine, and John S. Pillsbury Jr., 
Northwestern National Life. 


* * * 


25 Years With Hartford Fire 


Two members of the Hartford Fire 
Insurance Company Group’s home office 
staff, Assistant Secretary Orrin S. Burn- 
side and Rose M. Franco, marked their 
25th anniversaries with the company on 
February 20. Mr. Burnside, a Trinity 
College graduate, joined the Hartford 
Accident and Indemnity agency depart- 
ment and later transferred to the auto- 
mobile department where he served as 
supervising underwriter. He was elected 
an assistant secretary in 1958. Mr. Burn- 
side represents the company on the 
automobile rating committee of the Na- 
tional Bureau of Casualty Underwriters. 

Miss Franco is secretary to J. B. 
Egbert, loss superintendent of the Hart- 
ford Fire ocean marine department. She 
is a “mee of East Hartford High 
School. 
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Phoenix of Hartford Companies 


Show Gain in Earnings and Assets 


The 1959 report to stockholders of 
the Phoenix of Hartford Insurance Com- 
panies shows an improvement in_ nearly 
all departments resulting in earnings of 
$5.10 per share compared to a loss of 
$2.10 per share in 1958. Premiums writ- 
ten amounted to $91,026,000, and net 


investment income was $6,610,000—a new 
high and 
preceding 


greater than the 
Underwriting results 


about 5% 
year. 





Fabian Bachrach 
JOHN A. NORTH 


President 


showed a favorable swing of over $7,- 
000,000 from the previous year, but still 
left an underwriting loss of $1,441,968, or 
$1.44 a share. Net income after Federal 
and foreign income taxes was $5,104,- 
314. 

A statement to shareholders, released 
by President John A. North and Execu- 
tive Vice President Jack D. Taylor, 
stated that “our program in 1959 pursued 
the restrictive underwriting plans initi- 
ated two years ago and was directed 
primarily at results in the automobile 
and surety classes. Premiums written 
were considerably less than in 1958, 
thereby releasing nearly $7,000,000 from 
the unearned premium reserve to main- 
tain an earned premium figure nearly 
equal to that of the previous year, or 
$98,000,000.” Over half of the drop in 
premium income was in automobile in- 
surance. 


Deliberate Reductions Nearing End 


The report also noted that “premiums 
started to level off the latter part of the 
year, as indicated by the fact that vol- 
ume for the first six months was down 


14.6% compared to the full year’s de- 
cline of 87%. It would seem to us 
that the necessity for deliberate reduc- 


tions has now about ended.” 

Claims paid in 1959 were some 25,000 
iess, and losses incurred were reduced 
by $5,200,000. Expenses, including all 
taxes and commissions were down $3,- 
500,000. 

Assets of the companies amounted to 
$257,251,000, an increase of $7,454,000 over 
1958, and policyholders surplus increased 
to $138,153,000, against $126,593,000 last 
year. 

Withdrawn From Cuba 


“Assumed treaty reinsurance business, 


while not a large account with us, is 
growing and produced favorable results 
on a small volume of $2,700,000,” the re- 
port said. 

“Due to conditions affecting our busi- 
ness adversely in Cuba, we regretfully 
withdrew in August, 1959, after 36 years 
of pleasant and_ profitable relations 
through the general agency of Carrillo 
& LaGuardia of Havana. 





Fabian Bachrach 
TAYLOR 


Executive Vice President 


JACK D. 


“Three of the companies are entered 
in Canada and operate directly there. 
We also own the Reliance Insurance 
Company of Canada, in Montreal. It 
seems appropriate to state here that our 
operation in Canada was much better in 
1959, compared to the past two or three 
years, and contributed substantially to 
the improved results as stated in this 
report. 

“The ‘screening’ process has eliminated 
many unsatisfactory risks and a return 
to more normal practices of selecting 
desirable business should afford our field 
staff more time for development of new 
sources of satisf ictory premium income. 

“The continuing tragedy reflected in 
excessive liability claims and jury de- 
cisions, together with the sharp rise in 
crime, will continue to burden the pub- 
lic’s pocketbook. Reflection of these 
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Crum & Forster Group 
Premiums 10% Higher 


UNDERWRITING PROFIT SHOWN 


Net Income for Year Rises; Assets Were 
$356,449,104 and Surplus 
Was $196,756,250 


For 1959 net premiums written by the 
Crum & Forster Group of insurance 
companies, including the United States 
branches of the Western Assurance and 
the British America Assurance amounted 
to $129,375,006, an increase of $11,561,416, 
or 981%, after deferring net install- 
ments of approximately $4,913,000 on in- 
stallment premium policies. 

The ratio of losses and loss expenses 
incurred to premiums earned was 58.01% 
as compared with 58.33% in 1958. The 
ratio of expenses and taxes (excluding 
Federal income taxes) to net premiums 
written was 40.51% as compared with 
41.52% in 1958. After an increase of #,- 
172,635 in the reserves for unearned pre- 
miums, the net gain from underwriting 
was $196,069 as compared with a net loss 
of $85,288 in 1958. 


Net Income Up in 1959 


Net investment income earned before 
income taxes thereon was $9,768,001, an 
increase of $424,961. Net realized capi- 
tal gains were $1,039,911. After Federal 
income taxes incurred of $2,044,795, net 
income for the year was $8,959,186 as 
compared with $7,678,793 in 1958. 

At Insurance Department values, total 
admitted assets as of December 31, 1959 
were $356,449,104, an increase of $0,947, - 
472. The net increase in reserves for 


unearned premiums, losses, taxes, etc., 
was $10,661,193. Surplus to policyholders 
was $196,756,250, a decrease of $713,722 


Of the surplus to policyholders $15,063,- 
631 was carried as a contingency re- 
serve representing the difference between 
Insurance Department values and the 
values based on December 31, 1959, mar- 
ket quotations. This contingency reserve 
at December 31, 1958, was $9,526,476. 

Cash and bonds alone were approxi- 
mately 103% of all liabilities. 





Greenawalt State Agent 

Phoenix of London Group announces 
appointment of Richard A. Greenawalt as 
state agent, with headquarters at Union 
3ank Building, Pittsburgh. Mr. Green- 
awalt, a resident of Pittsburgh, is a 
graduate of Dickinson College of Carl- 
isle, Pennsylvania. He also holds a CP- 
CU designation, He will be under super- 
vision of L. L. Denson, manager of the 
group’s Middle Department, Philadelphia. 





increased costs appears in some of the 
insurance premiums you pay. While some 
relief to the public in this respect is be- 
coming apparent in certain areas, there 
is an urgent need for improvement in 
important places where excessive auto 
liability awards are not uncommon. It is 
hoped that the adequacy of rates in all 
classes which are lagging may soon be 
achieved, and furthermore that they re- 
main in effect long enough to restore a 
better balance to underwriting results 


generally.” 
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Atlantic Companies Hold 


First Agents’ Seminar 


YORK 


President 


MILES F. 


The Atlantic Companies have held the 
first of a proposed series of informal 
company-agent seminars according to 
Miles F. York, president of the Atlantic 
Mutual and the Centennial. The semi- 
nar, held in Syracuse, was attended by a 
number of agents from Syracuse, Ro- 
chester, Rome and adjacent areas. Sev- 
eral officers from Atlantic were also on 
hand. 

Purpose of the seminars, as announced 
earlier this year, is to seek a closer 
working relationship between the com- 
pany and producers through a joint dis- 
cussion of their common needs and prob- 
lems. “We are most enthusiastic about 
the results of the first seminar,” reported 
Mr. York, “I think a number of con- 
structive ideas emerged, and a _ large 
number of subjects were discussed freely 
and at length. We are more encouraged 
than ever about our seminar plan and are 
scheduling similar meetings in other sec- 
tions of the country during succeeding 
months.” 


Edwin A. Birdseye Dies 


Edwin Adams Birdseye, a well known 
rating specialist with the New York Fire 
Insurance Rating Organization, died 
February 16 in a Buffalo, N. Y., hospital 
after a short illness. He had been trans- 
ferred to Buffalo seven years ago from 
Syracuse and had been with the organi- 
zation 38 years, A native of Syracuse 
Mr. Birdseye is survived by his wife, a 
daughter, two sons, two granddaughters, 
a sister and two brothers. 








N. J. BLUE GOOSE MEETS 


Edward Gaulkin, judge of the New 
Jersey Superior Court, addressed mem- 
bers of the Garden State Pond of Blue 
Goose at a dinner meeting February 18 
at The Rock in West Orange, N. 
Howard S. Roberts is most loyal "gander 
of the pond. The annual St. Patrick’s 
Day dinner and dance will be held_on 
March 12 at the Hotel Suburban, East 
Orange. Robert E. Trinks is committee 
chairman with Gil Brady co-chairman. 
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The New York State Association of 
Insurance Agents has been conducting a 
yigorous campaign to get members to 
vite to Gov. Nelson A. Rockefeller in 
\lbany asking that he sign into law the 
“reedom of contract” Barrett bill passed 
by the legislature unanimously in the 
Kenate and with a vote of 138 to 2 in 
savor by the Assembly. In explaining 
he reason for this “maximum effort to 
pbtain the Governor’s signature.” Arthur 
. Schwab of State Island, legislative 
representative and past president of the 
New York Association, says in a bul- 
etin : 

“The major reason for this bill is that 
nsurance Companies are using the rate 
fling to fix commissions by monopolistic 
tion. This is not even denied. No 
loubt the companies feel that they are 
protected by the umbrella of Article 8 
{ the Insurance Law—the rate section 
-and by the Superintendent’s approval. 
his bill will restore the right of private 
tontractual arrangements of commis- 
ions. 

“Your livelihood is at stake. You have 
slready experienced commission reduc- 
ions forced by rate filings in the auto- 
mobile field; now the same procedure is 
about to take place in the homeowners.” 


Brokers Support Bill 





Ina lengthy memorandum to Governor 
ockefeller’s office requesting that the 
arrett-Russo bill be signed C. Joseph 
anahy, general counsel for the Greater 
vew York Insurance Brokers’ Associa- 
ion says the bill will make rate making 
more realistic and scientific. 

‘This bill would substitute experience 
and statistics for guess work or proph- 
ty,” he contends. “Under the present 
aw the companies, by concerted action 
ran arbitrarily reduce or increase rates 
y the use of the device and technique 
herein described. If the companies, act- 
ng in concert, can predict that they will 
tut commissions in the future they can 
also predict that they will be compelled 
0 increase commissions in the future, It 
ssubmitted that this is not sound, scien- 
lific or realistic rate making. 

‘The judgment factor and so-called 
predictable future events should be kept 
ata minimum. This is especially true 
ince statistics are available and are 
published annually by the Superintendent 
pi Insurance indicating the commissions 
bad in New York State for the prior 
rilendar year. It is submitted that where 
tatistics and experience are available 
hat guess work and prophecy should 
hot be substituted for them. 

‘The suggestion has been made that 
he proposed bill would incur additional 
Recounting expenses in order to compile 
nd prepare the necessary statistics. This, 
snot true. The statistics and experi- 
mee are already available and are pub- 
ished annually by the Superintendent 
1 Insurance.” 


New York Dept. Opposed to Bill 


The same bill is opposed by the New 
ork Insurance Department on the alle- 
pation that it “would not be in the public 
interest.” Raymond Harris, Deputy Su- 
erintendent and counsel, prepared a 
memorandum a few weeks ago for the 
oint Legislative Committee on Insur- 
* Rates and Regulations, stating in 
art: 

One of the inescapable effects of this 
Pil. if enacted, would be to postpone 
Ning the public the benefit of lower 
ates in cases where lowered commission 
Xpenses are predictable. By the same 
ken, however, it would defer the rate 
Meet of predictable higher commission 
Sts. Nevertheless, in a period such as 
“t Present (particularly in automobile 
renace for example), insurers are con- 
a with steadily increasing expenses 
ih | in higher rate levels, coupled 
bee. ective price competition from 
nethaee who differ in their marketing 
; $ and in the methods by which 
Ymeet the cost of acquisition of in- 





New York Agents Hope Governor 
Will Sign Barrett Commission Bill 


surance business. Consequently, there 
is considerable market pressure to re- 
duce relative company expenses. 

“The result of this has been that as 
rates, again particularly in the automo- 
bile field, have had to be increased, sub- 
stantially more of each premium dollar 
paid by the policyholder for insurance 
has been able to be devoted to the ex- 
penses of paying claims and less to the 
expenses of company operations, includ- 
ing that of commissions to agents and 
brokers. 

“The commission-paying companies 
might suffer a significant competitive 
disadvantage,” Mr. Harris said, “and to 
meet such might abandon the agency 
system entirely as it is presently known 
oe Spee by the proponents of this 
dill. 





Pittsburgh 1-Day 


(Continued from Page 1) 


Trimbur, Inc. ‘Panel members: William 
S. Conover, Lannan & Company; Mar- 
shall ‘W. Davis, Pennsylvania Association 
of Insurance Agents; Aaron S. Feiner- 
man, Pennsylvania Association, and 
Frank D. Moses, Pennsylvania Associa- 
tion. 

11 a.m—Speaker: Porter Ellis, Dallas 
Texas, vice president, National Associa- 
tion of Insurance Agents. 

Chairman: Charles H. McClure, presi- 
dent, Pittsburgh Association of Insur- 
ance Agents. Panel members: C. Mur- 
ray Jones, C. Murray Jones Agency; 
Fioyd L. Rice, agency management com- 
mittee, National Association of Insur- 
ance Agents; Lee P. Stimmler, Lee P. 
Stimmler Agency; W. J. Zwinggi, Logue 
3ros. & Co., Ine. 


Hammel Luncheon Speaker 


Luncheon — Chairman: Mervin H. 
Hankey, general chairman; toastmaster: 
Joseph W. Hubbard; welcome: Paul K. 
Garver, president, Insurance Club of 
Pittsburgh, Inc.; Joseph M. Barr, Mayor 
of Pittsburgh; speaker: Paul A. Ham- 
mel, Insurance Commissioner of State of 
Nevada, and president, National Asso- 
ciation of Insurance Commissioners. 

2:30 p.m—Speaker: Eugene F. Gal- 
lagher, Chicago, fire and marine man- 
ager, Standard Accident. 

Chairman: Chas. ‘H. Bokman, resident 
vice president, New Amsterdam Casualty. 
Panel members: J. Thomas Bowen, 
Massachusetts Bonding; John W. Hess, 
Indemnity Insurance Company of North 
America; William E. Stumpf, American 
Insurance Company; James R. ‘Wilson, 
Travelers. 

3 p.m.—Speaker: James C. O’Connor 
ot Cincinnati, secretary, National Under- 
writer Company. 

Chairman: Robert F. Miller, vice pres- 
ident, National Union. Panel members: 
Arthur C. Bachman, Home Insurance 
Company; Louis A. Farber, Royal-Globe 
Insurance Group; Truman A. Flowers, 
Zurich-American Insurance Companies; 
Robert W. Van Nuise, Aetna Casualty 
& Surety. 


Duffus and Dannecker Speakers 


3:30 p.m.—Speaker: Roy A. Duffus, 
Rochester, N. Y., secretary, James John- 
ston Agency. 

Chairman: Howard M. Mulert, vice 
president, Justus Mulert Company. Panel 
members: William C, Irvin, Freehold 
Real Estate Co.; Homer P. Kinast, 
Hoover & Diggs Co.; John R. Morrow, 
John G. Beck Agency; Edward L. Rus- 
sell, American Casualty. 

4 p.m—Speaker: Art Dannecker, Le- 
Roy, Ohio, director, advertising and pub- 
lic relations, Ohio Farmers Companies. 

Chairman: D. Blake Lumpkin, resident 
vice president, ‘Maryland Casualty. Panel 
members: Thomas J. Goodwin, Commer- 
cial Union Ocean Group; Joseph H. 
Kronz, National Union Insurance Com- 


Nixon Installs Officers 
Of Gen’! Brokers Assn. 


GUEST SPEAKER AT DINNER 





Happy Mood Prevails Due to Passage 
of Barrett Commission Bill; Haar- 
mann Names 1960 Chairmen 





In a happy mood over the passage of 
the Barrett-Russo bill by both houses 
of the New York legislature, members 
of the General Insurance Brokers Asso- 
ciation of New York gathered for their 
installation-of-officers dinner meeting 
February 18 at Fraunces Tavern in down- 
town New York with George W. Nixon, 
vice president, Marine Office of America 
and executive committeeman of Inland 
Marine Underwriters Association, as the 
installing officer. He did an impressive 
job in this capacity. 

Arthur Milton, educational committee 
chairman of the association who is presi- 
dent of Milton Brokerage Associates, 
Inc. and general agent of Postal Life in 
New York, was in his best form as 
master of ceremonies at the dinner. 
Among the guests introduced was Arthur 
C. Goerlich, president of the Insurance 
Society of New York. 

Nixon Traces Inland Marine History 


Before conducting the installation cere- 
monies Mr. Nixon spoke briefly on the 
history of inland marine insurance and 
its growth over the years to an annual 
premium volume of $340,000,000. A 
stabilizing factor in this field, he empha- 
sized, was the establishment in 1929 of 
the IMUA. Another development shortly 
thereafter was the New York Insurance 
Department’s action in establishing a 
definition of inland marine insurance. 
“This went along well for a long time,” 
said Mr. Nixon, “until adoption of Public 
Law 15 in the mid-40s when the defini- 
tion was revised.” He felt that the 
IMIB has functioned satisfactorily under 
this law. 

The valuation clause was pointed to 
by the speaker as an important facet of 
inland marine and he advised the bro- 
kers: “If you are selling any form of in- 
land marine you must talk on the basis 
of the insured’s valuation so that he is 
protected in event of loss.” Mr. Nixon 
then spoke appreciatively of today’s all 
risk forms, development of which has 
increased the stature of inland marine 
insurance. However, he remarked that 
even the broadest all risk forms con- 
tain certain necessary exclusions. It is 
not feasible that these forms, broad as 
they are, should be “blank check” con- 
tracts. His final comment was “Know 
your insureds. If you do not, the future 
of your business is exceedingly doubtful.” 


President Haarmann in Second Term 


The General Brokers Association is 
under able leadership with Cornelius W. 
Haarmann of Charles W. Benfield, Inc. 
as president for a second year. His fel- 
low officers are Max Kurz, first vice 
president; C. M. Dorfman, second vice 
president; Jos. Carlin, third vice presi- 
dent; M. D. Cowan, fourth vice presi- 
dent; Fay Sterenbuch, fifth vice presi- 
dent; Joseph F. ‘Conroy, secretary; R. 
M. Ferguson, Jr., assistant secretary, and 
Chas. Sorkin, treasurer. The executive 
committee consists of Andrew H. Board- 
man, Harold Fleischer who is chairman 
of the Brokers Associations’ Joint Coun- 
cil; Nathan Greenbaum, Leonard Jacobs, 
Arthur Milton and Abraham Prusoff. 
Past presidents are also board members. 

President Haarmann announced the 
following committee chairmen for 1960: 
H. B. Olshen, executive committee; Max 
Kurz, constitution and merger; Fay 
Sterenbuch, grievance; M. D. Cowan, 
legislative; Joseph Conroy and Charles 
Dorfman, membership; Arthur Milton, 





panies; Milton M. MeNeill, Hartford 
Fire Insurance Company Group; Dick L. 
Moorhead, Boston ‘Insurance Co. 

David H. Blayney is chairman of the 
luncheon committee and_ reservations 
may be made by writing the Insurance 
Club of Pittsburgh at the Hotel Sher- 
wyn, Pittsburgh. 


AGRICULTURAL CHANGES 





Vice President Thornbury Heads New 
Planning, Development Office; 
Smith Publicity Ass’t 
Sedgley Thornbury, vice president, has 
been named to head a newly created post 
oi planning and development office for 
Agricultural Group, located in Water- 
town, N. Y. The new department will 
function on a countrywide basis for the 
Group’s three companies, the Agricul- 
tural, Anchor Casualty Co. 

Queen City Insurance Co. 

Areas of responsibility of the new de- 
partment will include research, market- 
ing, promotion and advertising of new 
package policies, as they are developed, 
and selling aids for agents. Publicity and 
public relations for the Agricultural 
Group will be handled by the newly 
created office. 

Harvey C. Smith has been assigned to 
the new oflice of publicity 
tising assistant. 

Mr. Thornbury joined the Agricultural 
in March, 1955, as secretary, to organize 
the company’s casualty department. Prior 
to his election as an officer of the Agri- 


cultural he served with several other 
insurance companies in the East. 


and the 


and adver- 





U. S. Fire Losses Drop 18% 


_ Estimated fire losses in the United 
States during January amounted to $92,- 
949,000, the National Board of Fire Un- 
derwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents a decrease of 
17.7% from losses of $112,983,000 re- 
ported for January, 1959, and a decrease 
of 3.6% from losses of $96,444,000 for last 
December. 

These estimated losses include an al- 
lowance for uninsured and unreported 
losses. 





Daub Special at Phila. 


Bruce G. Daub has been appointed 
special agent for Loyalty Group com- 
panies of America Fore Loyalty Group 
at Philadelphia. He will work under 
supervision of John J. Hoffman, branch 
manager, and will handle the Philadel- 
phia and suburban Philadelphia territory. 

Mr. Daub is a native of Philadelphia. 
He attended St. Joseph Prep School and 
Temple University. He started his in- 
surance career with the Fidelity and 
Casualty of America Fore Loyalty Group 
at Baltimore in 1952 and served as cas- 
ualty special agent prior to being trans- 
ferred back to Philadelphia with Loyalty 
last August. In his new capacity Mr. 
Daub will handle both fire and casualty 
lines. 





program and education; Russell Witt- 
penn, publicity, and Nathan Greenbaum, 
public relations. 

Referring to the Barrett “freedom of 
contract” commission bill, now before 
Governor Rockefeller, Mr. Haarmann 
said: “We actively lent our support to 
his bill as we felt that it is in the best 
interest of the insurance producer and 
the insurance buying public.” The fact 
that it had the ‘solid support” of pro- 
ducer groups in the state “had at least 
some effect on the members of the 
Senate and Assembly.” 

Mr. Haarmann further said that he 
will continue to push for successful frui- 
tion the major aims of his administration 
which he outlined at last year’s installa- 
tion dinner. These are (1) closer rela- 
tionship and more frequent meetings 
between producers and underwriters, 
their bureaus and rating organizations, 
(2) concerted effort toward the merger 
of the various producer associations into 
one strong and united body, (3) stabiliza- 
tion of commissions. 

Mr. Cowan, chairman of the 1960 out- 
ing committee, reported that it will be 
held on a Thursday in early June. 
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Sound Family Finance is Essential 


To Learning, Leisure and Security 


Sound famiiy finance was stressed by 


Howard C. Petersen, president of the 
Fidelity-Philadelphia Trust Co. and 
former Assistant Secretary of War, when 


speaking before the recent Insurance 
Company of North America Conference 
on Family Security at Disneyland, Calif 
The pursuit of learning, the enjoyment 
of leisure and achievement of security 
are important family objectives, he 
stressed, which must have a sound eco- 
nomic base to succeed. Mr. Petersen’s 


suggestions are of importance to local 
agents in planning coverage programs 


designed to aid in reaching the objec- 
tives. 

These principles he believes can make 
a measurable contribution to family 
happiness but in themselves cannot pos- 
sibly achieve it. He suggests two goals 
which can make a far greater contribu- 
tion. The first he calls the pursuit of 
excellence, a vital driving urge to rise 
above the mediocre, to have the courage 
and strength of character, intelligently 
to assert oneself and endlessly to seek 
marked accomplishment in your chosen 
fields. 

The second he calls a dedication to an 
unselfish ethos, the guiding principle 
that the true significance and fulfillment 
of ourselves lies in the contributions 
made to the lives of others. Devotion 
to these goals as a way of life is vastly 
more important than money in the bank, 
Mr. Petersen emphasized. 

“One marked characteristic of the 
American society is that work is held 
in such high esteem,” he said. “The aver- 
age American family works hard to get 
money. Its object usually is to raise its 
standard of living. This process involves 
many elements of discretionary spend- 
ing, of making choices as to how its 
financial resources should be expended. 

“The family has a great central con- 
cern with education of the children and 
their preparation for a life on their own. 
Increasingly, the economic effort of the 
family is devoted to obtaining the means 
to enjoy the leisure available to the 
American family. And always the prob- 
lem of financial security is paramount— 
the means to secure the family against 
early death of the breadwinner and to 
provide income for a hoped-for long 
retirement. 


Learning, Leisure, Security 


“I will touch briefly on these in turn: 
(1) the pursuit of learning, (2) the en- 
joyment of leisure, and (3) the achieve- 
ment of family security. In pursuing 
these goals, choices and priorities must 
be determined—compromises and accom- 
modations made, and among the many 
obstacles to attainment are the ever 
present pressures to acquire more and 
more goods of really marginal value. 

“Learning. George Bernard Shaw once 
said ‘Youth is too good to waste on the 
young.’ I doubt that the young here 
appreciate that sentiment. With the ad- 
vantages of youth goes the disadvantage 
of being on the lowest rung of the eco- 
nomic ladder and at a time when the 
need of the young adult for what money 
buys is great. 

“Costs of higher education—certainly 
one of the prime uses for money (al- 
though what it purchases, attendance at 


school, is not an education but only a 
means to one)—these costs are heavy 
and will probably double by 1975. More 


young men and women want a higher 
education, more take graduate work and 
—a relatively new phenomenon—many 
do all this and get married at the same 
time. The marriage age for females now 
is 20 and for males, 22. About 20% of 
male undergraduate college students are 
married as are 10% of the females. 


Larger Burdens on Parents 


“All this presents a family financial 
problem of growing importance. Al- 
though graduates of higher educational 
institutions will, because of their train- 
ing, have a greater earning power— 


and thus education is a good investment 
—they do not have the money to make 
the investment themselves and the bur- 
den falls largely on the parents. Here, 
too, these costs normally fall at a time 
when the head of the family is not yet 
at the peak of his earning power—and 
there is usually more than one young 
hopeful to educate. 

“Moreover, there was a time when to 
give your children a good education was 
all that could be expected of you and 
probably all that was desirable for their 
development, Today, with the heavy bur- 
den of taxation making the accumulation 
of even a small amount of capita] an 
arduous and long task, it is probably 
wise to plan on giving a little seed cap- 
ital, particularly to the male children— 
perhaps the down payment on a house, 
a modest sum to start a business or in- 
surance policies on his life—some small 
financial assistance to make his start as 
producer an easier one. 

“This in proper scale, and if it can be 
accomplished without too great a sacri- 
fice by the parents, is not, in my judg- 
ment, pampering the young. Times, and 
more roses irly taxes, have changed 
greatly in the past generation, and it 
is exceedingly difficult for the young 
man of today to get started financially 
when he himself takes on family bur- 
dens,” Mr. Petersen emphasized. 





Pursuit of Leisure 


“The pursuit of leisure need not pre- 
sent financial problems to the family. 
In fact, to pursue leisure is probably 
not to find it. Yet with much leisure 
time and more in prospect, Americans 
frantically have become occupied with 
filling this void too often in complete 
disregard of the intrinsic worth of the 
leisure activity. 

“True, much of it is wholesome, much 
takes the family out of its usual occu- 
pations and into a new scene, and this 
refreshes minds and bodies to tackle 
anew the problems of everyday living. 
But as usual, the physical paraphernalia 
which the American seems to require is 
a big claimant on the family budget. 
It is not enough to walk in the woods, 
every one must be geared up like a pro- 
ficient boy scout. 

“Travel, too, has taken on fantastic 
proportions. To the extent that this is de- 
voted to enjoying the scenery and amuse- 
ments and learning the history and cul- 
tures of other places, make the budget 
generous. But I suspect that there is 
a great deal of travel for its own sake— 
perhaps even a status symbol sake. 

“The swimming pool in the backyard 
—the place at the shore or in the 
mountains—hobby kits, elaborate and ex- 
pensive—these are part of the American 
way of life. They will continue to rep- 
resent a growing part of the discretion. 
ary spending of the American family. 

“All of leisure should not consist of the 
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pursuit of pleasure. In saying this, | 
do not intend to disparage fun for fun’s 
sake. But remember, education is a 
never ending process. There is great 
pleasure in reading a good book. It is 
also educational and cheap. 
Family Security 
“Family security can be gained 
through savings and careful planning. 
The goal must be pursued diligently and 
regularly, and the habits of thrift should 
be developed early even when pressures 
for current expenditures are very great. 
Basic to a security plan for most Ameri- 
can families is life insurance. Our great 
life insurance institutions have become 
the principal instrument in our society 
for savings and for the protection of the 
family. 


“Until there is adequate life insurance, 
the family head is wise largely to defer 
other forms of savings which contribute 
to the security of his family. 

“With the Social Security System and 
the growth of corporate pension and re- 
tirement funds, most American people 
have a more financially rosy prospect for 
old age. This has had many social bene- 
fits, for financial independence—the abil- 
ity to live one’s own life—is essential 
to happiness. The existence of these 
public and corporate systems ease the 
pressure but do not relieve the family 
head from seeking to make additional 
provision for the security of his family 
through regular savings. 


Intelligent Planning 


“One ingredient in family security 
which is frequently overlooked is intelli- 
gent planning. I know that you insur- 
ance men are fully aware of its im- 
portance. Yet I venture the guess that 
many of you do not have an up-to-date 
will, that you have not integrated your 
insurance, savings and investments pro- 
grams with an estate plan which will 
carry out your wishes with a minimum 
of expense and taxes 

“Many successful businessmen do a 
poor job in arranging their own affairs. 
Their attention is so largely centered 
on accumulating the means for family 
security that they do not apply time and 
intelligence to the resolution of the com- 
plex legal and tax problems which are 
frequently of almost equal moment. 

Achievement of Objectives 
“In 


the achievement of the family’s 
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objectives, the word ‘credit’ looms large 
To save or to borrow, that is the ques. 
tion, One of our cracker barrel phil- 
osophers many years ago summed up the 
problem—Artemus Ward said: ‘Let us 
all be happy and live within our means, 
even if we have to borrow the money to 
do it with.’ 

“Credit is an integral part of ou 
economy, and although consumer credit 
is a relative newcomer, it, too, fulfills , 
much needed and good function. I woul 
not be faithful to my trade of renting 
out the use of money if I didn’t asser: 
this strongly, but I sincerely believe it 
as well 

“Savings are important particularly in 
achieving security for the family, bu 
the acquisition of material things whic! 
make life more pleasant is speeded ani 
enlarged by the judicious use of credit 
The reason for this, in my judgment, is 
that in a real sense installment credit 
forces savings. The discipline of the 
debtor is stronger than the discipline oj 
the saver. 

“The saver has to choose to put awa) 
money for some future use rather tha 
to spend it to fulfill today’s desire. A 
hard choice—the future against the 
present. But once a consumer debt is 
contracted, say for the purchase of @ 
shiny new automobile, an external force 
comes into being. That old collection 
man and the consequences of failure tc 
meet the payments create a discipline 
that is effective,” Mr. Petersen cor 
tinued, 


Credit Creates Buying Power 


“The miracles of mass productiot, 
which have put more goods in the hands 
of more people than in any other place 
or time in history, to a large extent have 
been made possible by the extension 0! 
personal credit. The desire for goods 
and the demand existed. Credit turned 
it into real buying power. 

“Frequently, alarm is expressed ove! 
the growth of consumer credit. However, 
several facts are undisputed. Consumer 
credit losses are very small, and ths 
was so even in the great depression 0! 
the Thirties—proof that the credit 
soundly granted. Moreover, in the last 
five years, consumer credit has remainel 
in a constant relation—about 10%—to tht 
total output of our economy. Consume’ 
credit has gone up, but our economy hi 
also grown greatly. 

“Interestingly, the Old World is statt 
ing to copy some of our credit institt: 
tions. In Great Britain, for ex unple, the 
major banks last year for the first tim 
offered consumer lending _ services 
quaintly called hire-purchase contracts 
A similar Americanization of industry" 
taking place on the Continent. This 





greatly expand their consumer g00% 
industries, and, by the development © 
larger markets, bring prices down to tt 
reach of an ever growing public. 
“We, of course, all know of cases ° 
excessive use of credit. One importal! 
part of the: family’s budget planning" 
to use credit judiciously—in moderate! 
and easily within the ability to repé 
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Obviously, otherwise, expenditures on 
borrowed money should be deferred. 


Use of Credit in Buying Homes 


“Credit plays perhaps an even more 
significant family role in the purchase 
of the home. Government mortgage 
guarantees have made possible the pur- 
chase of low priced homes by the great 
mass of our people. Small down pay- 
ments are required, and a very long 
period of repayment of the sum borrowed 
brings home ownership into the economic 
reach of an ever widening proportion 
of our American families, 

“Over 58% of our families now own 
their own homes, and this figure in- 
creases yearly. One of the largest com- 
ponents of our national savings is build- 
ing up of equities in homes through 
installment repayments of mortgages— 
another example where the debt pre- 
cedes the savings. 

“To me, mortgage lending, public and 
private, has greatly benefited our society. 
It has made possible the acquisition of 
homes at an earlier age thus providing 
a better physical environment for the 
families’ development. 

“Proper use of credit 
savings can go hand in 
are not mutually exclusive. In fact, we 
bankers know that many people with 
liquid savings, such as a savings account, 
will finance an automobile or a major 
appliance on credit. 


and regular 


hand. They 


Rate of Savings Should be Increased 


“Accumulation of capital to produce 
income is a desirable goal of savings, 
important not only to the individual 
but to the nation as well. It is clear 
that to promote an increased rate of 
national economic growth, our rate of 
savings will also have to be increased. 

“Expenditures for new plants and 
equipment, schools, roads—all the physi- 
cal things we see about us—come only 
from savings, either accumulated or 
current. There is a growing view—which 
I do not share—that in our free enter- 
prise system the millions of individual 
decisions about savings will not furnish 
in the aggregate enough new capital to 
provide for our further growth. 

“The cure which is proposed is forced 
savings through taxation and more gov- 
ernment spending and less private, volun- 
tary spending decisions. Any further 
great enlargement of spending in the 
government sector could drastically 
change our whole free enterprise system 
and further curb incentives which spur 
an improvement and growth in our econ- 
omy and a consequent better standard 
of living for every one.” 





McFarlane Goes to 


Glens Falls Home Office 


Blair A. McFarlane, supervising under- 
writer for the Southwest service depart- 
ment of the Glens Falls in Dallas, Texas, 
has been transferred to the company’s 
home office in Glens Falls, N. Y., and 
promoted to systems analyst in the sys- 
tems and procedures department. Mr. 
McFarlane, a veteran of 13 years of serv- 
ice with the company, will work under 
the immediate supervision of Henry T. 


Moore. manager of the systems and 
procedures department. 
Mr. McFarlane, a native of Beloit, 


Wis., joined the Glens Falls in 1947 after 
graduating from Syracuse University. 
After home office training he was as- 
signed to the company’s Syracuse office 
as underwriter in September, 1948. From 
January 3, 1951 to January 1, 1954, he was 
casualty underwriter for the firm’ s office 
in Detroit, at which time he was trans- 
ferred to the Southwest service depart- 
ment in Dallas as multiple line under- 
writer. He was promoted to supervising 
underwriter there December 1, 1956. 





CONTINENTAL DIVIDEND 
The Continental Insurance Co., parent 
company of the America Fore ‘Loyalty 
Group, has declared a quarterly dividend 
ot 30 cents a share, payable March 15 
to stockholders of record March 1, This 
is the 239th consecutive dividend of the 


Continental, which has paid cash divi- 
(ends every year since 1853 without 
interruption. 


Collins Candidate for 


Florida Commissioner 


Ernest E. Collins, 58, an insurance pro- 
ducer and stock broker at Tallahassee, 
Fla., has become a candidate for the 
cabinet posts in that state of State Treas- 
urer and Insurance Commissioner. J. 
Edwin Larson has held those positions 
since 1941 and is expected to seek an- 
other term. Other possible candidates 
include Arthur Patten, Jr., Dade County 
Commissioner, and Al Cahill, former 
sheriff of Duval County. Mr. Collins is 
no relation to Gov. LeRoy Collins of 


Gulf Approves Stock 
Split; Premiums Rise 
Stockholders of Gulf Insurance Com- 


pany, meeting in Dallas, approved a two- 
for-one stock split and a $250,000 stock 





Florida. The former was in insurance at 
Winter Haven and Tallahassee but does 
not hold an agent’s license at present. 
A native of Georgia he moved to Talla- 


hassee in 1944. 


dividend. Board Chairman T. R. Mans- 
field said an annual dividend rate of $1 
per share is anticipated on the new 
shares. A. R. Buchel, president, told 
stockholders that net agency premiums 
for the Gulf group, which includes At- 
lantic and Select insurance companies, 
amounted to $28,064,194 an increase of 
114%. 

Underwriting profit for the companies 
in 1959 was $1,011,429 compared with 
$725,451 in 1958, explained Mr. Buchel. 
Net earnings per share for 1959 
amounted to $6.78 per share. 








AETNA 


emphasized. 


Connecticut. 


“staves/ vow test 


YOUR ndependent 
Insurance — 


THE PROFESSIONAL 
TOUCH MAKES THE 
DIFFERENCE 


Plan NOW to Attend the Aitna 
Agents’ School Starting May 2. 


New knowledge, new confidence, new “drive” 
are the immediate benefits you can look forward 
to as a graduate of the A‘tna Agents’ Multiple- 
Line Training School. 


And with competition increasing, now is the time 
to enhance your reputation for professional in- 
surance service. To do this you need both 
know-what and know-how. 


The Aétna’s seven-week course is divided into 
two sessions of 24 weeks for personal lines and 
4% weeks for commercial lines. Agents may take 
either or both sessions. The school is conducted 
by full-time instructors, experienced in insurance 
and in the teaching profession. Latest type visual 
aids are employed and practical application of 
knowledge is the theme of the entire course of 
study. All types of insurance—fire, marine, 
casualty and surety—are analyzed as they apply 
to given risks. Modern broad form policies are 


There is no charge for tuition and all classroom 
materials are provided free. Agents of the Atna 
Insurance Company and men associated with 
them are eligible for admission. Your A°tna field- 
man will furnish detailed information, or you 
may write to the Educational Dept., AStna In- 
surance Company, 55 Elm Street, Hartford 15, 


Proven Symbols of 
Professional Service 


INSURANCE COMPANY e HARTFORD 15, CONNECTICUT 
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Connecticut Agents Plan Public 


Education and Information Program 


An intensified public education and in- 
formation program will be one of the 
major efforts of the Connecticut Associa- 
Insurance Agents during 1900, 
Ward of New Haven, 
says in announcing some 


tion of 
Stetson associa- 
tion president 
of the CAIA’s plans for the coming year. 

“We want to help keep the public in- 
latest and best 
erages available,” “Further,” he 
added, “the real key to our best serving 
the public lies 
which we can give to each of our clients. 
A mail box and a key punch machine 
are not substitutes for the personal, pro- 
fessional service upon which the Ameri- 
can Agency System has been estab- 
lished.” 

Mr. Ward said the stepped-up cam- 
paign of the 1, 500 member state associa- 
tion will include newspaper feature ar- 
ticles, extensive participation in the na- 
tion-wide advertising campaign of the 
National Association of Insurance 
Agents with local advertising tie-ins 
throughout Connecticut and a state-wide 
speakers’ bureau to carry the story of 
personal and professional insurance serv- 
ice to other organizations throughout the 
state. The pilot speakers’ clinic was held 
in Hartford last November and regional 
clinics are being held throughout the 
state in the next two weeks. 


Will Tie in With Companies and 


Organizations 


formed as to the cov- 


he said. 


in the personal service 


The CAIA president said the effort of 
his association will tie in with the infor- 
mation and educational programs of the 
various insurance companies and with 
other insurance associations and organ- 
izations. “We want to do our share and 
more in telling the story of the insurance 
industry from the side we know best,” 
he commented. 

Mr. Ward said the members of the 
Connecticut Association will “step out 
squarely to face the competition from 
the impersonal mail-order type of direct 
writer with ready-made coverage.” He 
added: “All of us have much more than 
just a selfish, personal interest in the 
trend away from personal service which 


has already reached alarming propor- 
tions. Unless we can successfully sell 
the advantage of personal insurance 


counseling and service, then we will have 
to stand by and watch our profession 
deteriorate into another vending machine 
industry. While people are naturally in- 
terested in economy, they will not will- 
ingly sacrifice quality if they know such 
sac rifice is the end result. 

“Our job is to sell the great value of 
the independent agent who wants to stay 
in the insurance business, who is a local 
independent businessman and whose 
civic and business responsibility to the 
community extends far beyond using the 
corner mail box.” 

Mr. Ward said he feels individual 
agents and agents’ associations have not 
utilized the great opportunity which they 
have to tell the story on a personal basis. 
“More than ever before, we must sell 
ourselves as qualified insurance special- 


ists more interested in full coverage and 
complete service, than in one, quick, cut- 
rate sale.” 

The association president said his 
group had decided to adopt the intensi- 
fied public education and information 
program “because the battle lines in the 
fight to preserve the Aimerican Agency 
System and the independent agent have 
been clearly drawn, and we feel we must 
do everything we can to keep the insur- 
ance agent and the system, which has 
made the industry great, from disappear- 
ing from the American business scene 
at an incalculable loss to the insurance 
purchaser.” 





HARTFORD AGENTS’ CLASS 





Students From 15 States and Canada 
Attend 75th Class at the Training 
Center in Hartford 
Insurance agents from four Canadian 
provinces and 15 states make up the 75th 
class at the Hartford Fire Insurance 
Company’s Training Center which is in 
session in Hartford. Nearly 1,600 men 
and women from 46 states have com- 
pleted the Hartford Fire study course in 
fire, inland marine and life insurance 
since the training center was established 
in 1947. Also included were agents from 
Brazil and Cuba and others who are in 


business in South Africa, Japan, the 
Philippine Islands and other foreign 
countries. 


Insurance agents with names of such 
famous men in _ history as Herbert 
Hoover, Robert E. Lee and John Q. 
Adams, have attended the Hartford 
Training Center during the past 13 
years. Enrollment has included agents 
with as many as 33 years’ insurance ex- 
perience, more than 100 women, and 18 
husband and wife business “teams.” 

Members of the 75th session from the 
eastern area are: Harold F. Andrews, 
The Lyttle Agency, Greenwich, N. 
Sumner F. Bissell, Goodwin, Loomis & 
Britton, Hartford, Harry S. Brennan, 
Winthrop, Me.; James Daylor, Harris- 
burg, Pa.; Bernard J. Degnan, West 
ga N. J.; David L. Dickey, Loren 
E. Dickey Agency, North Adams, Mass. 

“Also Edward R. Doak, ee S. Klet- 
zing Agency, Bridgeport, N N. J.; Richard 
P. Flynn, Jr., Lynn, Mass.;. William 
Griffiths, New York City; Leroy E. 
Jones, Jones & Kalita Agency, Water- 
town, Conn.; A. Stephen Kelly, L. A. W. 
Cannon, Inc., Montclair, N. J.; Harry 
J. Klarman, Hartford; Theodore F. 
Prime, Lake Placid Agencies, Inc., Lake 
Placid, N. Y.; Marcel Roger Riou, John 
Figini Agency, Lodi, N. J.; James B. 
Smith, Hartford; John S. Tiefel, Jr., 
Leslie M. Orr Agency, Ticonderoga, 
N. Y., and F. Bruce White, Barnes, 
Barnard, Geare, Cumberland, Md. 


N. Y. Agents’ Nominating, 


Resolutions Committees 
Members of the nominating and reso- 
lutions committees for the coming year 
have been named by President Arthur 
Blum of the New York State Association 


Excelsior Names Agents 
On Advisory Council 


President Forrest H. Witmeyer of the 
Excelsior Insurance Company of Syra- 
cuse, N. Y., announces appointment of 
the following Excelsior agents who will 
serve as members of the company’s 
agents’ advisory council during 1960: 

Connecticut: Paul C. Manchester, 
Weston; Edward T. Neon Rockville : 
William A. Sherry, New Haven; Richard 
M. Whelan, Greenwich. 

Delaware: Harry S. Rust, Milford. 

Illinois: Frank J. Budelier, Rock Island; 
LeGrand A. Flack, Effingham; Russell 
C. ‘Roberts, Litchfield; Robert B. Stitt, 
Chicago. 

Indiana: Dan A. Gibson, 
Linn S. Kidd, Brazil; 
IlI, Evansville. 

Kentucky: C. W. Sulier, Lexington. 

Maryland: J. Vernon Coblentz, Fred- 
erick; H. Merrill Walters, Pocomoke 
City. 

Massachusetts: 


Plymouth ; 
Horace M. Lukens, 


Joseph W. Cassidy, Jr., 
Lynn; Harry F. Dunnebier, Plainviile; 
John A. Eaton, Jr., Brockton; Robert 
W. Harris, Webster; Michael R. Ski- 
biski, Sunderland. 

Michigan: Howard G. Downing, Flint; 


Howard W. Huttenlocher, Pontiac; Roy 
H. Liskey, St. Joseph; John I. Shearer, 
Bay City; Lawrence H. Stockford, 
Adrian. 

New Jersey: Harry G. Mather, Tren- 
ton; H. Earl Munz, Paterson; George 


R. Parker, Jr., Flemington. 

New York: Daniel H. Folger, 
ence; Francis L. R. Gibbs, 
DeBanks M. Henward, 
Randolph Holt, Batavia; 
Klein, Yonkers; Sidney 
Joseph A. Neumann, 
Robare, Au 


Clar- 
Waverly; 
Syracuse; J. 

Gustav W. 
Mang, Sidney; 
Jamaica; Louis P. 
Sable Forks; Craig Thorn, 
Jr., Hudson; Carl A. Young, Syracuse. 

Ohio: Carl A. Gluck, Seaaeies 
pote W. Hemphill, Painesville ; George 

Kramer, Zanesville; Richard L. Leh- 
hn Toledo; William McMann, Spring- 
field. 

Pennsylvania: James A. Cassidy, Amb- 
ler; Harvey F. McCauley, New Brigh- 
ton; ‘Robert E. Reinhard, Allentown; 
Robert S. Schluraff, Erie; Louis A. 
Wetzel, Ww illiamsport. 

Rhode Island: Earl F. 


Casey, Hoxie. 





Rochester Agents Name 
Committee Members 


The Insurance Agents Association of 
Monroe County at Rochester, N. Y., has 
named the following committees, with 
the first named in each case chairman: 
advertising, Frank E. Luellen, Jr., Joseph 
Heyer; membership, George Esse, Rolla 
Patton, Jr.; program, Leopold Lorentz, 
Charles Kendall, Lincoln C. Artz; cas- 
ualty, Roy A. Duffus, James C. Duffus; 
legislative, Byram Kimsey, L. H. Leon- 
ard; finance, Edward Dakin. Personnel 
of other committees will be named later. 

The association will hold a luncheon 
meeting Monday, February 29, at which 
Thomas F. O’Boyle, secretary of the 
Motor Vehicle Accident Indemnification 
Corp., will speak on operations of the 
corporation, filing procedures and results 
of the first year of activity. 





of Insurance Agents. On the nominating 
committee are: 

Chairman, Arthur L. Schwab, Staten 
Island; vice chairman, Herbert S. 
Brewer, Lockport; Ben Gc. Huskisson, Pt. 
Jefferson; H. Lewis Kolodny, Monticello; 
Richard H. Kresse, Buffalo; Charles B. 
Magnuson, Jamestown: Philip Sweeney, 
Livonia ; Howard Curtis, Corning; Ben- 
jamin Hemley Jamaica; W illiam A. 
Kleine, Bronxville: E. Glenn Glitz, 
Plattsburg ; John Russell, Binghamton. 

Members of the resolutions committee 
are: chairman, George A. Kramer, Wil- 
liston Park; vice chairman, Sidney Mang, 
Sidney; Richmond E. Thompson, Valley 
Stream; Robert Stearns, Poughkeepsie; 
Alma P. Sherman, Schenectady; Arthur 
L. Schwab, Staten Island; E. Glenn 
Giltz, Plattsburg : Sidney I. Friedlander, 
Utica; W. Wallace Young, Buffalo; Ken- 
neth Estabrook, Binghamton; Albert E. 
Mezey, New York City; Harry K. Lown, 
Batavia; Robert B. Douglass, Potsdam; 
Raymond A. Muth, Newark. 


NOW! COMPLETE | 
Engineering Service 


aa 
+“ : in 
> 1 
x | @ 
- 1 the time! 


© A WEEK’S NOTICE iS ALL WE NEED. CALL NOW! 


JOHN C. WEGHORN AGENCY. INC. 
102 Maiden Lane * Digby 4-8420°N.Y.14,N.Y. 
Member of the N.Y.C. Insurance Agents Ass‘n 








In our 55th year 


JOSEPH 
GOLUB 
AGENCY 


INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 














B. & R. EXCESS 


CORPORATION 
EXCESS BROKERS 





® Surplus Line 

@ Excess Limits 

® Ocean Marine 

® Errors and Omissions 

@ Reinsurance 
(Facultative & Treaties) 


26 Court St., Brooklyn, N. Y. 
TRiangle 5-6230 


Raymond E. Karlinsky — Joseph Neulinger 
William H. Malone 








Personal Attention for Your Problems 


N. Y. Agents Abandon Plan 
For Group Life, Accident 


Directors of the New York State As- 
sociation of Insurance Agents have 
dropped a proposal to make available 
to members a group accident, sickness 
and life insurance plan. There was con- 
siderable opposition to the plan and little 
enthusiasm for it Vice President Robert 
Douglass states in the “Empire State 
Agency Forum.” The Syracuse office 
received 480 replies to the proposal, 
with 220 in favor and 260 opposed. He 
says it was “the opinion of the board of 
directors that only about 10% of the 
membership was in favor of our associa- 
tion deviating from a long established 
policy of strong opposition to fictitious 
groups buying insurance of any kind at 
reduced rates.” 
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Excelsior Shows Highest 
Net Gain Made in 1959 


FORREST H. WITMEYER 


The highest net gain in the company’s 
history was reported to stockholders of 
Excelsior Insurance Company of New 
York at their annual meeting in Syra- 
cuse, N. Y. by Board Chairman John C. 
Stott of Norwich and by President For- 
ret H. Witmeyer. Before provision 
for Federal income tax there was a net 
operating gain of $204,318 or $1.13 a 
share compared with $176,602 or 98 cents 
a share during 1958 on 180,115 shares of 
stock in the hands of nearly 2,100 share- 
holders. Most of Excelsior’s stockholders 
are affiliated with the company’s nearly 
'1000 agencies in 14 states. 

Despite an increase in unearned pre- 
mium reserve of $44,597 during the year 
there was a statutory underwriting profit 
of $60,247 compared with a statutory loss 
of $20,449 the year prior, an improvement 
of $80,696. Net investment income also 
shows a substantial gain of 10.4% over 
1958, up from $90,732 to $100,200. In ad- 
dition there was a realized capital gain 
of $26,032. 

During 1959 the Excelsior had a com- 
bined loss and expense ratio of 94. 5% 
‘compared with 94% in 1958, and 96.1% 
in 1957, the third profitable year in a row. 
The ratio of losses and loss expense to 
net premiums earned was 51.8%, and 
expense to net premiums written of 
427%. 

General gains during 1959 include an 
increase of 7.4% in net assets to a new 
high of $3,998,298; 2.74% in unearned 
premium reserve; 3.74% in gross pre- 
mums; 4.43% in surplus, and 8% in 
earned premium. ‘Policyholders’  sur- 
plus increased to $1,785,652. At the end 
of 1959 Excelsior had ‘$1 07 of policy- 
holders’ surplus for each dollar of un- 
earned premium reserve, and $1.81 of 
net assets for each dollar of liabilities. 

On various classes of business pure net 
loss ratios incurred, excluding adjust- 
ment expense, were 52.9% on fire, 42.7% 
on extended coverage, 46.4% on auto- 
mobile, 30% on inland marine, and 35.5% 
on homeow ners, Average adjustment ex- 


pense on all classes was 5.6% of earned 
premiums, 





New Jersey Fieldmen 


Name Lambert President 


At the annual meeting of the New 
Tersey Insurance Fieldmen’s Association, 
held in Newark, the following officers 
Were elected: president, John Y. Lam- 
ert, Jr., Glens Falls Group; vice presi- 
dent, Dudley J. Groff, Jr.. New Hamp- 
shire Fire Group; secretary, Herbert D. 
young, Niagara Fire; treasurer, George 

ohnson, Fireman’s Fund Group. 

Members’ of the executive committee 
are Henry C. Heilshorn, America Fore 
yalty Group; Stephen A. Hammond, 
ney Casualty & Surety; David Wilson, 
artford Fire; Arnold ‘W. Bucklow, 
ome Insurance Co. 











Staten Island Women 
Elect Officers for Year 


The Insurance Woman’s Club of 
Staten Island celebrated its 25th anni- 
versary with a dinner party at The 
Meurot, St. George, on February 18. 
Mrs. Alice Macan, a charter member, 
was presented with a life membership. 

Election of officers took place and they 
were installed by Hannah P. Alperin 
chairman of the past presidents’ commit- 
tee. The officers are Adele L. Marinello, 
presicent, treasurer of C. -E. Simonson & 

Inc., insurance agents; Marguerite 
Smith, vice president; Theresa Guarino, 


nit 


secretary; Rose Gershowitz, treasurer; 
Sue Di ‘Marco and Mathilda Gach were 
newly elected as members at large. 


Plans were announced for the annual 
card party to be held April 29 at The 
Meurot. Geraldine Walters was ap- 
pointed chairman, 

Several members will attend the Fed- 
eration of New York Insurance Women’s 
Clubs’ annual convention April 22-24 in 
Albany. Appointed as delegates were 
Mrs. Marinello and Miss Guarino; alter- 
nates Anita Volz and Phyllis Sinski. 


The outgoing president, Mrs. Volz, 
who presided, was presented with a gift 
from the club. The next meeting will be 
March 17. 


Vincent to Speak on 
Inflation on March 1 


Lewis A. Vincent, general manager of 
the National Board of Fire Underwriters, 
will speak on inflation and insurance at 
the first of the noon-time meetings for 
members of the Insurance Society of 
New York, Inc., on Tuesday, March 1. 
The meeting will be held in the board 
room of the New York Board of Fire 
Underwriters at 85 John Street. His 
address will be preceded by a new film, 
“Trouble in Paradise,” dealing with the 
effects of inflation on the general econ- 
omy. The film was prepared by the 
Institute of Life Insurance. 
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ADMITTED ASSETS 

United States Government Bonds . 

Other Bonds 

Preferred and Common Stocks . 

Cash in Office, Banks and Trust Companies 

Real Estate 

Agents’ Balances or Uncollected Premiums 
Less than 90 days due . tee 

Other Admitted Assets . 


Total Admitted Assets ‘ 





LIABILITIES 

Reserve for Unearned Premiums . 
Reserve for Losses and Loss Expenses . 
Reserve for Taxes oe 
Reserve for Reinsurance 

Dividends Declared . 

Other Liabilities . 


Total Liabilities 
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Surplus as Regards Policyholders : 
Total 
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ADMITTED ASSETS 

United States Government Bonds . 

Other Bonds ‘ 

Preferred and Common Stocks , ; 
Cash in Office, Banks and Trust Companies . 
Other Admitted Assets . 


Total Admitted Assets . . . 
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LIABILITIES 
Reserve for Unearned Premiums . 
Reserve for Losses and Loss Expenses . 
Reserve for Taxes 
Other Liabilities . 
Total Liabilities 
Capital 
Surplus . : 
Surplus as Regards Policyholders 
Total . 
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Balance sheet of THE HOME INSURANCE COMPANY : December 31, 1959 


$ 82,416,114.31 


142, 130,312.75 
282,291,778.44 DIRECTORS 
16,454,412.28 The Home Insurance Company 
6,235, 128.22 Lewis L. [—- 
a ve a a a oe 49,803,904.38 Hanzotp V. Suita 
tap ec Se 11,012,778.04 canescens 
a E ee 5 $590,344,428.42 sn ee 
City Investing Co. 
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Bonds carried at $6,430,635.58 amortized value and Cash $64,100.00 in the above balance sheet are deposited as required 


by law. All securities have been valued in accordance with the requirements of the National Association of Insurance Com- 
missioners. Based on these values the Stocks of The Home Insurance Company exceed the Book Value by $161,823,638.96. 
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Balance sheet of THE HOME INDEMNITY COMPANY : December 31, 1959 


6,348,791.16 emiah oo: 

. - 15,866,649.71 United States Lines Company 

636,726.04 piss Lov R. CRANDALL 

ee e 369,583.25 George A. Fuller Company 


pee Vice nuns aoe 
+n 103,500.00 ¥ Shin eres 
-% ae $ 18,272,690.00 eens 


EE! Soe 1,500,000.00 
sae. 
. . $ 18,536,625.84 
. « $ 36,809,315.84 


Bonds carried at $1,140,000.00 amortized value in the above balance sheet are deposited as required by law. All securities 
have been valued in accordance with the requirements of the National Association of Insurance Commissioners. Based on 
these values the Stocks of The Home Indemnity Company exceed the Book Value by $8,049,835.16. 


HOME anssiioe Protection since 1853 


and THE HOME INDEMNITY COMPANY 


. $ 13,587,565.68 


. « $ 36,809,315.84 


$ 13,279,486.00 


Harotp V. Sura 
Chairman of the Board 


KENNETH ‘ Brack 
resident 
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sident, 


Pre 
The Cleveland Trust Co. 


General Counsel 
Ivan Escort 
Montclair, N. J. 


Percy C. MApETRA, Jr. 


Director, 
Electric Storage Battery Company 






Campion McDowett Davis 
Retired President, 

Atlantic Coast Line 

Railroad Co. 


Henry C. Brunie 
President, 
Empire Trust Company 


Harsin K. Park 
Chairman of the Board, 
The First National Bank of 
Columbus, Georgia 


Tuomas J. Ross 
Senior Partner, 
Ivy Lee and T. J. Ross 


Henry C. Von Etu 

Honorary Chairman 

of the Board, 

Manufacturers Trust Company 


Kenneta E. Brack 
President 


LEONARD PETERSON 
Maplewood, N. J. 


Artuur C. Basson 
Vice President, 
Babson’s Reports, Inc 


Rosert G. GorLet 
Real Estate 


= 
= 
= 
ea 
= 
= 
= 
( 
= 
' 
= 
— 
= 
= 
= 
= 
= 


Watter F. Pease 
Shearman & Sterling & Wright 


Emm Scuram 
Chairman of the Board, 
utler Brothers 
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Registration Forms Sent 


For NAIC Annual Meeting 


Insurance Commissioners from 50 
states, along with guest insurance super- 
visory officials from Canada, Puerto Rico, 
Virgin Islands, Canal Zone and Mexico, 
are expected to attend the 91st annual 
the National Association 
of Insurance Commissioners, to be held 
May 30 to June 3, in San Francisco. 
NAIC Paul A. Hammel, Ne- 
vada, will preside over the convention. 


convention of 


President 


California’s host ‘Commissioner  F., 
Britton McConnell, and The Fund In- 
surance Companies’ president, James F. 
Crafts, general chairman of the host 
committee, have announced that reserva- 
tion and registration forms have already 
been sent out to all Commissioners and 
many industry representatives. 

Mr. Crafts urged all those desiring to 
attend the convention to send in their 
reservations as soon as possible. Those 
who have not received registration and 
reservation forms, he said, can obtain 
them by writing to 91st NAIC Conven- 
tion Committee, 155 Sansome Street, San 
Francisco 4, Calif. 





Mr. Broker: 


HERE IS THE WAY! 
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fill these needs. 


75 MAIDEN LANE 





There never was a better time than now—in a period of keen 
competition—for you to emphasize to your clients the advantages of 
having the LATEST and BEST in modern, streamlined coverage for their 
homes, their businesses, and for their personal insurance needs. 


An increasing number of brokers are finding that W. L. Perrin & 
Son, Inc. with its multiple line facilities (including Life Insurance ) 
ALL UNDER ONE ROOF enables them to render helpful service to 


Not only will you bring security and peace of mind to your clients 
but you will add materially to your commission earnings . . . and 
particularly to make up commission reductions in some other lines . . . 
by emphasizing the sales advantages of these up-to-date coverages: 


¢ HOMEOWNERS A, B and C FORMS 
COMPREHENSIVE DWELLING (TENANTS) 
PERSONAL PROPERTY FLOATERS 
NON-CANCELLABLE A. & H. 

OLD AGE (OVER 60) HOSPITALIZATION 
OVER-AGE A. & H. DISABILITY INCOME BENEFITS 
SUBSTANDARD A. & H. 

LIFE INSURANCE—PAR. OR NON-PAR. 
LAWYERS LEGAL LIABILITY 

EMPLOYEE GROUP—A. & H. OR LIFE 
ASSOCIATION GROUP—A. & H. 

Test our service today! Compare it with others with whom you 


have been dealing . . . ENJOY THE SECURITY OF EXPERIENCED, 
COURTEOUS HELP FROM OUR STAFF OF SPECIALISTS. 


Remember, Mr. Broker, the extra service rendered by the General 
Agent benefits you and your clients at NO EXTRA COST. 


DWE Persian & Son: 


Established 1892 


GENERAL AGENTS AND UNpDERWRITERS 


Phone: HAnover 2-4044 


“A Friendly Office” 


Member of New York City Insurance Agents Association 


President 


NEW YORK 38, N. Y. 














Reliance Companies Show 
Record Premiums, Assets 





KENNETH B. HATCH 
President 


Reliance Insurance Company and its 
wholly-owned subsidiaries, General Cas- 
ualty of Wisconsin, Hoosier Casualty 
and Eureka Insurance Co. had a com- 
bined net premium income in 1959 of 
$70,913,975 highest in the history of the 
companies. This represents an increase 
of 5% over 1958. 

Operating profit for the year was 
$3,692,371, or $4.85 per share as con- 
trasted with an operating profit of $1,- 
742,717 or $2.29 per share in 1958. For 
1959 there was an underwriting profit of 
$107,044 as contrasted with an underwrit- 
ing loss of $1,714,180 in the previous 
year. Investment income reached an all 
time high of $3,585,327, which repre- 
sented an increase of 3.7% over the pre- 
vious year. 

Loss and loss adjustment expense on 
an earned basis was 59.4% while incurred 
expense to premiums written was 39.9%. 
The unearned premium reserve during 
the year increased by $924,233. 

Kenneth B. Hatch, president of the 
group, stated that during the year the 
underwriting account continued the im- 
provement which commenced in 1957. 
However, the automobile division—par- 
ticularly the bodily injury line — still 
poses the major problem to the industry. 
“We are plagued by creeping inflation,” 
he says “high accident frequency result- 
ing in tremendous loss of life and prop- 
erty on our congested highways, exces- 
sive jury awards, and the mounting costs 
of repairing current model automobiles. 
The insurance industry must continue to 
cooperate in educating the public as to 
the magnitude of this problem and the 
need for more rigid enforcement of traf- 
fic laws. 

“In general, property lines showed an 
improvement as reflected by lower loss 
ratios. Homeowners package policies 
continue to sell at an accelerated rate 
with very satisfactory loss and expense 
ratios.” 

Consolidated company assets at the 
end of 1959 were $133,016,178 and the 
policyholders’ surplus was $50,497,484, 
both representing high points in the 
history of the companies. 


N. Y. Board Losses Down 

There were 871 claims for $2,549,700 
presented in January to the committee 
on loss and adjustments of the New York 
Board of Fire Underwriters. This com- 
pares with 2,290 claims for $3,492,786 in 
January, 1959. Secretary E. C. Niver 
states that the drop of 62% in number 
of claims was due largely to fewer ex- 
tended coverage and other losses, the 
number dropping from 1,847 to 486. Due 
to the mild weather in January there 
were only six sprinkler leakage losses 
compared to 29 a year ago. The decrease 
in total amount of loss involved was 27%. 





CPCU NAMES DR. KROGH 





Appointed Director of Research to Suc. 
ceed Dr. Long Who Now Be- 
comes Research Consultant 

Dr. Harold C. Krogh, CPCU, CLU, 
associate professor of Business Ad. 
ministration in the School of Business, 
Kansas University, and formerly oj 
Drake University’s faculty has been ap- 
pointed the Society of CPCU’s new di- 
rector of research. Harry F. Brooks, 
managing director of the society, an- 
nounced the appointment made by the 
society’s research board. 

Dr. John D. Long, associate professor 
of insurance in the School of Business, 
Indiana University, who conducted the 
research program since it inception, has 
requested that he be relieved of his 
society duties because of increased re- 
sponsibilities at his university. Dr. Long 
has been appointed research consultant 
to the society and will continue to serve 
the society’s research program in an ad- 
visory capacity. 

Dr. Krogh graduating from the State 
University of Iowa in 1939 received his 
M.S. and Ph.D, degree from the same 
school. He is the author of many publica- 
tions including a recent article in the 
Annals of the society entitled, “Psycho- 
logical Factors Affecting Industrial Ac- 
cidents.” 

He is a member of the Society of 
CPCU, the American Association of Uni- 
versity Teachers of Insurance, the 
American Finance Association and other 
organizations, He is advisor in the Kan- 


sas University’s School of Business 
Graduate Program. 
The entire CPCU research program 


is guided by a board composed of so- 
ciety members and staff with extensive 
backgrounds in education and research. 
They include George Whitford, CPCU, 
vice president, Reliance Insurance Co, 
chairman; Alice Chellberg, CPCU, as- 
sistant secretary, American Mutual Al- 
liance; Dr. Donald Childress, CPCU, 
University of Oklahoma; Edgar E. 
Issacs, CPCU, vice president, Atlantic 
Companies; Frank Orr, CPCU, Poulton 
and Orr; Don Pillsbury, CPCU; William 
R. Rodda, secretary-treasurer, Transpor- 
tation Insurance Rating Bureau. 





AFIA Opens Houston 
Office; Crowley Manager 


The American Foreign Insurance As- 
sociation has opened a branch office in 
Houston to assist agents and brokers in 
the south Texas area in handling prop- 
erty and casualty insurance require- 
ments of American firms and individuals 
operating overseas. re 

Making this AFIA’s sixth branch office 
in the United States—others are in Chi- 
cago, Dallas, Los Angeles, San Fran- 
cisco and Washington, D. C.—the branch 
was opened in recognition of Houston's 
increased importance as a world market 
and center of foreign commerce. 

AFIA has appointed W. F. Crowley 
manager of the Houston office. Formerly 
an assistant in AFIA’s Dallas office, Mr 
Crowley has had both company and 
agency experience before entering the 
foreign field. He is a graduate of Gir- 
ard College and attended the School 
of Insurance of the Insurance Society 
of New York and Southern Methodist 
University. 


North River Ups Dividend 


Directors of the North River Insurance 
Co. have declared a quarterly dividend 
of 42% cents a share payable March 10 
to stockholders of record February !/ 
This is an increase of 7% cents a share 
over the quarterly dividend paid in 1959 
The North River is a member of the 
Crum & Forster Group in New York. 


Scott Alaska Director 


William M. Scott has been named 
Director of Division of Insurance 0 
Alaska. He is a former partner in the 
Los Angeles insurance firm of Scott, 
Irvine and Peters. He replaces former 
Territorial Conimissioner Ross P. Dut 
can who resigned last year. 
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Backs House Bill to Pay War Claims 


The U. S. House of Representatives’ 
Interstate Commerce Committee has ap- 
proved a bill providing for payment of 
four general categories of claims arising 
out of military operations during World 
War II, which have not been provided 
for in other legislation or treaties. 

Under the bill, payments would be 
made to claimants out of the War Claims 
Fund (which consists of proceeds re- 
sulting from the sale of vested property) 
and not out of appropriations. 

The general categories of claims au 
thorized by the bill are: 


1. Damage to or destruction of prop 
erty located in certain European coun- 
tries and in areas attacked by the Japan- 
ese resulting from military operations or 
special war measures against property 
(claims for losses arising in the Philip- 
pines are allowable where the claimant 





Providence Washington 


Shows Excellent Gains 


The 1959 underwriting profit, net oper- 
ating profit and combined loss and ex- 
pense ratio of the Providence Washing- 
ton were all at the best levels since 1949, 
it was announced by Roy E. Carr, presi- 
dent, in releasing the 16lst annual report. 
Operating profit amounted to $1,763,335. 
Of this sum $650,738 was a_ statutory 
underwriting profit which compared with 
an underwriting loss of $446,520 in 1958. 
Net investment income was $1,112,597 in 
comparison with $1,072,119 for 1958. The 
1959 earned loss and loss expense ratio 
was 57.3% and the written expense ratio 
was 41.1%, a ‘total of 98.4%. These ratios 
compared with 59.9%, 42.7% and 102.6% 
in 1958. 

Earnings per common share of stock 
were $4.01 compared with $1.16 in 1958. 
During the year the company increased 
its quarterly dividend per common share 
from 15¢ to 20¢. Policyholders’ surplus 
at year end stood at $15,803,757 on a con- 
vention value basis. This represents an 
increase of $1,739,288 over the previous 
year’s figure. 

The company’s net written premium 
was down 1% due to the cessation of 
business through agents domiciled in 
Canada and due to the reinsurance of 
its Canadian unearned premium reserve. 
However, its net written premium from 
its continuing agency business in the 
United States was ahead about 5%4%. 





Guarantee Mutual Shows 
Good Progress in 1959 


At the annual meeting of the Guaran- 
tee Mutual in Worcester, President 
Clifford A. Peterson reported that the 
firm is now licensed to operate in 16 


states and that further expansion is 
planned. 
During 1959 Guarantee Mutual was 


formed by a merger between the Mer- 
chants and Farmers Mutual Fire of 
Worcester and the Guarantee Mutual 
Fire of Springfield, Ohio. 

Underwriting experience and expense 
ratios in 1959 were good. As a result, 
substantial increases were made to assets 
and policyholders’ surplus. Gross pre- 
mMiums written during 1959 amounted to 
$1,237,000 while the assets of the firm 
Were $2,398,000. 


HENRY W. SCHWARTZ RETIRES 
Henry W. Schwartz, manager of the 
Denver district office for the Phoenix 
ot Hartford Insurance Companies, will 
retire on March 1. He has been a lead- 
ing fieldman for the Phoenix for 40 
years. Born in Cedar Rapids, Iowa, he 
Spent his entire business career in in- 
surance. He went with the Phoenix 
in Des Moines, Iowa, in 1920, became a 
special agent in Huron, S. D. in 1921, 
State agent in Milwaukee in 1927 and 
moved to Denver in 1935. He was pro- 
noted to general agent in 1950 and in 
1955 became manager of the Mountain 
States district office in Denver. 


received no compensation under prior 


legislation) ; 
2. Damage to or destruction of ships 


and ship cargoes as a result of military 


action; 
3. Net losses of insurers under war- 
risk insurance contracts covering ships; 
4. Death or disability, and property 
losses, suffered by civilian passengers on 
vessels attacked on the high seas before 
December 11, 1941. 


Royal-Globe Changes in 


Virginia and Carolinas 


Royal-Globe Insurance Group  an- 
nounces two appointments in its Vir- 
ginia-North Carolina-South Carolina re- 
gion. Douglas B. Patterson, Jr., has been 
named assistant regional manager, with 
headquarters in the Richmond office. A 
native of North Carolina, Mr. Patterson 
is a graduate of the University of Vir- 
ginia and joined Royal-Globe as a cas- 
ualty underwriter in the Richmond of- 
fice in 1951. He served in the Southern 


production department in the New York 
office, was promoted to assistant agency 
secretary in 1956, and was most recently 
casualty manager in the group’s Phil- 
adelphia regional office. 

M. T. FitzGerald has been named 
superintendent of the inland marine, 
burglary, glass department in the Rich- 
mond office. Mr. FitzGerald will also 
supervise aviation, ocean marine and 
commercial multi-peril classes of busi- 
ness. 

Mr. FitzGerald has been with Royal- 
Globe since 1949, the past eight years 
spent as inland marine special repre- 
sentative in Richmond. 










“We represent Atlantic and Centennial 
for several reasons... 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

“We like the Atlantic Companies’ size 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 


ta | 
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; my agency represent 
the Atlantic Companies?” 


5. Sete 


ANNUAL REPORT 


1959 





Ahh 


“Most important of all, I suppose, is the 


combination that makes up the Atlantic 





big 


like their long record of paying claims fairly 


and ungrudgingly. 


**Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 


our special problems. 


ATLANTIC MUTUAL «+ 


Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 





Have one of our Special Agents come and tell 


you how our unique team—stock company 
and mutual company—can benefit you. Your 


inquiry is invited. 


THE ATLANTIC COMPANIES 


CENTENNIAL 


Home Office: 45 WALL STREET, NEW YORK 5 


28 Offices in Cities from Coast to Coast 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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Canadian Underwriters Discuss 


Problems Developing From Seaway 


Members of the Canadian Board of 


Marine Underwriters assembled at the 
Club, Montebello this month 
to attend the 43rd annual general meet- 
ing. In his address, S. M. 
stated that 
had just passed through an- 


Seigniory 


Ross, retiring 
president marine insurance 
generally 
other difficult year and many problems 
lay ahead. There had been some im- 
provement in rates, but he did not anti- 
cipate the final figures when available 
would show any appreciable gain over 
the previous year. 

With regard to hull business, Mr. Ross 
noted a contraction in the volume of 
premiums due to the changing pattern 
of trade brought about by the opening 
of the Seaway. The Canaller-type ves- 
sels were now being superseded by the 
large bulk carriers. He referred to the 
recent prediction of the Minister of 
Transport that there would be a reduc- 
tion in the number of ocean bulk car- 
riers proceeding to the Great Lakes os 
an increase in the carriage of bulk 
cargoes to Montreal by the large lake 
bulk carriers. He ventured to hope that 
this tendency would eventually result 
in more vessels of this type being built. 

Mr. Ross urged the members by sound 
underwriting practices in the Canadian 
market to earn the respect of other large 
markets so that they would look to 
them for guidance and leadership in deal- 
ing with problems and conditions ne- 
culiar to marine insurance in Canada. 


Winter Navigation Problems 


E. A. H. Crocker of Hayes, Stuart & 
Co. Ltd., consultants to the board re- 
ported on the increased Winter traffic 
by coastal vessels between Quebec and 
North Shore Ports on the St. Lawrence 
River. He also referred to overseas 
sailings to Quebec and, when possible, 
to Three Rivers. It was his opinion 
that Winter navigation was here to stay 
but emphasized that underwriters must 
bear in mind the possible impracticz ality 
of carrying out salvage operations until 
after the Spring break-up, also the addi- 
tional costs involved if salvage operations 
could be performed. 

Other factors to be considered were 
the comparative lack of navigational aids 
in Winter and the risk of ice damage, 
especially to those vessels not reinforced 
for navigation in ice. He said vessels 
could not count on assistance from ice- 
breakers in view of the announcement of 
the Department of Transport that as- 
sistance will not be available. 

In connection with the Seaway, Mr. 
Crocker pointed out that salvage equip- 
ment which was suitable for dealing 
with the type of vessels using the old 
canal system was inadequate when deal- 
ing with larger vessels of greater ca- 
pacity. The salvage companies are doing 
their utmost to improve their equipment, 
but such huge capital expenditures are 
involved that some form of subsidy may 
well be required to overcome the present 
difficulties. 

K. J. Creber, vice president, presented 
an interim statement on casualties suf- 
fered during the past year in the Seaway, 
Great Lakes and St. Lawrence River 
System. He added that it was impossible 
to give a conclusive report as all figures 
presently are not available. There was 
a total of 569 casualties reported. Figures 
received on 300 of these total $12,500,000. 
The highest area of loss is the Great 
Lakes with the Seaway coming next. 

Films of the Seaway and ice conditions 
in Montreal Harbor taken by Mr. Crock- 
er and shown in London by the board’s 


delegate to the 1959 Conference of the 
International Union of Marine Insurance 
were re-run for the benefit of the mem- 
bers. Members learned that the City of 
Toronto, recognizing its obligations as a 
growing port, had in hand plans for 
provision of a fireboat at a cost of about 
$500,000. 

Regret was expressed that the much 
larger port of Montreal is still without 
even one fireboat. An approach had 
been made recently to the National 
Harbours Board on behalf of a towage 
firm which was desirous of discussing 
a proposition for the supply of fireboats, 
but no progress had been made. In the 
view of the National Harbours Board, 
the matter of providing fireboats is one 
which more directly concerns the ship- 
ping companies. 

The following were elected officers for 
this year: President, K. J. Creber; vice 
president, W. Craib; chairman, executive 
committee, S. E. Porter; members, ex- 
ecutive committee, J. A. Potts, E. A. D. 
Holmes, G. V. S. Pepperell; chairman, 
legislative committee, F. G. Favager. 





Underwriters’ Laboratories 


Form 25-Year Club 


At luncheons held in Chicago, New 
York, and Santa Clara offices of Under- 
writers’ Laboratories, 84 active employes 
of the Laboratories were inducted into 
the newly formed 25-Year Club. Merwin 
Brandon, president of Underwriters’ 
Laboratories, Inc. presented a lapel but- 
ton to each male member of the club and 
a pin to each female member. The pin 
is a copy of the seal of Underwriters’ 
Laboratories, designed by the founder, 


William H. Merrill. 








A. W. MARSHALL & CO. 


One of New Jersey's Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





———, 


Tel.: Mitchell 2-09634; 


New Jersey 





HITS NON-ADMITTED INSURERS 


Sen. Wiley Calls for Sweeping Probe of 
Alleged Unfair Competition of 
Foreign Companies 
A Republican member of the U. S. 
Senate Judiciary Antitrust Subcommittee 
has called for a sweeping investigation 
of non-admitted foreign insurance com- 
pany operations in this country. Evidence 
of unfair competitive practices by non- 
admitted foreign insurers point up the 
“need for further state and Federal ac- 
tion to be taken to protect the interests 
of the American insurance purchaser,” 
Sen. Alexander Wiley (R., Wis.) told 

the Senate. 

The Antitrust Subcommittee, headed 
by Sen. Estes Kefauver (D., Tenn.), is 
conducting an overall insurance industry 
probe, the next phase of which will be 
an inquiry into the operations of non- 
admitted foreign insurers who sell pol- 
icies in this country under the so-called 
surplus-line laws. 

But Sen. Wiley said the forthcoming 
report on activities of the subcommittee 
during the past year “fails . . . to stress 

. the problem of unfair competition 
from foreign insurance companies— 
which often are not subject to the same 
regulations and requirements as our 
own insurance companies. This, I believe 
is one of the most important develop- 
ments to come out of this investigation. 

“Tt is imperative that the subcommittee 
go into this subject much further, to 
determine why these unfair practices 
by little-supervised foreign corporations 
have not been adequately controlled in 
the past.” 

Pointing to the recent financial col- 
lapse of the British Commercial Insur- 
ance Company, not admitted to the 
United States, Sen. Wiley said that many 
American doctors bought malpractice in- 
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Munich 


REINSURANCE COMPANY 


UNITED STATES BRANCH 


LINE 


EXECUTIVE OFFICES: 


70 Pine Street, New York 5, New York 
Telephone: BOwling Green 9-5532 


Southern and Facultative Department: 
1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone: TRinity 5-8969 
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a 
surance from this firm, in the mistake; 
belief that it “was covered 100% }, 
Lloyd’s of L ondon,” when in fact Lloyd’ 
had only a “partial interest” in Britis 
Commercial. In some cases, Sen Wile 
added, it was shown that British Com. 
mercial actually held as much as 80% | 
the coverage written by the group , 
British companies involved. 

Sen. Wiley said this case demonstrate; 
the need for an inquiry into this Phas 
of the insurance business. 


AFIA Names Mays and 


Parmentier Secretaries 


The American Foreign Insurance As 
sociation has completed reasonalizaie 
of its operations by appointing Bowdr 
P. Mays, Jr. and Fred J. Parmentie: 
secretaries, President James O. Nichol 
announces. AFIA’s operations are noy 
divided into six regions. 

Mr, Mays joined AFIA in 1948 shortly 
after graduation from the U niversity oj 
Georgia. He has spent his entire career 
overseas representing the association 
Tokyo, Yokohama, Manila, Hong Kon 
and Bogota. Just before his election t 
secretary, Mr. Mays was manager for 
Colombia. 

Formerly supervisor for southern 
Africa, Mr. Parmentier has spent all 0 
his ov erseas career in the Union of Sout 
Africa since joining the association ear| 
in 1952. Before going to AFIA he wa 
employ ed by the Farmers Insurance Ey. 
change and is a graduate of Seattl 
University and the American Institut 
for Foreign Trade. 








Millers National Assets, 


Surplus, Premiums Rise 

Millers National Insurance Company’: 
net premium writings for 1959 were $6; 
008,310, an increase of $327,756. Unearnel 
premium reserve at December 31, 1959 
was $5,150,167 and admitted assets in- 
creased to $11,093,789. Policyholders’ sur- 
plus was higher at $4,672,515. 

Invested assets at December me 1959, 
were $9,237,509 of which U. S. Govern- 
ment bonds and other bonds were $5; 
992,934. The company’s investment in 
Illinois Insurance Co., was carried at %- 
068,598. Cash was $724,379. 

Illinois Insurance Co., wholly -owned sub: 
sidiary, reported net premiums for 1959 
of $2,310,908, an increase of $80,677. Un- 
earned premium reserve at December 
31, 1959, was $2.122,480. Admitted assets 
increased to $4,760,000 and policyholders 
surplus was higher at $2,070,402. 





Salvage Co. to Handle 
Disposal of Wrecked Cars 


The Underwriters Salvage Co. of New 
York announces plans to enter the aut 
salvage field in the next few months 
For 11 years the company has handled 
such salvage on the Pacific Coast, bu! 
confined its activities to fire salvage im 
the East. Manager of the new depatt- 
ment will be H. C. Ferguson. 

Three depot areas will likely be lo 
cated, one near Newark, N. J., another 
in Hicksville, L. I., and the third neat 
Mt. Kisco, N. Y., three convenietl 


places in the New York metropolitat 





area. Total losses are to be handled ané 
when more than 15 or 20 wrecks rath 
been assembled the company will ho! 


sales for wreckers, rebuilders and deal- 
ers. This program will relieve adjuste® 
of having to sell their own salvage ! 
buyers. 
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Self-Examination Is 
Nathan Mobley’s Theme 


IN ADDRESS AT BOCA RATON 





NACSE President Urges Surety Bond 
Producers to Realize Their 
Responsibilities at All Times 


Boca Raton, Fla. Feb. 23—Nathan 
Mobley, executive vice president, Fed- 
eral Insurance Co., speaking in his ca- 
pacity as president of the National As- 
sociation of Casualty & Surety Execu- 
tives, used as the theme for his address 
here today before the National Associa- 
tion of Surety Bond Producers, the open- 
ing statement of Abraham _ Lincoln’s 








NATHAN MOBLEY 


“House Divided” speech made in 1858. 
This statement read: “If we could first 
know where we are and whither we are 
tending, we could then better judge what 
to do and how to do it.” 

Throughout Mr. Mobley’s address he 
tied his points in with President Lin- 
coln’s significant observation. As ap- 
plied to the surety bond business he felt 
that it was virtually important that “we 
first know where we are and whither 
we are tending, especially if our busi- 
ness ... presents any problems about 
which we would like to judge better as 
to what to do and how to do it.” 

Mr. Mobley traced the growth of 
suretyship—the guaranteeing of the 
debt of another—back to biblical times. 
He brought out that “we can best know 
where we are today by taking a look 
backwards to see how corporate surety- 
ship originated, what laws controlled its 
operation, how well it performed its 
function, and how the business has 
evolved down to this day to be the in- 
dustry through which you as surety bond 
producers render a service and make a 
livelihood.” 

Passage of Heard Act 


He pointed to the passage of the 
Heard Act in 1894 by Congress as “the 
most significant event of the time” as 
for the first time corporate suretyship 
Was recognized as acceptable security on 
bonds running to the United States. By 
an amendment made in 1905 to this act, 
it became the controlling requirement 
for suretyship on Federal Construction 
until it was replaced by the Miller Act 
in 1935, said Mr. Mobley. 


Treasury List of Cos. Established in 
1 


Another major event, he brought out, 
came in 1908 when the Secretary of the 





Treasury of the United States established 
an approved list of surety companies 
for writing bonds running in favor of 
the U. S. Government with a limit for 
any one bond of 10% of the company’s 
capital and surplus. “The first Treasury 
list,” said Mr. Mobley, “contained 24 
companies with total suretyship capac- 
ity of $2,437,478.” He continued by point- 
ing to the formation of the Towner Ri at- 
ing Bureau as “another signficant move’ 
and of equal significance was the forma- 
tion of the Surety Association of Amer- 
ica. 

Gradually the Treasury list of approved 
companies has expanded until 1959 when 
a total of 203 are authorized to write 
performance bonds running to the Fed- 
eral government (directly or as reinsur- 
ance) with capacity of $600,000,000 rep- 
resenting a capital and surplus of $6,- 
000,000,000 or as much as the capital and 
surplus as of the same date of the first 
29 banks in the United States. 

“Today, at the beginning of the 1960s 
and the ninth decade of corporate surecty- 
ship the surety industry has over 241 
direct writing companies with a Treas- 
ury Department underwriting cap: icity 
for those on the list of over $600,000,000. 
They compete for the available surety 
business which, in 1958, totaled $150,- 


000,000.” 
What Does the Public Think of Us? 


The speaker then directed attention to 
what the public thinks of the surety in- 
dustry, pointing out that both govern- 
mental departments and State depart- 
ments regard the bonding companies 
favorably. “Likewise, suppliers of labor 
and material show an increasingly fa- 


vorable attitude toward our business, 
largely attributable to the substitution 
of the Miller Act, which provided for a 
separate payment bond in favor of 
furnishers of labor and material. As to 
contractors generally, the increased feel- 
ing of the contractor for being a client 
of a bonding company has made for a 
better relationship between contractors 
and sureties.” Continuing Mr. Mobley 
said: 


Unfavorable Features 


“What are some of the unfavorable 
features and what symptoms exist to- 
day which can develop into an acute ill- 
ness later? Among these symptoms are 
the following: 

“1, Some surety companies are not 
properly underwriting their contractors 
so that many unqualified contractors are 
being bonded. 

“2. Some surety comps Anies re not take 
sufficient interest in complaints made by 
governmental agencies regarding the 
So of the work, 

“3. Some surety companies do not 
answer promptly or properly letters of 
material suppliers who have unpaid bills. 

“4. The tendency of many companies 
to turn over completely to solvent prin- 
cipals (and without careful supervision 
by the surety) the defense of suits 
brought jointly against them or against 
the surety alone. This has resulted in 
the assertion of defenses in the name of 
the surety of a type inimical to the best 
interest of the industry and in the surety 
being maligned by the court for conduct 
of principal’s counsel, not induced by 
the surety but nevertheless attributed to 
it by reason of its representation in the 
suit by the same counsel. 


“Other 


these: 


unfavorable criticisms are 


“1. Bonding of sub-contractors who da 
not qualify. 


“2. Petty quibbling which could be 
easily eliminated between the contractor 
and his claimants if the surety would 
assume an active role. 








Agency Supt. 
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The satisfaction that agents and brokers feel 
in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence — speedy and sufficient 
service — and a pricing structure that has 

the agent and brokers’ success in mind, Give 
us a call and let us discuss ways of making 
your satisfaction perfect. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 
Fire and Allied Lines 


10% DEVIATION 
Automobile, bodily injury and property 
damage liability: all classes 


SPECIAL DIVIDEND PAYING 


Workmen’s Compensation 


our deviation arrange- 
ment and liberal 
commission make 
Public Service insurance 
easier to sell. 


MUTUAL INSURANCE CO. 

36 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 






INTEGRATION WITH SAVINGS 
How best to create harmoni- 
ous and profitable relationships 
between two differently orient- 
ed companies is one of our 
major functions as counselors. 


CONSULTANTS 











IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGEAASSOCIATES 
One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 





“3. Litigation by a 
payment, 


surety to delay 


“4. Attempting to protect the surety’s 
interest by deferring to an indemnitor 


rather than promptly dealing with a 
justifiable material or sub-contractor 
claimant.” 


Mr. Mobley emphasized that these and 
similar types of grievances against par- 
ticular surety companies are damaging 
to the industry as a whole. “In the 
main,” he said, “they stem from in- 
competence on the part of the claim de- 
partment of the surety company or of the 
lawyer handling the case, or the eag er- 
ness of a lawyer handling the case in- 
dependently of the surety’s supervision, 
or the failure of the establishment at top 
level of a philosophy for the surety com- 
pany in dealing with claims. 

“The leaders in the surety industry, 
I am sure, are aware of our obligation 
to the public. The contractor and his 
surety through the good offices of men 
like yourselves establish a relationship 
of company and client—partners in a 
joint venture—contractor, producer and 
surety—and live and prosper by reason 
of the quality of the job we perform for 
the public. Those of us close to the busi- 
ness know that that job is important. 

“Our system of public work awards 
the job to the lowest responsible bidder 
who provides an acceptable guarantee 
in the form of a surety bond and means 
a savings of millions of dollars to our 
taxpayers. A survey recently conducted 
indicates that the average difference be- 
tween the low bidder and the second bid- 
der is 31%4%, so on the assumption that 
second bidder is thoroughly responsible, 
even though the low bidder is not, 34% 
saved to the public on the total volume 
of bonded work is a very substantial 
sum. In addition to this the payment 
bond guaranteeing payment to the sub- 
contractor and to the labor and material 
furnishers affords additional savings to 
the public in the form of favorable bid 
prices to the prime contractor and his 
subs. 

“On several occasions the advocates 
to abolish surety bonds on public work 
have been defeated in their efforts be- 
cause other organizations concerned 
with the prompt payment of materials 
to their members have protested vigor- 
ously against the abolishment of corpo- 
rate suretyship. 

“If the surety industry keeps ever in 
mind the obligations we have to all our 
obligees, owners, and suppliers of labor 
and material, we will not only survive 
all attacks made against us in connection 
with bonding public works where bonds 
are required as a matter of law, but 
through this attitude of fair dealing this 
great industry with its tremendous fi- 
nancial capacity could be very effective 
in making corporate suretyship as much 
a normal part of private construction as 
it is of public construction.” 





PHILA. MANAGERS ELECT 

David D, Day of American Viscose 
Corp., has been elected president of the 
Philadelphia chapter of the American So- 
ciety of Insurance Management. Chester 
H. Drummond of Campbell Soup Co. is 
vice president, John E. Carr of Penn 
Fruit Co. secretary, and E. Joseph Bon- 
anomi of Budd o. treasurer. 
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Surety Bond Agents at Boca Raton 


Get Closeup of Construction Industry 


President Ralph Neely Presides; Speakers Include Leaders from 
Construction, Banking, Surety and Agency Fields; 
Hear NAIC President Hammel 


An objective analysis of the nation’s 
greatest industry—construction, and its 
companion industry —construction con- 
tract bonds—featured the 18th annual 
meeting of the National Association of 
Surety Bond Producers at the Boca 
Raton Hotel, Boca Raton, Florida, on 
February 22-24, with outstanding spokes- 
men from construction, banking, surety, 
agency and state insurance supervision 
fields prominent on the program. 

Ralph Neely, Oklahoma City, president 
of the association, presided over the 
convention which opened on February 
22 with an invocation by William R. Phil- 
lips, Birmingham, Ala. NASBP board 
chairman, and official greetings from E 





Fabian Bachrach 
RALPH NEELY 


A. Faircloth, Assistant Insurance Com- 
missioner, Florida Insurance Depart- 
ment. 
John A. Volpe’s Address 

After performing near miracles in the 
last three and half years in getting the 
national highway program into the con- 
struction stage, state highway officials 
“have been grieved by some of the in- 
nuendoes uttered by politicians,” former 
Federal Highway Administrator John 
A. Volpe told the surety bond producers. 

Mr. Volpe, president of the John A 
Volpe Construction Co. of Malden, Mass., 
is president-elect of the Associated Gen- 
eral Contractors of America. Formerly 
Commissioner of Public Works of Mas 
sachusetts, he was appointed by Presi- 
dent Eisenhower in 1956 as Federal 
Highway Administrator to launch the 
multi-billion-dollar interstate program 

“The long-range highway program got 
into difficulty for a variety of reasons,” 
said Mr. Volpe, “among them the fact 
that Titles I and IT of the Federal Aid 
Highway Act of 1956 were not in bal 
ance. It was conceded that apportion- 
ments for the fiscal years 1960, 1961, and 
1962 would without doubt exceed the in- 
come provided by Title II of the Act 

“No one worried too much about this, 
because it was expected that they would 
horrow from the general fund to meet 
the obligation. However. when the Byrd 
amendment was adopted as part of the 
Federal Aid Highway Act of 1956 it 
made it entirely a pay-as-you-go pro- 


gram, which meant that apportionments 
would have to be kept within the 
amounts available in the highway trust 
fund.” 

The cost of the program increased 
substantially from the estimates made in 
1954 to the more accurate estimate, 
based on specific criteria, made in 1957, 
said Mr. Volpe, adding: “Throughout the 
country in the 3% years before passage 
of the Federal highway act, the total 
cost of contracts advertised and funds 
obligated on the regular Federal aid 
program, called the ABC system, was 
$3.7. billion. In the three years after 
the passage of the act the total was $5.1 
billion, or an increase of 37%. On the 
interstate system the figures were 
$116.8 million in the three and half year 
period before the passage of the Act, 
and $23 billion after July 1, 1956, or 
an increase of 1,890%. Taking these two 
systems together, the increase has gone 
from $3.8 billion to $7.4 billion, a gain 
of 94%. This means that just about 
twice the volume of contracts were ad- 
vertised and funds obligated during these 
two equal periods.” 


Program Had to Start from Scratch 

In most states this highway program 
had to start from scratch, Mr. Volpe 
stated. “Very few of the states were 
able to finance long range programs and 
acquisition of right of way in advance 
of actual programs. Meanwhile the num- 
ber of employes in the Bureau of Public 
Roads has increased to less than 25%, 
although the work load has almost 
tripled. 

“Congressman Gordon Scherer of Ohio, 
the senior minority member of the 
House Subcommittee on Roads, to his 
credit laid the problem squarely on the 
table at the American Association of 
State Highway Officials’ meeting in 
3oston last October. He indicated that 
irreparable harm could be done to a fine 
highway program by ballooning out of 
proportion and unduly publicizing mis- 
takes and deficiencies and failing to point 
out how few they are.” 

State highway departments, said Mr. 
Volpe, generally are staffed with com- 
petent, honest officials dedicated to the 
task of getting their state and the na- 
tion a full dollar’s value for every dol- 
lar spent. He also praised the Federal 
Bureau of Public Roads for “doing an 
outstanding job of coordinating and di- 
recting the over-all effort under the 
leadership of Federal Highway Admin- 
istrator Betram D. Tallamy.” 

Mr. Volpe warned against any cut 
back in the interstate highway system 
within urban areas as some have sug- 
gested. He said highway officials have 
indicated that the traffic jams are heav- 
iest in the cities. 

“That is where a good share of the 
road should be built,” he commented, 
“and I might add that the bulk of tax- 
payers are concentrated in the cities 
and whv shouldn’t their gasoline tax 
money finance needs of urban areas?” 

A substantial vear for highway con- 
struction in 1960 was forecast by Mr. 
Volpe, based on total Federal apportion- 
ments of $2.7 billion for all Federal aid 
highwavs in the next fiscal vear. 


Warren Gaffney on Trends 

Recent developments in the construc- 
tion contract bond field of vital interest 
to surety companies, contractors, award- 
ing officials and surety hond producers 
were discussed by Warren N. Gaffney. 
general manager, Surety Association of 
America. 





Fabian Bachrach 
WARREN N. GAFFNEY 


‘Both tradition and logic dictate that 
we consider on this occasion even though 
briefly the record and the prospects for 
contract bonds and construction,” said 
Mr. Gaffney. “Contract bond premiums, 
in millions, for al] reporting companies 
starting with 1955 were: $103—$107.6— 
$115, and $130.6 for 1958. While the 1959 
figure is not yet available, undoubtedly it 
will show an increase over 1958. The 1960 
contract bond premium total should 
maintain its relative position with new 
construction and represent an increase 
over 1959. 

“The year 1959 set another record for 
new construction, with a total of $54.3 
billion or 11% above the $48.9 billion fig- 
ure for 1958, and the experts prophesy 
a volume of $56 billion for 1960 Thus con- 
struction is expected to roll to new 
heights in spite of tight money and 
government credit restrictions, the ef- 
fects of the long and bitter steel strike, 
the possibility of a crippling railroad 
strike, and the serious set back in Fed- 
eral financing of the big Interstate High- 
way program. 

“In other words it is thought that the 
construction industry has such enormous 
vitality that it can offset these temporary 
handicaps and still move forward. 

“New construction, in billions, for the 
years 1955 to 1959 inclusive ran as fol- 
lows : $44.2—$45.8—$48.9 and $54.3. As you 
know, almost all of our contract bond 
business comes from public construction 
and for the same years new public con- 
struction, in billions. ran—$11.7—$12.7— 
$14.0—$15.4 and $15.9. 

Private Construction 

As for private construction, Mr. Gaf- 
fney said: “Five years ago when it was 
my privilege to be on your program in 
New York I spoke of the palpable need 
adroitly and aggressively to promote the 
sale of contract bonds in the field of 
private construction. This necessity is 
accentuated by the fact that despite the 
steady growth in public construction, 
private constrution continues to pre- 
dominate and is approximately 70% of 
all construction. We have hardly put 
a dent in that vast potential market. 
Admittedly the sales resistance to can- 
tract bonds in that field has been diffi- 
cult to overcome. 

“Yet, we in corporate suretyship, are 
not without ammunition for a renewed 
and effective assaut upon the formidable 
citadel. For some years many architects 
throughout the country, those experts 
whose advice is so highly prized by the 
private construction market. entertained 
a variety of misunderstandings concern- 
ing the functions and advantages of con- 
tract bonds. However, the American 
Institute of Architects last year published 
a new Handbook of Architectural 
Practice—the bonding sections of which 
are clear and accurate. They should 


dispel any doubt or dissatisfaction on 
the part of architects with respect to 
contract bonds. As you know, we have 
reprinted those bonding sections in 
“Bonds of Suretyship” and have 
achieved a wide distribution of that 
booklet.” 


Concerned Over Waivering of Bonds 


Turning to a problem that has disturb- 
ing connotations, Mr. Gaffney said: 
“Some authorities and public bodies are 
now waiving or are considering the pos- 
sibility of waiving performance and pay- 
ment bonds. This waiver of bonds in our 
judgment is unsound, and as there is 
a danger that it will increase, a _ re- 
statement of some of the basic con- 
siderations invoked seems opportune. 

“The claim of the few officials who 
waive bonds is that the fosses on un- 
bonded jobs are less than the premiums 
would be if they were bonded. This is 
not only an over-simplification; it is 
specious. 

“We have stated in the past and re- 
peat now that waiving bonds cannot be 
justified on the ground that a benefit 
accrues to the public as a result of the 
elimination of the surety bond premium 
from the contract price. As you and 
I know, the firm assurance of pay- 
ment to labor and material-men afforded 
by payment bonds tends to reduce sub- 
stantially the dollar amount of construc- 
tion contract bids by eliminating the 
hidden credit charges.” 


Hammel Defends State Supervision 


The close working relationship be- 
tween Insurance Commissioners and in- 
dustry has been in the public interest, 
said Paul A Hammel, Insurance Com- 
missioner of Nevada and NAIC presi- 
dent, and this has led to fair and reason- 
able governmental control of this highly 
technical business. 

“From the very beginning, state 
supervision was challenged by advocates 
of Federal regulation,” said Commis- 
sioner Hammel. “In 1944 a National 
Association of Insurance Commissioners’ 
subcommittee on Federal legislation 
studied eight separate bills and resolu- 
tions introduced in Congress between 
1866 and 1933 calling for Federal regu- 
lation of the insurance business. 

“But every time state insurance super- 
vision faced a crucial period, as in the 
Armstrong Investigation in New York 
State and in the days following the 
declaration by the U. S. Supreme Court 
that insurance was interstate commerce, 
it has demonstrated its resiliency and 
adaptability and has emerged stronger 
than before. : 

“Tt is my firm belief that this will be 
the result of the investigation being 
conducted by the Senate Anti-Trust and 
Monopoly Subcommittee. While we 
should not be unduly concerned and, in 
fact, should be encouraged because our 
predecessors have faced such emergen- 
cies before and emerged victorious, it 1s. 
nevertheless, important that we do not 
underestimate the forces with which we 
must now contend.” 

As a human institution, said Commis- 
sioner Hammel, state supervision is not 
perfect. “It has been subjected during 
more than a century to almost every 
type of inquiry and scrutiny possible 
under our democratic system and_ it 
has survived because, even with all its 
imperfections, it has never been demon- 
strated that its abolishment in favor of 
a Federal system would serve the pub- 
lic welfare. 

“The year 1959 will go down in history 
of state regulation of insurance as 4a 
landmark year,” said the Commissioner. 
“The states gave an accounting of their 
stewardship to the Senate Subcommittee 
and were not found wanting. The 
scrutiny of the subcommittee was search- 
ing, its investigation thorough. We were 
fortunate that its members and their 
staffs were able and dispassionate men. 
Out of the hearings recently conducted 
there arose no hue and cry for ‘Federal 
reculation. : 

“To the contrary, all segments of the 


(Continued on Page 30) 
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Definite Need to Sell 
Dishonesty Insurance 

HAND TELLS TAPPAN ZEE MEN 

U.S.F.&G. Official Cites Rising Forgery 


Rate, Ingenuity of Embezzlers, 
Overdependence on Banks 





Arthur J. Hand, superintendent fidelity 
and surety production for United States 
Fidelity & Guaranty in its New York 
branch office, made a hit with his address 
titled: “Why Dishonesty Insurance ?” be- 





ARTHUR J. HAND 


fore a recent Tappan Zee Fieldmen’s 
Association luncheon in Elmsford, N. Y. 
Calling forgery insurance the “forgot- 
ten line” in the average agent’s office, 
Mr. Hand urged fidelity coverage as a 
secondary line of protection. He cited 
the recent increase in check forgeries as 
comparable to losses sustained by fire, 
theft “or any of the other better known 
coverages.” 
“Although good internal control will 
discourage many potential embezzlers 
and often expose fraud in its early 
stages, your customer,” Mr. Hand em- 
phasized, “is still in danger of loss due 
to collusion or steal-and-run fraud.” 


Desire to Steal an Unpredictable 
Element 


While opportunity to steal may be re- 
duced by sound accounting practices and 
internal control, “the ingenuity of dis- 
honest employes in circumventing such 
practices should not be under-estimated,” 
the speaker asserted. He pointed out 
that the “employes’ intent or desire to 
steal is an unpredictable element that is 
normally beyond the employer’s knowl- 
edge or control.” 

Mr. Hand then pointed to the prev- 
alent “naive belief” that the bank is 
liable when a forgery occurs. “The bank 
is of course, responsible if it has been 
negligent,” he said, “but numerous cases 
of litigation involving forged instruments 
are proof that unless the bank’s negli- 
gence is clear, the depositor may either 
have to stand his loss or sue.” 

Refuting another belief that since all 
anks presumably carry insurance they 
are disposed to accept all forgery losses 
as their responsibility and recover for 
them under their blanket bond, Mr. Hand 
stated: “It is only necessary to consider 
that any loss paid under a_ bankers’ 
blanket bond reduces the bank’s expe- 
mence credit. The bank is understand- 
ably reluctant to impair its loss record 
with the surety company,” he added. 
_Mr. Hand stressed that a depositor’s 
lorgery bond, however, if carried by the 
lepositor, will provide indemnity to the 

ank and the insured, and will thus ce- 
ment relations in the event of a loss. 

Reminding his audience—which _ in- 


fouled association president, James P. 


Nright, Royal Exchange Insurance Co.: 
vice president, 
0yal-Globe 


Frederick  S. 


Carey, 
Insurance Group; 


secre- 





tary, Robert Von De Lieth, America 
Fore Loyalty Group, and treasurer, Wil- 
liam Springer, Aetna Insurance Group— 
that the depositor’s forgery bond also 
provides valuable additional dishonesty 
protection, Mr. Hand concluded: 

“Who are prospects? Everyone who 
maintains a checking or savings account, 
but particularly those depositors who 
operate a business whether large or 
small. Your present customers consti- 
tute an ideal prospect list.” 


Matt Made Sales Manager 


Appointment of Joseph A. Matt, Mil- 
waukee salesman for Employers Mutuals 
of Wausau, Wis., to be a field sales man- 
ager in the Milwaukee branch is an- 
nounced. Mr. Matt succeeds Frederic 
T. Randolph who transferred to the At- 
lanta audit department. 

The new field sales manager has been 
with the company since 1946 and in the 
sales department since 1954. Before 
transferring to sales, he was a claim ex- 
aminer. Mr. Matt was graduated from 
Bay View High School in Milwaukee and 
entered the Navy for World War II 
service in the Pacific after working a 
short time at the Allis-Chalmers Manu- 
facturing Company. 


More than 20,000 brokers throughout the United States are taking 
advantage of Prudential’s Brokerage Service. They know, through 
profitable experience, that it helps them sell more insurance and 
increases their income. They also know that Prudential guarantees | 
them full commission. 
Prudential’s booklet—''Profit and Prestige through Prudential’s 


booklets are designed to help you win your share 
of the growing life insurance market. Just send this 


Royal-Globe Promotes Clark, 
Haslach, Rencken in Field 


Royal-Globe Insurance Group has ap- 
pointed George H. Clark and Henry 
W. Haslach assistant regional managers 
for the Chicago region and John Rencken 
Jr. as casualty manager in the Mil- 
waukee office. Regional ‘Manager F. A. 
Miller will be assisted by Mr. Clark in 
administration and production, and Mr. 
Haslach in casualty underwriting. 

Mr. Clark attended the University of 
Illinois and joined Royal-Globe in 1948 
as a special agent in the Chicago office. 
That same year he was promoted to 
state agent in Elgin, Ill. and later worked 
out of the Sterling, Peoria and Chicago 
offices. Since 1957 he has been manager 
in the Milwaukee office. 

Mr. Haslach joined the Group in 1945 
as special agent in Syracuse. He was 
promoted to state agent at Elmira in 
1948 and in 1950 went to Philadelphia as 
special representative. Since 1953 he has 
been assistant manager in the Group’s 
Philadelphia branch office. 

Mr. Rencken, who joined the Group in 
1938 as assistant underwriter, served in 
various production capacities in the 
metropolitan and suburban area before 
being named manager of the Group’s 
42nd Street branch office in New York 
City in 1953. 


You'll enjoy 





[_] Please send me copies 
of Profit and Prestige 
through Prudential’s Brokerage 
Services’’ and ‘Brokers 


Va. Court Enters Judgment 
Against Unknown Motorist 


In the first case of its kind heard by 
the Martinsville, Va. Circuit Court, a 
judgment has been entered against an 
unknown driver of an automobile. The 
verdict was handed down by Judge John 
D. Hooker under the state’s new non- 
insured motorist law. 

The judgment for $2,800 for Ralph 
George Crum, 14, was directed against 
John Doe, the unknown driver; the boy’s 
uncle, Wayne M. Copeland, and _ his 
insurance company, Pennsylvania Thresh- 
ermen & Farmers Mutual Casualty. 

Ralph was riding with Mr. Copeland 
in his pick-up truck on state route 57, 
October 19, 1958. As they drove toward 
Martinsville, they met an_ unidentified 
automobile on a curve. The car was on 
the wrong side of the road and Mr 
Copeland was forced to leave the high- 
way to avoid a crash. When his truck 
left the road, young Crum lost four 
upper teeth and suffered a broken arm 

The driver of the car meeting the 
truck did not stop. Suit was brought 
against him in the name of John Doe 
Mr. Copeland and his insurance company 
were also sued by the boy in the name 
of his grandfather, Owen Moore. 
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[-] | would like to know 
more about Prudential’s 
Brokerage Services and how 
they can make life insurance 
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insurance industry (despite some rather 
warm differences among themselves) and, 
with rare exceptions, all public witnesses 
strongly favored state regulation. Even 
more important, the Senators themselves 

although their final report is not yet 
complete, have gone on record for con- 
tinuing to entrust this important field 
of government to the states. 


Have Won an Important Battle 


“Thus it appears that we have won an 
important battle. Of that victory, all of 
us—regulators and regulated—can well 
be proud. But this proper pride must not 
blind us to our responsibilities. The 
battle may be won, but the war 1s tar 
from over. Those who make Federal con- 
trol of every aspect of our lives their 
god will not repent or clamor for mass 
baptism in our faith. They have not 
been converted. We must expect that 
they will be ever vigilant to pounce upon 
any advantage that any weakness in 
state regulation may present, real or 
fancied. 

“But is the outlook for tomorrow all 
gloomy? Far from it. The financial re- 
sults of the companies for 1959 were 
considerably improved over 1958 and I 
believe that 1960 will produce better re- 
sults than 1959 from a standpoint of com- 
bined expense and loss ratio nationwide. 
With the general business outlook for 
1960 the best in our nation’s history, I 
must forecast that surety bond producers 
and surety companies indeed have bright 
prospects for a profitable 1960.” 


Nelson on “Professional Neck 
Protruders” 


Terming bankers and surety people 
“professional neck protruders,” Clifford 
S. Nelson, vice president of the Conti- 
nental Illinois National Bank & Trust 
Co., Chicago, discussed “Adventures into 
Construction Financing.” He said that 
both groups were engaged in an ad- 
venture into the granting and guarantee- 
ing of credit in a field of inherent high 
risk. 

With a multitude of forms of account- 
ancy, the time of processing sometimes 
extending into years, a wide variety of 
types of projects, variances in local con- 
ditions as to labor, weather, customs, etc., 
the construction industry, said Mr. Nel- 
son, “necessitates our close and individual 
attention. 

The most important step, said Mr. 
Nelson, is getting the information. “We 
should have certain cardinal rules in this 
respect, including: first obtaining a com- 
plete audit report prepared by a cer- 
tified public accountant who knows the 
construction business; second, procuring 
complete interim statements not less 
often than quarterly; and third, getting 
frequent job progress reports showing 
precisely performance up-to-date and 
expectancies of all important work in 
progress. This latter information is the 
most important we can get and I like to 
see it on a monthly basis—most good 
contractors need it for their own pur- 
poses.” 

It is regrettable, Mr. Nelson stressed, 
that public bodies do not require a job 
progress report when prequalifying a 
contractor. “Those states with prequali- 
fication requirements look at a _ con- 
tractor’s balance sheet and possibly his 
income statement, endeavor to determine 
his ability to obtain a bond and, further, 
try to establish that the contractor has 
bank credit available.” But there are 
“ridiculous extremes” in the require- 
ments of some states, and judgment on 
which the varying imposed State limits 
of qualification are based is “established 
in past history rather than the pro- 
jected figures of a job progress report 
which would tell the real story on the 
probable ability of a contractor to per- 
form.” 

From outward indications, statistics on 
volume would suggest that “the lusty 
construction industry is doing very well, 


but this certainly is not totally so,” 
Mr. Nelson continued. “While there are 
some specialty operators and some large 
well-managed companies who know their 
costs, who know how to estimate, buy 
and supervise, there probably are far 
many more to whom final recognizable 
profits are virtually denied in this mar- 
ket. 


Too Many Marginal Operators 


“There seems to be enough business 
to go around, but unfortunately there 
are too many marginal operators who 
have crept into the vicious cycle of high 
volume, high overhead and high debts, 
all of which puts them into the position 
of virtually trading dollars and bidding at 
cost or less. I think that some sureties 
and some credit grantors should face the 
fact that they are helping to sustain 
submarginal operations at the expense 
of the good operators in the business.” 

There are some things going on in the 
construction industry which may have 
quite a_ bearing on the risk considera- 
tions of surety people, and Mr. Nelson 
pointed out the following as instances: 
“A number of owners have been doing 
their own general contracting of late 
and have been employing their own 
engineering talent for design and super- 
vision. Such efforts, together with en- 
croachment into the building trades by 
industrial unions, are considered a seri- 
ous threat to the contract method of 
construction by leaders in the construc- 
tion industry. 

“Also, in the way of new influences, 
we are seeing some of the aircraft and 
electronics companies going into the 
general contracting business. This is 
understandable in view of the substantial 
sums to be spent for missile facilities 
and other military and communication 
projects. The much discussed Federal 
highway program is in danger of being 
somewhat bogged down with the short- 
age of funds, both Federal and state, 
proving as always that the mere an- 
nouncement of a program does not al- 
ways mean that it will be carried through 
promptly.” 

As for future prospects, Mr. Nelson 
forecasted: “The construction field of- 
fers a tremendous challenge for anyone 
who likes interesting problems and it 
warrants serious and careful attention. 
Fortunately, there are enough high qual- 
ity names in the industry to afford much 
attraction to sureties and bankers as good 
business and if we keep our quality 
control high, we should be able to do a 
real service to an important industry.” 


Donald Denton’s Talk 


Citing roseate predicitions for the 
economy in 1960. Donald H. Denton, 
Charlotte, N. C., NASBP first vice pres- 
ident, discussed “The 1960 Surety Bond 
Producer” and drew a contrast between 
what had been forecast for the pro- 
ducer a decade ago and what the re- 
sults have been since then, and not al- 
together in an optimistic vein. “What 
was said then was true. We have talked 
about these matters, believed them, and 
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C. H. Ritter Elected Pres. of 


Surety Bond Producers Assn. 

Boca Raton, Fla., February 23—C. H. 
Ritter, well known general agent of Den- 
ver, Colo. who has represented the 
United States Casualty for many years, 
was elected president here today of the 
National Association of Surety Bond 


Producers in annual session. He succeeds 
Ralph Neely, Oklahoma City, who was 


elected chairman of the board of di- 
rectors. 

Glenn E, Wilkerson, Detroit was 
elected first vice president. Walter 


Schilling, Washington, D. C., was named 
second vice president, and Jack East, 
Jr., Little Rock, Ark., third vice presi- 
dent. 

H. Phelps Smith of Nashville, Tenn., 
one of the stalwarts of NASB, was re- 
elected executive director and Edward 
H. Cushman, Philadelphia, was re-elected 
secretary and general counsel. 

The following were elected to thie 
board of directors: Charles Carroll, 
Spokane; Malcolm Dunlap, Auburn, Me. 
(formerly second vice president); Don- 
ald H, Denton, Charlotte, N. C. (formerly 
first vice president); Norris Moughon, 
Nashville; H. W. McGee, Los Angeles; 
John Overton, Montogomery, Ala.; 
Hammond Story, Atlanta, and Willard 
Weed, Omaha. 





in some instances have attempted to do 


something about them. I would, how- 
ever, question the extent of progress 
made.” 


There are problems today in the 
surety business which, while not new, 
may be as critical, or even more critical, 
than at any time in the past, said Mr. 
Denton. “Specifically, I would refer to 
the reduced profit margin being realized 
by our contractor clients, and the ob- 
vious resultant contractor failures, both 
of which are reflected very strongly, 
and rightfully so, in the underwriting 
attitude of the surety companies. 

“The very nature and methods of the 
contracting business have undergone 
many and startling changes. To a great 
degree the old-time, ‘rough and ready’ 
contractor is gone. In his place is a 
group of young, progressive college 
engineers with new ways and means to 
bring forth the buildings, bridges and 
highways that will be built in the years 
to come. Our first step in our relation- 
ship with these contractors should be a 
sound, intelligent understanding of their 
problems. The engineering and con- 
tracting groups are ready to meet the 
challenges of the future, but there still 
remains the difficult problem of main- 
taining adequate credit 

The profit margin for the contractor has 
been squeezed to a point where many 
are finding it difficult justifying remain- 
ing in business. 

“A long-established and accepted max- 
im in the contracting business has been 
‘to the risk-bearer belong the profits.’” 
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Sheldon Asks More 
Industry Cooperation 


AT BOCA RATON CONVENTION 





National Assn. of Surety Bond Producers 
Hear ACSA President Advocate 


Research Program; Neely’s Remarks 





In a plea for better cooperation among 
the components of the insurance in- 
dustry, Walter M. Sheldon, president of 
the National Assn. of Casualty & Surety 
Agents, at the annual meeting told bond 
producers that a paramount need is for 
companies and agents to work more 
closely together. 

He called also for the four national 
producers’ organizations that are com- 
mitted principally to the stock agency 
companies to get together to ascertain 
“what we have in common and how we 
can jointly help our principals in their 
continuing effort to improve their prod- 
duct.” 


Don’t Know What Policyholders Think 


Recalling an informal suggestion made 
recently that the companies and their 
agents study jointly the setting up of a 
research organization, Mr, Sheldon said 
that while he recognized that there are 
differences of opinion in both company 
and producer ranks, “of one thing [ am 
sure—we don’t know what the public, 
our policyholders, think of us.” He con- 
tinued: “Do they feel that Federal and 
state governments should play an in- 
creasing part in the insurance business ? 
If so, it can only be hecause we haven't 
convinced them of the important place 
private insurance plays in our economy, 
Do they prefer to do business with the 
direct writers or through the American 
Agency System? These are but two of 
many subjects that we have in common 
and I believe that these justify a joint 
research program in an endeavor to 
find the answers. 

Mr. Sheldon emphasized that leader- 
ship did not rest only with company 
friends and asked producers to assume 
at least a part of the responsibility for 
joint cooperation on their common prob- 
lems. 


Neely Expresses Appreciation 


In his president’s report to the bond 
producers, Ralph Neely expressed his 
appreciation to such organizations as 
the Surety Association of America, for 
making available on a broad scale its 
booklet “Bonds of Suretyship”; to the 
American Institute of Architects for 
developing its new forms of bid, per- 
formance and payment bonds; to com- 
pany organizations such as the National 
Assn. of Casualty and Surety Execu- 
tives, and to other producers’ groups 
for their constructive approach to prob- 
lems of common interest. 

“In my own discussion with members 
of our association as well as with execu- 
tives of companies in the United States 
interested in the surety bond field,” said 
Mr. Neely, “I have underscored my seri- 
ous concern, and the concern of all of 
us, for carefullness in underwriting. 

“Inflation is taking its toll in the con- 
tracting field and therefore the approach 
to proper and careful underwriting as- 
sumes increasing importance, particularly 
in view of the losses and defaults which 
have plagued the surety business and 
the construction industry.” 





PITT. AGENCY NAMES POPE 


Paul J. Trimbur, president of Paul J. 
Trimbur, Inc. of Pittsburgh has ap- 
pointed John H. Pope as head of his 
individual accident and sickness depart- 
ment. He will be responsible for de- 
veloping non-cancellable income replace- 
ment insurance. 

Mr. Pope, who attended Claremont 
College in California, is a graduate of 
University of Pittsburgh Law ‘School. 
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Zurich-American Set 
Many Records in 1959 


GROSS WRITTEN PREMS. $96, 093,206 





Dollar Increase in Premiums Over 1958 
Was 8.7%; Net Income After Taxes 
Totaled $2,759,331 





Zurich-American Cos. report a new 
high of $96,093,206 in combined gross 
written premiums for 1959—a year in 
which a number of records were set. 

The dollar increase in premiums over 
1958 totaled $7,749,778, or 8.7%—one of 
the largest gains in the companies’ 
history, according to Neville Pilling, 
United States manager. A vigorous sales 
and marketing program and an increase 
in the number of agents were credited 
for the gain in business. 

Leading lines in the combined pro- 
duction figures of the Zurich and the 
American Guarantee and Liability In- 
surance Co. were: Automobile bodily 
injury and property damage, $28,843,277; 
workmen’s compensation, $15,430,353; 
Group accident and sickness, $15,300,900; 
and miscellaneous liability and property 
damage, $14,100,940. The Zurich Life 
had $42,547,524 insurance in force. 

Net Income Totaled $2,759,331 

Zurich-American’s net income in 1959 
—after taxes after absorbing an under- 
writing loss of $1,333,515—totaled $2,- 
759,331. Investment income reached a 
record figure of $4,095,975—5% greater 
than the 1958 figure of $3,883,828. 

Records were also set by assets and 
surplus. The companies’ combined assets 
stood at $175,003,140—7% higher than 
the preceding year’s total of $163,359,577. 
Policyholders’ surplus rose to $56,617,- 
798 from the 1958 figure of $51,215,862, 
an increase of more than 10%. 

Over the past 10 years Zurich-Ameri- 
can Cos. have shown a steady growth and 
have more than doubled in size. Gross 
written premiums (exclusive of life) 
during the period totaled $735,373,540. 

Zurich Doubles Gross Premiums in 

9 Years 

Gross written premiums of the Zurich 

climbed from $40,427,754 in 1950 to $85,- 


| 619,811 in 1959. Assets in the same period 


grew from $71,294,601 to $151,622,602, and 
policyholders’ surplus increased from 
$20,954,009 to $47,421,225. 

Comparable figures for the American 
Guarantee during the decade are: Gross 
written premiums from $6,477,331 in 1950 


+ to $10,042,667 in 1959; assets from $9,- 


919,632 to $21,640,738; and policyholders’ 
surplus from $2,368,179 to $7,657,074. 

Zurich Life had $2,740,800 insurance 
in force in 1950, compared with $42,547,- 
3244 in 1959. The company was organ- 
ied in 1947 as an affiliate of the Zurich 
Insurance Co, and has confined its writ- 
ings largely to group and credit life, 
with Ordinary life written only on a con- 
version basis from group. 

During the current year the life com- 
pany will expand its operations into all 
phases of the life field and will offer 
acomplete portfolio of individual life 
policies. 





Bill to Enact Compulsory 
DBL Law Proposed in Mich. 


Another legislative effort to enact a 
compulsory disability law in Michigan 
has been launched by Sen. Philip Rahoi. 
All employers would be required either 
0 insure their workers, self-insure on 
the basis of financial responsibility show- 
igs, or post bonds. 

A special state fund would be created 
‘S one of the qualified plans for covering 
the disability risk, financed by contribu- 
tions of 3/10 of 1% of wages paid be- 
ween Jan. 1 and June 30, 1961, not in 
cess of 18 cents weekly per employe. 

This fund would be built up to $6,000,- 

J and if it fell $1,000,000 below that 

dont or the equivalent of twice the 
enefits paid, assessments against all 
‘attiers would be provided to restore the 
‘ind to its minimum figure. 
Similar bills have been offered un- 
‘Uecessfully in the past. This vear’s 
measure is Senate 1081. It would pay 
ipactits on the basis of two-thirds of 
€average weekly wage. 


Employers Mutuals 
Advances Executives 


SETS ALL-TIME PREMIUM HIGH 

Burhop Elected Board Chtirman, Sweit- 

zer Co. President; Six Others Elevated; 
59 Prem. Income Hit $123,991,515 





W. H. Burhop was elected chairman 
of the board of Employers Mutuals of 
Wausau and J. M. Sweitzer was named 
president and chief executive officer at 
the company’s recent annual meeting. 

Mr. Burhop, former president and 


chief executive officer, succeeds M. P. 
McCullough, who will continue as vice 





J. M. SWEITZER 


president and director of the company. 
Mr. Sweitzer formerly was executive 
vice president and general counsel. 
Two new directors also were elected. 
They are Stanley F. Staples, vice presi- 
dent in charge of sales and advertising, 
and John M. Coates, president of the 
Masonite Corp., Chicago. 
Viste, Duckworth, Klaprat, 
Promoted 


Lundberg 


Other changes included the naming 
of G. D. Viste, research director, to vice 
president and treasurer; T. A. Duck- 
worth, secretary, to vice president and 
secretary; Elmer E. Klaprat, assistant 
general counsel, to general counsel, and 
James T. Lundberg to assistant treasurer, 

Mr. Burhop has been with Employers 
Mutuals since 1919. He was elected 
company secretary in 1929 and became 
chief executive officer in 1959. A grad- 
uate of University of Wisconsin, he is 
a member of the board of directors of 
a number of firms, active in civic and 




















BALTIMORE 


“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


A capable employee's loss was a hard blow, 
but the agent rediscovered his own capacities 
and became a better man than ever before. 
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church organizations, and is a_ past 
president of the American Mutua! In- 
surance Alliance. 

Mr. Sweitzer joined Employers Mu- 
tuals as Minnesota claims manager in 
1924. He became district claim man- 
ager in 1929 and general counsel in 1937. 
Named vice president in 1952, he was 
appointed executive vice president in 
1959. Mr. Sweitzer graduated from Uni- 
versity of Minnesota. 

Mr. Staples, who also attended Uni- 
versity of Minnesota, joined Employers 
Mutuals at Minneapolis in 1933 and be- 
came assistant sales manager in 1935. 
He was elected vice president aud comp- 
troller in 1936 and became vice president 
in charge of sales and advertising in 
1944. Mr. Staples is vice president, mar- 
keting division, for the American Man- 
agement Association and has been a 
member of marketing teams sent to 
Japan and South America to conduct 
seminars for top management in those 
countries. He is president of the Wausau 
Chamber of Commerce. 

Mr. Coates was educated at Virginia 
Military Institute and University of Wis- 
consin, where he graduated in 1927. He 
worked for Employers Mutuals in claims 
before entering Harvard University, 
where he received his law degree in 1932. 
A counsel for the Masonite Corp. in 
1939 after an association with a Chicago 
law firm, he was made general counsel 
in 1941 and in 1944 was appointed to the 
board of directors. Mr. Coates became 
president in 1952, having formerly been 
vice president in charge of all operations. 
He is an officer and director of a num- 
ber of firms. 


Careers of Other Officers 


Mr. Viste, who has been with the 
company since 1947, was appointed re- 
search director in 1952. He is a graduate 
of the Harvard School of Business Ad- 
ministration. 

Mr. Klaprat who joined Employers 
Mutuals as an adjuster in 1942 is a grad- 
uate of University of Wisconsin Law 
School. 

Mr. Duckworth 


who earned his Jaw 
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degree at University of Missouri in 1936 
was named head of the home office 
personnel department and elected sec- 
retary in -1957.-He continues in-charge 
of company personnel. 

r. Lundberg served with the Air 
Force in World War II and was grad- 
uated from University of Wisconsin in 
1949. He worked with Merrill, Lynch, 
Pierce, Fenner & Smith from 1949 to 
1957, when he joined Employers Mutuals 
as assistant to the treasurer. 


Premium Income at All-time High 


Also at the meeting, President W. H. 
Burhop in his report to policyholders 
revealed that Employers Mutuals’ pre- 
mium income reached an all-time high 
in 1959, expense ratios improved, and 
impressive gains were made in total as- 
sets. 

Premium income for the year totaled 
$123,991,515, an increase of 12.32% over 
1958 with all lines written showing gains, 
Mr. Burhop announced. He pointed out, 
however, that losses from claims also 
increased substantially and loss ratios 
“remain higher than we would like as 
serious problems continued to beset the 
casualty industry.” 

The company’s net underwriting gain 
—earned premium, less losses and all 
expenses—was $7,176,045 for the year 
and earned investment income amounted 
to $6,135,447. From the total of $13,311,- 
492, the directors declared dividends to 
policyholders in the amount of $12,729,- 
458. The appreciation in market value 
of stocks in the company’s investment 
portfolio was $690,608 during tlie year. 
Total policyholder’s surplus at year-end 
was $49,629,679. 

An increase of 10% in the 1959 in- 
dustrial accident frequency rate was 
largely responsible for the increased 
loss ratio, Mr. Burhop explained. A sub- 
stantial increase in total employinent 
and an abnormal shifting of workers 
from one job to another during the year 
also were contributing factors, he said. 
Severity of accidents also seriously af- 
fected losses. ; 

Mr. Burhop disclosed that operating 
expenses were held in line during a year 
of generally rising costs by searching 
out and putting into effect operating 
economies that did not impair the qual- 
ity of services rendered. 

Total cost of operations, he reported, 
was $33,604,196, compared with $30,088, 
516 in 1958. An increase of $1,529,000 in 
the reserve for future investigation and 
adjustment of claims not yet settled was 
included in the cost of operating the 
company in 1959. This reserve totaled 
$11,225,000 at year end. 

Taxes, including Federal, state, and 
local assessments, amounted to $4,478,- 
887, or 13.33% of total costs. Exclusive 
of taxes, the ratio of expenses to pre- 
mium income was 24.05% in 1959 com- 
pared to 24.70% in 1958. 





FEDERAL L. & C. PROMOTES TWO 

Paul Jack has been promoted to vice 
president of operations and Webster 
Evans to assistant vice president, Fed- 
eral Life & Casualty President John 
Carton announces. 
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Nationwide Launches 
Biggest Ad Campaign 


ITS THEME IS “SECURANCE” 
To Use Both Magazines, Newspapers in 
Multi-Million Dollar Program; Ben 
Sackheim, Inc. Ad Agency 
Nationwide Mutual of Columbus 
launched the biggest and most compre- 


advertising 





hensive campaign in its 


history on February 16. Built around the 


theme “Securance,” a multi-million dol- 
lar program will employ all major media 


-newspapers, radio, television, maga- 
zines, and billboards. A two-color spread 
in the March 1 issue of Look magazine 
will officially introduce the program. 
George W. Campbell, director of ad- 
vertising, said that plans for 1960 call 
for the placement of nearly 2,000,000 
lines in over 400 newspapers. Primary 
emphasis, however, will be on magazine 
advertising. Major magazines on the 
Nationwide account include Look, Coro- 
net, Saturday Evening Post, Newsweek, 
Atlantic, Harper’s and Saturday Review 
In addition to expenditures from the 
general advertising budget, the company 
and its agency force have ticketed an 
extra $1 million for “co-op advertising,” 
1 set-up where the company splits agents’ 
ad costs down the middle. The bulk 
co-op advertising is done in newspapers 
and radio, 
Through prominent use of the word 
“Securance” in all its presentations, the 
company will strive to illustrate graph- 
ically its position as a “total service” 
organization, Mr. Campbell 
The Nationwide markets all 
of insurance—auto, fire, life, health, 
group, business,—and has over 130 cov- 
erages in these lines. In addition, most 
Nationwide agents are licensed to dis- 
tribute shares in Mutual Income Founda- 
tion, a mutual fund associated with the 
insurance company; and in many pl 
agents can act as representatives in set- 
ting up home or car financing arrange- 
ments 


said 


major lines 


aces 


“Securance”’—True Family Security 


According to older, unabridged dic- 
tionaries “securance” means “the act or 
fact of securing or assuring.” While re- 
taining the essence of this definition, Mr 
Campbell said Nationwide’s capitalized 
form of the word will mean: 


“A new program for true family se- 
curity, orginated by Nationwide Insur- 
ance. A method of providing through one 


representative all (or part) of one’s in- 


surance—life, health, home, car, prop- 
erty; may include car and home financ- 
ing. Also refers to the unique system 


of democratic participation through 
which Nationwide’s member-customers 
help determine the direction and scope 
of company service.” 
Nationwide’s ad agency is 


Ben Sack- 


heim, Inc., of New York City. The ac- 
count group supervisor is Vice Presi- 
dent William Titts, assisted by Harold 
Graves and Austin Kelley 


Alfred W. Harris Honored 
Alfred W. Harris, New York branch 
manager of Hardware Mutual Casualty, 
was given a testimonial dinner at the 
Roger Smith Hotel, New York City, on 
February 25 in honor of his 25th anni- 
versary with the company. Mr. Harris 
started in its sales department, advancing 


to sales manager, general sales man- 
ager and New York branch office man- 
ager. 


WORKMEN’S COMP EDITIONS OUT 

Association of Casualty & Surety Cos 
have published supplements to the last 
workmen’s compensation law pamphlets 
for Rhode Island and South Dakota 
which reflect important changes in the 
laws in those jurisdictions. 

The association also announced publi 
cation of new editions of the U. S. Long 
shoremen’s and Harbor Workers and 
District of Columbia and Vermont work 
men’s compensation law pamphlets 


XQ. 
<a os Fraudulent and 


Otherwise- [he Claim Man’s Dilemma”’ 


By THomas A. Harnett 
Member New York and Federal Bar 


Thomas A. Harnett, law 
neys, addressed the American Bar 
gence and compensation law Se ctton—on “ 
The Claim Man's Dilemma! 


As Mr. Harnett explains at the outset of his paper, 
“the legal problems oe sented in determining whether an insurer can 


cussion because 


» firm associate 


of Watters & Donovan, New York attor- 


Association's 1959 annual meeting—insurance ne gli- 
Misre presentations, Fraudulent and Otherwise : 


this topic was chosen for dis- 


affirmatively rescind a policy or successfully defend a claim because of the insured’s 


misrepresentations, are complex and ever recurring 


” 


Considering some of the legal problems encountered in accident and health, and to 


an extent life insurance, and 
or provide the bases of precedent,” Mr. 
well received address. 


At the June, 1950 meeting of the Na- 
tional Association of Insurance Commis- 
sioners, uniform accident and_ sickness 
policy provisions were adopted. As of 
today, these provisions are eo by 
law in every state, other than Georgia 
and in all the Territories and the District 
of Columbia. The uniform standard pro- 
visions include the following: 


“(1) Entire Contract: Changes: This 
policy, including the endorsements and 
the attached papers, if any, constitutes 
the entire contract of insurance. No 
change in this policy shall be valid until 
approved by the executive officer of the 
insurer and unless such approval be en- 
dorsed hereon or attached hereto. No 
agent has authority to change this pol- 
icy or to waive any of its provisions. 


‘(2) Time Limit on Certain Defenses: 
(a) After three [two] years from the 
date of issue of this policy no misstate- 
ments, except fraudulent misstatements, 
made by the applicant in the application 
for such policy shall be used to void the 
policy or to deny a claim for loss in- 
curred or disability (as defined in the 
policy) commencing after the expiration 
oi such three [two] year period.” 

These provisions are on many oc- 
casions the source of the claim man’s 
dilemma: Should I defend? Can I res- 
cind the policy? What can I do? 

Subsequently these become our prob- 
lem to determine whether our insurer 
client should commence an action for 
rescission, should refuse to pay a claim 
ov should seek other relief. by reason 
of some misstatement or misrepresenta- 
tion contained in the insured’s applica- 
tion. 

Before considering some specific in- 
stances that may give rise to these prob- 
lems, a brief reflection on some general 
legal te sh seems warranted. 

Insurance Contract Like Any Other 

Except as regulated by statute, an in- 
surance contract is like any other con- 
tract and is governed by the same prin- 
ciples. Contracts based on material but 
innocent misrepresentations may be res- 
cinded. This conclusion is based on the 
elementary principle of the law of con- 
tracts that there can be no contract if 
both of the parties thereto act under 
a mutual mistake of fact. 

An insurance contract involves an of- 
fer and an acceptance. The application 
is the offer, the issuance of the policy is 
the acceptance. In his application, the 
applicant sets forth specific information 
for the purpose of inducing the insurer 
1o issue the policy. 

If the applicant unknowingly supplies 
materially incorrect information, both 
parties to the policy-contract act under 
a mutual mistake of fact; where there is 
mutual mistake of fact. there can be 
no meeting of the minds; and where 
there is not meeting of the minds, there 
is no agreement or contract. 

The equitable relief of rescission has 
been granted since earliest times to 
remedy a situation wherein parties have 
entered into a contract under a mutual 
mistake of material fact. Rescission is 
granted in such an instance whether or 
not the misrepresentation about which 
there is the mutual mistake of fact was 


“in those instanci 


»s where situations are parallel in nature 


Harnett presented the following review in his 


This seemingly is the 
majority view of the law today. Insur- 
ance contracts are no exception to the 
general rule, and in equity and good con- 
science they never should be. 


knowingly made 


The Application, the Source of 
Misstatements 


The statements requested 
cant for a health and accident policy 
customarily include the following: 

Name, age, occupation and monthly earn- 


of an appli 


ings. 

2. Whether he has other similar insurance and 
whether such insurance was ever declined to 
him. 

3. Whether he has received insurance pay- 
ment or government compensation because of 
sickness or injuries, and if so, from whom, 
when and for what. 

4. Whether within a= specified period (five 


oi ten years prior) he received med‘cal care. 
5 Whether he 


the effects of 


is in good health and free from 


injury. 


6. Whether he had certain specified diseases, 
surgical operations, any deformity or loss of 
limb or sight. 

7. A catch-all question as to whether he has 


any injuries, any mental 


cther than those 

It is the answers, or lack of answers 
to these inquiries and their effect that 
will receive our consideration. 


Is the 


disorders 
application. 


phys‘cal or 
listed in the 


Statement or Misstatement a 
Misrepresentation ? 


From the foregoing typical inquiries 
contained in an application for health and 
accident insurance, it is quite apparent 
that some of the answers sought are ob 
jective, whereas others are subjective 
This in turn may effect the result in spe- 
cific cases and resort to statutory law is 
often essential for guidance. 

sy way of illustration, let us consider 
the question—“‘Are you now in good 
health and free from the effects of in- 
jury?” The average person is inclined 
to believe he is, but he might well be 
suffering from a serious disease or dis- 
order. Is he to be penalized if a later 
event proves him to be wrong? 

Most states have a statutory definition 
of a representation. Thus, Section 149 of 
the New York Insurance Law states 
that: “A representation is a statement 
as to a past or present fact made to the 
insurer by the applicant or by the 
authority of the applicant éi 

On two occasions the New York Court 
of Appeals has held that a representation 
as to good health in an application for 
insurance is not an affirmation of fact. 
This view has been adopted in other 
states. 

The apparent philosophy behind these 
decisions is that the applicant in good 
faith believed and was justified in be- 
lieving that his health was not impaired. 
The courts have ruled that the answer 
cannot be intended to do more than con- 
vey to the company assurance that the 
applicant has had no symptom of disease 
which would, ordinarily, act as a warning 
or notice, even to a layman, that his 
health might be impaired in substantial 
degree. 

This leaves to the insurer the necessity 
of proving that the applicant knew or 
had reason to know his health was sub- 

(Continued on Page 38) 


Practical Application of 
Rehabilitation is Theme 


OF COMPENSATION INS. MEET 


Annual Conference in N. Y. March 3 
Highlights Speakers: Col. Senior, 
Adrian Levy, Dr. Rusk, W. C. Gorthy 


The practical application of rehabilita- 
tion to workmen’s compensation cases 
is the subject of the 1960 Compensation 
Insurance Conference sponsored by the 
Institute for the Crippled and Disabled 
of New York. The conference will take 
place March 3 at New York University 
Medical Center, New York City. 

Speakers on the program, which. in- 
luncheon, are Col. S. E. 
chairman of the New 
men’s Compensation 


Senor, 
York State Work- 
Adrian Levy, 


cludes 


Soard ; 
assistant commissioner for vocational re- 
habilitation, New York State Departmen; 
of Education; Dr. Howard A. Rusk, di- 
rector, Institute of Physical Medicine 
and Rehabilitation, and Willis C. Gorthy, 
director, Institute for the Crippled and 
Disabled. 

According to Mr. Gorthy, attention at 
the forthcoming conference will be 
focused on how the claims examiner can 
best put rehabiliation to work on behalf 
of the injured workman, the compensa- 
tion carrier, and organizations carrying 
compensation insurance. 


Unique Dramatic Presentation 


A unique dramatic visual presentation 
will be used for the first time to demon- 
strate the complete panorama of modern 
comprehensive rehabilitation in five 
typical workmen’s compensation cases. 
This presentation will involve the simul- 
taneous use of a battery of six slide 
and motion picture projectors. The pre- 
sentation will show how the claims ex- 
aminer efficiently brings modern re- 
habilitation techniques to bear in ac- 
cordance with the claimants’ require- 
ments and the best financial interests of 
carriers and self-insurers. 

The conference will get under way with 
a welcoming address by Dr. George E 
Armstrong, vice presient and director of 
N.Y AD. Medical Center. Later r, Colonel 
Senior will present a statement on “The 
Workmen's C ompensation Board and Re- 
habilitation.” Commissioner Levy will 
talk on “The D.V-R.’s Role in Rehabil- 
itating Workmen’s Compensation Cases. 

At the luncheon, Dr. Rusk will de- 
scribe “The University’s Responsibility 
in Rehabilitating the Industrially In- 
jured.” Mr. Gorthy, who is also presi- 
dent of the conference of Rehabilitation 
Centers and Facilities, Inc., will discuss 
the nationwide dev elopment of standards 
for rehabilitation center operations, at 
effort currently under way, and_ how 
these standards will apply to workmen's 
compensation, Dr. Carroll V. Newsom, 
president of New York University, will 
preside at the luncheon. 


Additional speakers are Dr. John J. 
Untereker, medical director, Institute for 
the Crippled and Disabled; James ¥. 


Burrows, the Institute’s patient program 
director; Dr. Lester A, Gelb, the In- 
stitute’s social adjustment director, and 
Charles Goldstine, head of the In- 
stitute’s prosthetic and orthetic appliance 
laboratories. 

Invitations to attend the conference 
have been sent to compensation insur- 
ance carriers, associations, governmellt 
agencies . physicians, attorneys, and rep- 
resentatives of management and_ labor. 
Attendance is being limited to 350 per- 
sons. Enrollment fee for the conference 
is $6 per person including luncheon. Per- 
sons wishing to make reservations should 
contact Robert McAfee, _ reservation 
chairman, Institute for the Crippled and 
Disabled, 400 First Avenue, N. Y. ™ 
is ie 





NORTHERN, N. Y. DIVIDEND 

Directors of the Northern Insurance 
of New York have declared a quarter 
dividend of 3714¢ per share on the com 
mon stock, payable May 16, to stockhold- 
ers of record May 2. 
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~ Surety Bond Producers 


(Continued from Page 30) 


This is entirely proper and risk capital 
must be rewarded, otherwise we become 
a decadent nation. What is wrong with 
our contractor friends? While every 
type of industry and commerce, _in- 
cluding banks, public utilities, manufac- 
turing, retailers and others, are register- 
ing all-time highs in production and 
profit and the nation is enjoying the 
highest standard of living, the contract- 
ing business, despite substantial growth 
in practically every type of construction, 
is registering its poorest record from 
the standpoint of profit related to the 
yolume dollar of work done. 

“Something is wrong and I wonder if 
we are doing anything to help solve the 
problem? Is our anxiety to retain busi- 
ness and develop new accounts clouding 
our eyes and minds to the real problem 
of properly underwriting accounts? Are 
we doing the contractor with a minimum 
of working capital a real favor when we 
work hard to produce a bond for him, 
when the additional work obviously will 
over-extend him? It is my feeling that 
we are not only placing our contractor 
in jeopardy but we also do a great dis- 
service to the other qualified contractors 
bidding the job. 

Reasonable, Sound Workload 

“The surety bond producer of the 
future is going to encourage his con- 
tractors to stay within a reasonable and 
sound workload, and to place in all bids 
a margin of profit commensurate with 
the normal risk of the contracting busi- 
ness and sufficient to maintain a pro- 
gressive financial picture. While reason- 
able competition is to be desired, it must 
be tempered with common sense. The 
very peculiarities of the business wou'd 
dictate a proper balance between un- 
remitting competition and sensible bid- 
ding. This is most important in the in- 
terest of maintaining for the contract- 
ing industry unquestionable solvency, yet 
still providing construction for the pub- 
lic at reasonable and equitable competi- 
tive prices. 

“Summarizing our relations with the 
surety companies, may I state that we 
must understand their position, recog- 
nize the need for intelligent underwrit- 
ing and join with them in general pro- 
gressive public relations. We serve a 
common cause.” 

As for the NASBP, Mr. Denton said 
“We have banded together for several 
basic reasons. First, for the betterment 
of our industry and to uphold the fine 
principles of suretyship. Secondly, we 
associate for our common good, and 
perhaps more often for our individual 
good. Unrestrained competition benefits 
no one. We represent the finest in our 
field, and the surety business is so dis- 
tributed that we should not find it 
necessary to do other than cooperate 
among ourselves, 

“Whatever the 1960’s may have in 
store for us, we may be sure that the 
contracting industry and the surety busi- 
ness will not stand still. The dawn of 
1970 will still find a premium on knowl- 
edge and hard work. The leading surety 
men at that time will be those who have 
kept abreast of developments during the 
19’s, and turned those developments 
to their own advantage. The ‘Fabulous 
Fifties’ did not eliminate the surety 
producer who never stopped providing 
service. Nothing can ever take the place 
of deeds performed, promises kept and 
services provided.” 

Other speakers on the program were 
Walter M. Sheldon of W. A. Alexander 
« Co, Chicago, president of the Na- 
tional Association of Casualty & Surety 
Agents; Porter Ellis of Dallas, vice 
President of the National Association of 
Nsurance Agents, and Nathan Mobley, 
senior vice president, Federal Insurance 
., who is president of the National 


Association of Casualty & Surety Exec- 
utives, 


ALL AMERICAN L.&C.’s DIVIDEND 
board of directors of All American 
Life & Casualtv has declared a 6% stock 
dividend, pavable April 1, to shareown- 
tts of record at the close of business on 
ebruary 23. 





American Surety Elevates 


Barrows, Barnes and Kossow 

Three new appointments at the eastern 
regional office of American Surety of 
New York, are announced by William 
E. McKell, chairman and_ president. 

John C. 
named vice president and regional man- 
John S. 
manager, special casualty risks, and 
Alfred B. Kossow, regional contract bond 
manager, 


Jarrows, vice president, was 


ager; Barnes was 


appointed 


Mr. Barrows joined American Surety 
atter receiving his master’s degree from 





Harvard Business School in 1932. He 
was later named comptroller and sub- 
sequently elected a vice president in 
1957, Active in the Controllers Institute 
of America, he is a past president of the 
Association of Casualty Accountants and 
Statisticians. 

Mr. Barnes, who graduated from Wil- 
liams College in 1936, has had wide cas- 
ualty underwriting experience in the 
home and field offices. For the past eight 
years he has handled large and special 
risks in the New York metropolitan area. 

Mr. Kossow, prominent in the contract 
bond business, has devoted his principal 
efforts to production and underwriting 
of surety business in the New York city 
offices and home office. 


HARTFORD A. & I. PROMOTIONS 
Appointment of C. Gilbert Bullock as 
superintendent, fidelity-surety depart- 
ment at the Hartford Accident & In- 
demnity’s Cleveland office is announced 
by Vice President William H. Wallace. 

Mr. Bullock will be succeeded as bond 
special agent in Connecticut by Richard 
C. Barber. 

Starting with the company in 1955, 
Mr. Bullock became a special agent in 
1957. He is a past vice president of the 
Bristol Junior C. of C., Bristol Boy’s 
Club Swimming Association, and a Ki- 
wanian. 

Mr. Barber joined the company in 
1956 in its home office statistical depart- 
ment. 





Strange but true—you can build employee dishonesty 
coverage into a top-flight premium producer. Here are 
just a few reasons why: @ More than $500,000,000 is 
lost annually through employee dishonesty, yet this 
field of protection is still undeveloped. @ More and 
more publicity on these losses pre-sells prospects for 
you . . . makes management aware of the need for 
employee bonding. @ And, in meeting the bonding 
needs of your assureds, you accomplish many things. 
e@ You protect your client from the big loss which 
could leave his business insolvent. @ You get closer 
to your client, learn more about his business and its 
total insurance needs. @ You protect your competitive 
position by selling your client fidelity coverage before 
someone else does. @ Too, you broaden the base of 
agency income by realizing on the great, untapped 
potential of fidelity bonds! 


Specialists in each and every line 
ean help you sell more “across the board”! 


AMERICAN SURET 


COMPANY FIRE * FIDELITY AND SURETY BONDS 
CASUALTY + INLAND MARINE 
Affiliate: The American Life Insurance Company of New York 


LIFE * ACCIDENT & SICKNESS 
100 Broadway, New York 5, N. Y. 





The time and place to start are here and now. Our 
current issue of MatLroap To Prorits covers fidelity 
bonding thoroughly. In it you'll find factors which 
cause employee dishonesty . . . important loss preven- 
tion suggestions for your clients . . . guides to de- 
termine the minimum coverage . . . and a discussion of 
the most frequent objections to bonding and how to 
overcome them! Most important—American Surety’s 
bonding specialists at our branch offices across the 
country stand ready to give you skilled help in expand- 
ing your sa'es and income through 
employee bonding. Why not begin 
by sending the coupon for your 
free MatLroap To Prortts right 
now! 





AMERICAN SURETY COMPANY 
Agency & Production Department 


100 Broadway, New York 5, N. Y. 


Please send me a copy of Maitroap to Prorirs featuring Em- 
ployee Dishonesty and Fidelity Bonds. 


Name 





Agency 





Street 








City Zone State 
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Industry Testimony at N. Y. Hearing 
On Proposed Metcalf Legislation 


Demonstrating strong industry opposi- 
tion to the six newly introduced Metcalf 


bills in the New York legislature, three 
spokesmen of the major trade associa- 
tions—American Life Convention, Health 
Insurance Association of America and 
Life Insurance Association of America— 
testified late last week in Albany at the 
public hearing on these bills, called by 
the Joint Legislative Committee on 
Health Insurance of which Senator Met- 
calf is chairman. Their objective was to 
convince the Joint Committee of the 
inadvisability of the passage of these 
“sweeping reform” measures which are 
designed to establish a compulsory hos- 
pital-surgical-medical insurance system 
under the state’s workmen’s compensa- 
tion law. 

The industry spokesmen were Be rnard 
K. Sprung, associate counsel, Equitable 
Life Assurance Society; Gerald S. Park- 


er, secretary for accident and _ health, 
Guardian Life of America, and Richard 
A. Edwards, counsel for the HIAA in 


New York. 


Sprung Warns of Expensive One-Design 
Plan 


Mr. Sprung told the committee that 
proposals to require New York State 
employers to buy health insurance pol- 
icies with set minimum benefits would 
impose an “expensive one-design” plan 
upon them and leave no room for im- 
provement. He also declared that the 
minimum health insurance benefit bills 
now under consideration would require 
many presently insured employers to 
modify their plans even though these 
plans are doing a satisfactory job. 

The speaker warned that in some in 
stances the enforced increase in hospital 
ant surgical benefits imposed by bill 

S.2300 could use up a substantial portion 
of the money now being used for major 
medical insurance. He foresaw the cur- 
tailment and possible abandonment of 
this coverage as a result. 

Mr. Sprung said further that the pro 
posed legislation would remove the “flex- 
ibility” of plan design which has been so 
important in the development of health 
plans. He pointed out: 

“It is indeed fortunate that the public 
has had such a wide range of choices 
This competitive pressure has resulted in 
extension of coverage to more people, 
increase in scope of coverage, and exper 
imental coverages which were not 
thought of 15 years ago. It would be 
most unwise for all parties concerned to 
have this flexibility removed and compe- 
tition lessened.” 

Testifying on bills S.2301 and 2317 
whieh would make mandatory the con 
version of Group health coverage to an 
individual insurance policy when an em- 
ploye loses his Group insurance because 
of termination of emplovment, Mr 
Sprung told the committee that “contrary 
to these bills, New York State employ- 
ers and employes have shown that they 
prefer to have extension of coverage 
after termination of active employment 
handled on a different basis.” 


After 


He brought out the increasing trend 
of many Group plans to provide for 
continuation of coverage after retirement 
with benefits at the same level or differ- 
ent than those provided during active 
employment and noted: 

“When benefits are continued, usually 
with no contribution by the employe or 


Stresses Retirement 


Coverage 


at the same contribution as during active 
employment, there is no need for the in- 
clusion of the conversion privilege for 
retirees.” 

Mr. Sprung added that other Group 
health insurance plans recently featured 
in labor negotiations provide for the 


prefunding of the cost of the retiree 
coverage during the employe’s active 
working career. “It is evident, once 


again,” he said, “that there should be 
free choice by the parties concerned of 
which method best meets their needs.” 

In respect to persons who terminate 
employment prior to retirement, some 
present Group plans attempt to handle 
this by the conversion privilege, Mr. 
Sprung stated, reminding the committee 
that other plans recognized the need 
to extend coverage during temporary 
unemployment to provide for continuance 
of coverage during lay-off up to a period 
of one year. 

He stressed that once again “there is 
and should be a choice of methods.” 
Furthermore, “the bills under consider- 
ation would not contribute to the con- 
tinuing development and expansion of 
Group insurance in New York State.” 


Low Medical Care Cost Areas Would 
Suffer, Parker Says 


Mr. Parker testified that proposed 
legislation to include certain minimum 
benefits in all individual health policies 
would force many New York State fam- 
ilies living in areas of low medical care 
costs to “subsidize” families in higher 
cost areas. 

A bill to require all individual policies 
to provide up to 120 days of semi-private 
hospital accommodations at $30 a day 
maximum, unlimited extra hospital bene- 
fits, and at least a $250 maximum amount 
for surgery, would “enormously and 
unnecessarily” increase health insurance 
costs for great numbers of state resi- 
dents, declared Mr. Parker. 

He reminded the committee that hos- 
pital costs are geared to the general costs 


of living and income of the people in the 


(Continued on Page 35) 


and surgical benefits. 


for life. 
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INCOME SECURITY A. & S. 
Our Best Seller 


Brokers who are anxious to give their clients the best in 
Accident & Sickness protection should get acquainted with 
our Income Security A. & S. policy. 


Among its saleable features are (1) full monthly accident 
benefits, even for life, for total disability; (2) 
benefit provisions for partial disability due to accident; (3) full 
monthly sickness benefits up to TWO years with no house 
confinement; (4) supplemental coverage by rider for hospital 


Don’t overlook, too, the confining sickness disability benefit 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


Jerome Powell Cites 
1959 as Banner Year 


FOR LOYAL PROTECTIVE LIFE 


Points to Big Gains in New Business, 
Insurance in Force; Leading General 
Agents Honored at St. Louis Meeting 


Jerome M. Powell, president of Loyal 
Protective Life of Boston, in his year- 
end message to the company’s field 
force, congratulating them on the 1959 
results, pointed to the past year as “the 
greatest in our entire history.” He 
emphasized that during the year the 
average production per fieldman under 
contract increased by almost 20%. 

Ralph K. Lindop, well known New 
York agency consultant to life insurance 


MELVILLE M. BOWEN 
companies who has served the Loyal in 
that capacity for over a year, joined with 
Mr. Powell in stating: “The year 1959 
was one of unprecedented growth and 
progress for the Loyal. With the 
momentum thus generated, the new pol- 
icies and sales tools developed, and the 
favorable business conditions existing, 
I predict even greater gains in 1960 and 
1961.” 
New Business at All-time High 
Mr. Powell stated that Loyal’s new 


business for 1959 reached an all-time 
high. New issued-paid S. & A. sales 
totaled d $1,690,153 (annual premium basis), 


a gain of 33.2% over 1958. Issued-paid 
life business amounted to $11,396,014, an 
increase of 64.5% over the previous year. 


six months’ 


INC. 


NEW YORK 38, N. Y. 





Mr. Powell added that the average new 
disability insurance premium written bs 
12.5% greater and the average life p dlicy 
was up 47% over 1958. 

The Loyal’s gain-in-force figures were 
also impressive with the S. & A. gain 
being 176% greater and the life gain 
197% larger than the increases for the 
preceding year. Mr. Powell underscored 
the fact that these gains were due jn 
part to all-time low lapse rates for all 
types of coverage written by the com. 
pany, which was one of the pioneers jn 
the writing of non-cancellable disability 
insurance. 

Bowen “General Agent of the Year’ 

Melville M. Bowen (N. Y. C.) was 
honored as “General Agent of the Year’ 
at a recent meeting of Loyal’s general 
agents in St. Louis. President Powell 
stated that his agency established new 
production records each month for three 





LUTHER A. FISHER 
consecutive months and placed six of 
its members among the company’s “15 
Quality and Production Leaders” for 
1959. 

The agencies 
Fisher (Reading, Pa.), and Joseph F 
Geddis (East Orange, N. J.) won the 
second and third place agency trophies 
for 1959. The Harry J. Tiedeck agency 
(Philadelphia, Pa.) finished fourth in the 
final standings. The Earl R. Becker 
Agency (Cleveland, Ohio) captured the 
special trophy for top performance 
among agencies organized more than 
three but less than six years prior to 


December 31. 
McMahon of the Geddis 


Jeremiah J. 
Agency also set a new all-time high 


headed by Luther A 


JEREMIAH J. McMAHON 


Loyal record in winning top persona 

production honors for 1959 as the ‘ bs 

Representative of the Year.” Mr. Mc 
(Continued on Page 36) 
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“Who Will Pay For Metcalf Bills?” 


New York State Industry Representatives Voice Disapproval 
Of Compulsory Health Insurance Proposals; Senator 
Metcalf Introduces “Point System” Idea 


By Betry M. Gaucas 


“Who is going to pay for it?” 

This was the big question at the two- 
day hearing February 18-19 in Albany 
on the new Metcalf health insurance 
bills. The Joint Legislative Committee 
on Health Insurance met with opposition 
from all sections of the state and from 
all walks of life. The bills were opposed 
by insurance companies, labor unions, 
industry, commerce and even the State 
Insurance Department. 

This opposition apparently did not dis- 
courage Senator Metcalf, sponsor of the 
proposed legislation, for he brought forth 
a new idea. The Senator proposed a 
“point system” to be submitted for 1961 
which would mean that 60% of the dis- 
ability benefits would be paid in cash 
wages and the remaining 40% to be paid 
in actuarial coverage of hospitalization 
and health insurance. Points would be 
allowed for everything from the number 
of days of hospitalization to blood trans- 
fusions and X-rays. These points would 
be allotted according to the seriousness 
of the treatment of operations. 

When questioned about this proposal, 
Senator Metcalf said it would need fur- 
ther study and therefore would not be 
ready for this year’s legislation, but 
next year it would be submitted, he 
stated. 

Russell H. Hubbard, consultant for the 
Employe Benefits and Employe Com- 
pensation Service for General Electric 
Co. opposed the idea stating that setting 
the standard for the “point system” 
would pose problems and the idea in 
general would “only complicate things.” 


Cantor Says N. Y. Dept. Will Oppose 
Bills 


The New York Insurance Department 
was represented at the hearing by Dep- 
uty Superintendent Samuel C. Cantor 
who agreed that the idea of extended 
coverage (as provided under the new 
bills) was a good one. However, he said 
that at this time “it was economically 
impossible.” Mr. Cantor stated that the 
New York Department would be happy 
to help in any way possible if these bills 
were amended in many respects, but as 
they stand at present, he said, the De- 
partment would oppose all of them. 

With a total of 32 bills on the calendar 
for this hearing, many of them “com- 
panion” of similar bills, the proposed 
legislation embraces a series designed to 
establish a minimum of 120 days of 
hospitalization plus medical and surgical 
benefits. The state’s Blue Cross plan 
would be empowered to offer a rider 
providing coverage for 365 days a year. 
Furthermore, it would be mandatory 
upon employers to provide the oppor- 
tunity for their employes to convert from 
Group to individual coverage when they 
leave a job for any reason. 

Other Metcalf bills would provide 
health insurance coverage for State 
workers covered by DBL. whether em- 
ployed, unemployed or recipients of pub- 
lic assistance. Another bill would em- 
power the Dental Society of New York 
to set a non-profit dental service corpor- 
ation similar to Blue Shield. In addition, 
a series of hills were introduced at the 
request of Blue Cross-Blue Shield plans 
which, they contended, would expedite 
os improve the efficiency of their opera- 

on. 


Metzger Represents Blue Cross- 


Blue Shield 


Carl M. Metzger represented the Blue 
Cross and Blue Shield plans which would 
Permit Blue Cross-Blue Shield to. un- 

erwrite jointly a combined contract for 
Supplemental benefits. He.explained that 
the coverage, commonly known as major 
medical, would be. the “supplemental 
benefits.” 

He stated that a Blue Cross and Blue 


Shield plan may now jointly issue a 
combined contract for that type of cov- 
erage although they are not permitted 
by law to underwrite such a contract 
jointly. 

Therefore, under the existing law, if 
such a combined contract were issued 
the rate fixed for hospital service would 
prove to be too low and the rate fixed 
for medical service would appear to be 
on the high side, with no way of mutual- 
izing the rate. The result would be that 
Blue Cross, having the adequate rate, 
would need to seek an increase in charges 
whereas the Blue Shield, having the 
favorable experience, might not be justi- 
fied in reducing its rate during the con- 
tract’s early years. 

Mr. Metzger said that the proposed 
bill, “definitely in the public interest,” 
would cure this problem. It would sta- 
bilize rates for supplemental benefits 
coverage, he explained. 


Dr. Palmer Assails Dental Service Bill 


“Unnecessary, monopolistic, and against 
the public interest,” were the charges 
made against the bill for a dental serv- 
ice corporation. Dr. Bissell B. Palmer, 
president, New York State Dental So- 
ciety, asserted that “we have no real 
interest in promoting dental insurance, 
but we are goaded into action by fear 
of closed-panel plans set up by labor 
unions.” 

He noted that Governor Rockefeller 
vetoed a similar bill last year because 
the proposed corporation did not come 
under the Insurance Department’s super- 
vision. “To a limited degree,” he said, 
“the new corporation would be under 
the Insurance Department, which also 
supervises Blue Cross, Blue Shield and 
Group health insurance, but only to the 
extent that such section 9-C provisions 
are not inconsistent with the proposed 
bill.” 

Dr. Palmer believes that the two major 
differences from the present plans are 
controlled by a self-perpetuating board of 
governors of the Society and statewide 
operation, which make the new corpora- 
tion monopolistic and against the pub- 
lic interest, he stated. Furthermore, 
there would be serious conflict of in- 
terest in a dental society which at one 
and the same time has complete power, 
vested in a small group, to determine 
not only the public’s dental needs, but also 
how much dentists must be paid for 
rendering such services and how much 
the public must pay in premiums. 

Present hospital, medical and dental 
“plans,” all of which are operating under 
the Insurance Department's 9-C regula- 
tions, serve more than ten million sub- 
scribers effectively, and the Dental So- 
ciety could operate in the same way, he 
asserted. 

Stressing that the Group Health Den- 
tal Insurance welcomes competition, Dr. 
Palmer added that all “competition” 
must be under the same laws, operating 
under the same statutory restrictions and 
with the same protection for the public. 
The more plans made available, the 
faster dental insurance would spread, he 
concluded. 


Strong Opposition from 
Moses Hubbard 


Twenty insurance representatives 
spoke in behalf of their respective com- 
panies, Among them Moses G. Hubbard, 
general counsel of the Commercial Mu- 
tual Accident Association, said that the 
enactment of a bill to require a minimum 
of 120 days’ hospitalization would “de- 
stroy his company,” the Commercial 
Travelers of Utica. 

“This Association,” he said further, 
“ig a non-profit membership association 
operating at cost under chapter 9-B of 
the New York State Insurance Law.” 


Sen. Javits Says He Has an 
Alternative to Forand Bill 


Warning that “time is running short,” 
Sen. Jacob K. Javits (R., N. Y.), at a 
recent Miami Beach dinner for the 
Albert Einstein College of Medicine of 
Yeshiva University, urged prompt action 
to produce a satisfactory substitute for 
the Forand bill (H.R. 4700), and an- 
nounced he expects to introduce an al- 
ternative “in the near future” based on 
the following principles: 

“1, Increasing the capability of private, volun- 
tary Group health cooperatives and health plans 
to expand their health coverage to the aged at 
premium rates within their reach with some 
assistance from Federal and state governments 
where necessary. 

“2. Providing coverage of major medical ex- 
penses incurred by Social Security beneficaries 
once they exceed a certain figure, without the 
strict limitation of the Forand bill to 60 days 
hospital or 120 days of hospital and nursing home 
care per year. 

“3. Expanding and adjusting Federal con- 
tributions to the existing public assistance pro- 
gram whose cost is shared with the states to 
cover the medical care of those now indigent and 
those who would become indigent if forced to 
pay heavy medical bills in connection with illness. 

“4, The three-fold expansion of U. S_ medical 
research and the construction with Federal aid 
of up to 20 new medical schools to keep pace 
with the need for new doctors and research re- 
quirements—as recommended by a team of De- 
partment of Health, Education and Welfare 
consultants—in recognition of the new burden 
such expansion of medical care would put on 
existing medical resources and the necessary 
increase in facilities for teaching nursing.” 





Mr. Hubbard claimed that if this bill had 
been in effect, “57% of our members 
would never have become members be- 
cause they either couldn’t afford the cost 
of a compulsory protection or felt no 
need for this unwanted coverage.” 
Eubank Also in Opposition 

“The Commerce and Industry Asso- 
ciation of New York Inc. is opposed to 
any extension of legislation into the 
field of mandated health insurance,” 
said Mahlon Z. Eubank, director of its 
social insurance department, “because 
insurance should follow the health path 
of individual determination rather than 
the compulsory route of social insur- 
ance.” 

He stated that he would rather see 
the employe go on public assistance than 
to make it mandatory to have the em- 
ployer pay the added assistance of ap- 
proximately 10% charge for administra- 
tive expense for the conversion from the 
Group to the individual policy. 

Attorney Smith Sees Bills Adding Fuel 
To Fire 


Speaking for the Empire State Cham- 
ber of Commerce Inc. Edward F. Smith, 
its attorney, said that these changes in 
health coverage would impose further 
burdens on New York State employers 
and “add fuel to the profit-consuming 
flames of ever-rising employer costs.” 
He recommended that no action be taken 
on any of the bills until a thorough study 
of the state’s hospital and medical cost 
problem was completed. “Certainly any 
action at this time would be premature,” 
said Mr. Smith, “before issuance of the 
final report of Governor Rockefeller’s 
‘Task-Force’ on hospital and medical 
problems.” 


Thomas Says Gov’t. Compulsion Would 
Stifle Growth 

The Associated Industries of New 
York State Inc., was represented by 
Gwyn Thomas, executive assistant to the 
president of governmental affairs at As- 
sociated Industries. He stated that gov- 
ernment compulsion would “stifle 
growth.” 

“Up to this time,” he continued, “the 
extension of health insurance plans in 
this state has been a question of individ- 
ual company determination. Thus, it 
should remain that way.” 

As to insurance coverage for workers 
covered by DBL, whether employed or 
not, Mr, Thomas stated that the wage 
loss concept would be destroyed by tying 
in the health insurance problem with 
a or the unemployment insurance 
aw. 


Metcalf Hearing 


(Continued from Page 34) 


area where the hospitals are located. 
To require that individual health policies 
provide full semi-private hospital accom- 
modations at a $30 per day maximum 
limit would mean that the companies 
would have to set premiums on the basis 
of at least the average daily charge for 
semi-private accommodations through- 
out the state, the speaker said. 

The insured Watertown resident who 
can get a daily two-bed semi-private 
hospital room for $16 would have to pay 
under this arrangement as much for 
his health insurance as the Hempstead, 
L. L, resident who is charged $24 a day 
for a similar hospital room, stated Mr. 
Parker. 

“This bill,” Mr. Parker remarked. 
“would make the family in or around 
Watertown subsidize the family in or 
around Hempstead. From a practical 
standpoint, it would mean that a very 
great proportion of the people of the 
state would pay a gerat deal more for 
their hospital and surgical insurance than 
necessary for good adequate coverage 
where they live. It would mean that a 
few of the people in the very high cost 
areas would ge a bargain.” 

Cites Other Disadvantages 

The speaker also cited other disad- 
vantages which would result from pro- 
posals to set minimum benefits for indi- 
vidual health insurance policies. Among 
these were: 

Forcing presently insured persons in 
New York to drop their present policies 
in favor of higher benefit insurance and 
thereby causing them to lose desirable 
rates, accumulated dividends, and other 
benefits of policies which had been in 
effect for some time. 

The possible elimination of all “major 
medical” and “comprehensive” medical 
expense policies designed to cover cata- 
strophic or prolonged illness. 

The elimination of much insurance re- 
placing income lost through disability. 
and the tendency to freeze the pattern of 
health benefits indefinitely, thereby hurt- 
ing experimentation and further improve- 
ment of health coverage. 

Calling attention to the advances in 
health insurance in the last two decades, 
Mr. Parker said that during this time 
the insured population in New York 
State increased from 10% to 90%. He 
concluded: 

“In 20 years we’ve come to the point 
where we are paying out each year in 
New York State, better than half a 
billion dollars in benefits, the equivalent 
ot a quarter of the whole state budget.” 

Edwards Asks Committee Not to 
Prevent Growth 

Mr. Edwards also urged the Joint 
Committee not to allow red tape to 
hinder the “spectacular” growth of health 
Insurance protection. 

Pointing out that over 90% of the resi- 
dents of New York State already are 
covered by voluntary health insurance 
Mr. Edwards declared that “the growth 
ot voluntary health insurance has 
been so spectacular as to make gov- 
ernmental compulsion unnecessary.” He 
also reported that the health insurance 
business was actively cooperating “with 
appropriate medical organizations in an 
effort to provide more protection for 
fewer premium dollars,” and added: 

“Legislative interruption of further 
experimentation in these and other areas 
can hardly be said to be in the public 
interest.” 

Enactment of Legislation Would 
Pyramid Costs 

Mr. Edwards cited the increased cost 
to employers, employes, and consumers 
which enactment of the legislation would 
impose. He said that the cost to the 
employer of the bills under discussion 
would be “two or three times as much” 
as adding major medical insurance to the 
present disability benefits law in the 
state. 

“The enactment of these proposals 
might well mean that marginal industries 
will be driven from the state and far 
fewer additional industries attracted to 
the state,” Mr. Edwards opined. 
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Liberalize Benefits 


HEALTH POLICIES 


Pres. Skutt Cites 1959 Production Rec- 
ord; Roddewig, Maginn Named Di- 
rectors; Three Ne:; Officers Elected 


ON ALL 


of Omaha ae. announced a lib 


Mutual 
eralization benefits on all of its reg- 
viar health insurance policies. The new 
ciause will allow full coverage for policy 
and dependents when traveling 
outside the United States and Canada 


owners 


Dr. Charles Mayo, Mayo Clinic, was 
appointed chairman of Mutual’s com- 
mittee to study further expansion ot 


health insurance coverages to foreign 
countries. Word came following the 
company’s recent annual meeting 

Board Chairman V. J. Skutt said the 
liberalization was being made without 
to policyowners because of econ- 
omies of operation and the outstanding 
production record for 1959 which was in 
excess of $214 million. Mr. Skutt re 
vealed that nearly six million people 
carry Mutual of Omaha’s regular health 
coverages, and hundreds of thousands 
more purchase the company’s special 
risk and travel accident insurance each 
year 


cost 


Name New Directors 


Also at the annual meeting two new 
directors were named. They are C. M. 
Roddewig of Chicago and W. J. Maginn 
of Omaha 

Mr. Roddewig is president of the As 
sociation of Western Railways and chair- 
man of the Chicago planning commis 


sion. He is also a director of the Chicago 
National Bank 
A one time president of the Chicago 


and Eastern Illinois Railroad, Mr. Rod 
dewig resigned that position in 1957 to 
assume the presidency of the Associa- 
tion of Western Railways 

Mr. Maginn is executive vice presi 
dent, general comptroller and secretary 
of Mutual of Omaha. He was recently 
honored as one of the ten people who 
have contributed most to the company’s 
growth during its first 50 years. Mr 
Maginn, who began his career nearly 
30) years ago, has served as supervisor of 
many home office departments and as 
an officer of the company for 11 years 


Three Officers Elected 


elected by Mutual of 
directors were Wil- 
assistant treasurer; John 
F. Crozier, assistant vice president-sales, 
and D. S. Baldwin, presi 
dent-student insurance 

Mr. Hill, a veteran of nine years with 
the company, has had extensive exper 
ience in investment research and busi 
ness education. He received a Masters 


New officers 
Omaha's board of 


liam W. Hill 


assistant vice 


degree from Chicago University. 
Mr. Crozier attended Creighton Uni 
versity and has been a director of sales 


methods for Mutual. He has also been 
a field trainer and sales instructor dur- 
ing his 11 years with Mutual 

Mr. Baldwin joined Mutual in 1945 
He is a graduate of the University of 
Nebraska and has been manager of the 
student insurance division since 1958 


Amusement Tax Revenues for 


Hospital Costs Suggested 


\ proposal that the Federal govern- 
ment relinquish amusement tax revenues 
to the states to finance hospital care of 
the indigent has been advanced by Dr. 
Royal \. Schaaf, president of the New 
Jersey Blue Shield Plan and a past pres- 
ident of the state Medical Society. 

Dr. Schaaf declared that “adequate 
amounts of money could be raised almost 
painlessly” from the proposed amuse- 
ment tax diversion. “There would be no 
hardship entailed for anyone,” he added. 

Dr. Schaaf’s remarks constituted an- 
other endorsement of a principle that 
hospitals should be reimbursed on a per 
diem basis, rather than by lump-sum 
public appropriations which often turn 
out to be inadequate. 


Mutual of Omaha; V. J. Skutt 


Mutual of Omaha and its president, 
V. J. Skutt, 


Omaha 


were honored recently by 


station KMTV_ for 
service during 1959. 


television 
outstanding public 
Mr. Skutt was picked as the station’s 
man of the year. 
The presentation, which was televised 
locally, 
hy 100 civic, 


leaders in the 


was made at a dinner attended 
business and_ professional 
KMTV 


Nebraska and western Iowa). 


area (eastern 


In presenting an engraved plaque to 
Mr. Skutt, station 
to his and the 


spokesmen referred 
company’s outstanding 
contributions to Omaha’s growth and 
development and_ specifically cited the 
Mutual of Omaha Criss Award pre- 
sented to Dr. Thomas Dooley on Novem- 
ber 10 

Also mentioned was the “exceptional” 
use of television by Mutual as a_ public 
service medium during its golden anni- 
versary year. 


Assets and Life Sales Reach 
New High for Federal L.&C. 


Federal Life & Casualty of Battle 
Creek, Mich. reached a new high of life 
insurance in force of $455,500,000 at the 
end of 1959, a gain of 15% over 1958, 
considerably higher than the industry 
average. 

Federal still holds honor of being 
in the upper 10% group of all life com- 
panies. Gross premiums collected during 
the year reached a new high of $16,532,- 
000, a 16% increase over 1958. This also 
compares most favorably with the in- 
dustry average. 

Assets reached a new 
879,000 and_ policyholders’ 
730,700 in 1959. The asset 
12% over 1958. 


high of $16,- 
surplus $2,- 
inc rease is 


Loyal Protective Life 


(Continued from Page 34) 
g 


Mahon and the four award-winning gen- 
eral agents will be the guests of honor 
at special dinners to be held at their 
agencies in the near future. 

The other 14 quality and production 
leaders for Loyal’s banner year were 


D. Ludlow (N. Y. C.), J. V. Conti 





R. BECKER 


EARL 


(N. Y. C.), M. J. Ellis (Philadelphia), 
R. K. Cranston (Spokane), J. P. O’Brien 
(East + arg C. W. Brush (Paramus, 
ae Ae A. Troutman eee, ge 
Mice i (Spokane), J. vonHake (East 
Orange), R. M. Seid; 
B. A. Kohler (Cleveland), R. Ryan 
(Stockton, Cal.), C. W. Souther, Jr. 


cpecialize 1 


NON CANCELLABLE 


Disability oT she rolaclion 


GUARANTEED RENEWABLE TO AGE 65 


PROVIDES 


* Complete clientele security 


* Maximum vested renewals 


MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 
BOSTON 9, MASS. 


YOUR AGENCY IN METROPOLITAN NEW YORK 


KEANE & WARNER, INC. 
150 Broadway 
New York 38, N. Y. 


WRITE TODAY, FOR AGENCY INFORMATION — 


(Sacramento), 


(Monmouth, II.) 

Ten new general agencies started last 
year were big factors in Loyal’s expan- 
sion during 1959. In addition, nearly al 
of the company’s veteran agencies turned 
in substantial increases over 1958 to 
swell the past year’s production. 

New Policies in 1959 

In his review of Loyal’s product-de- 

velopment program in 1959 Mr. Powell 


JOSEPH F. 


GEDDIS 


mentioned three new life coverages and 
extension of the non-medical limits. The 
new plans include a series of five income 
protection riders, a five year term, re- 
newable and convertible to age 70, and 
a modified “8.” He also reviewed the 
more important changes in the company’s 
S. & A. program consisting of broadened 
coverage for women, liberalized occupa- 
tional classifications, reduced annual and 
semi-annual premium rates, and a new 
contract, the Modern Security policy, 


available to most classifications (men 
and women) up to age 60. 
He reminded Loyal’s field force “ours 


was one of the first companies to in- 
clude a waiver of premium provision in 
a major medical policy.” He added that 
during 1959 Loyal’s medical expense cov- 
erages were expanded first by the an- 
nouncement of $1,000 deductible plan and 
later by the addition of a major medical 
with first dollar coverage for accident. 
At the same time the company intro- 
duced two additional accident medical 
expense riders which can be attached 
to either loss-of-time or hospital-sur- 
gical policies. 
Financial Growth 

At the year-end Loyal’s total assets 
stood at $32,363,660, a gain of 7.6% ; 
sickness and accident insurance in force 
was $6,586,016 (annual premium basis), 
up 12.09% from 1958; life insurance in 
force totaled $68,229,344, an increase of 
11.69%, and surplus amounted to $12,- 
419,497, up 2.47% from 1958. The com- 
pany’s premium income rose during 1959 
to $8,945,995, a gain of 8.88%. 

On January 8, 1960 the Loyal an- 
nounced a new dividend scale for life 
policies which provides increased divi- 
dends for every plan issued by the 
company. At the same time the rate 
of interest on dividend accumulations 
and policy proceeds was increased from 
3.25% to 3.50%. As a result of these 
two changes the projected dividend totals 
for 20 years and 20-year dividend ac- 
cumulations (based on issue ages 25-55 
increased from_a minimum of 9.5% toa 
maximum of 17.6% 

Early this inoue the Loyal increased 
the discount rate on life premiums paid 
in advance from 3% to 4% compounded 
annually up to 20 years (up to 25 if 
policy would thereby be fully paid up). 
“This is the highest rate in the company’s 
history and one of the highest current 
rates in the industry. For the insured 


who pays 20 annual premiums in advance 
this can mean a savings of almost . %, 
Mr. Powell stated. 
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Forand Bill Would Not 
Reach Indigent Aged 


MILLER TELLS N. Y. A.&H. CLUB 





Equitable Life Society Official Suggests 
Gov't. Aid Destitute, Let Industry 
Cover Self-Supporters 





Commercial carriers in their fight 
against government legislation must de- 
fine the “real needy” of our senior citi- 
zens and if necessary devise some means 
for government help to the extent they 
are not being taken care of now, Mor- 
ton D. Miller, vice president and asso- 
ciate actuary of the Equitable Life As- 
surance Society, told the February din- 
ner meeting of the A. & H. Club of New 
York last week. 

Mr. Miller in his address titled “The 
Implications of Proposed Legislation in 
Health Insurance—Federal and State” 
said that proposed Forand-type legisla- 
tion is not really getting to those people 
who require aid the most. 

Insurance companies believe they can 
adequately take care of the self-support- 
ers in the over-65 bracket, Mr. Miller 
pointed out, although they can not be 
expected to take care of everyone. 
Government Proposals Not the Answer 

Government proposals do not actually 
cover the indigent either, he asserted. 
‘Social workers and those dedicated to 
the aid of the homeless and destitute 
aged tell us that something must be done 
to help this group of people, but what 
the government is offering in recent 
proposals is actually an_ ineffective 
means.” 

Mr. Miller brought out that if these 
Congressional proposals were passed, the 
estimated $2 billion cost, besides en- 
dangering our Social Security system, 
would provide needless coverage for the 
millions of older people who are self- 
sustaining and able to choose their own 
forms of health coverage. 

Furthermore, Forand-type legislation 
only covers Social Security beneficiaries. 
Senior citizens ineligible under the sys- 
tem are not reached, he stressed, and 
continued : 

“If these measures are adopted where 
would we place the aged? Nursing 
homes are already filled. Existing fa- 
cilities are inadequate. There are not 
enough beds to take care of everyone 
now.” 

Mr. Miller said that proponents of 
these proposals “are selling something 
they can’t produce.” Noting that at 
each national election political parties 
push for greater Social Security ex- 
pansion, the speaker predicted that un- 
less something is done disability benefits 
will soon be extended to the under 50 
age group. Should health benefits be 
added for the aged, eventually the age 
limit will drop and the government wil: 
contro] all health coverage as in Can- 
ada, he forecasted. 

Pointing to the changing piilosophy 
of the Social Security system, Mr. Mil- 
ler commented that at its inception the 
system was based on the idea of doing 
something for a man who was unable to 
work because of unemployment or reg- 
ular retirement. 

Philosophy of Social Security Changing 

“But medical services are not job 
connected,” he emphasized. There are 
many who are able and have the desire 
to continue working after the retirement 


age, 

Mr. Miller cited figures to prove that 
voluntary health plans have “grown 
lantastically” in 25 years. From 125 to 
4/ million are now covered, he re- 
vealed—21 million by major medical. New 
setior citizen policies and guaranteed 
tenewable plans should push the amount 
ot insured elderly persons to 75% by 
1965 and 90% by 1970. 

Ve are doing the job we think the 
public wants,” Mr. Miller stated, “but 
laced with present government threats, 
tis up to us to perform and continue 
0 tell our story.” 

he speaker then touched briefly on 
the New York State situation. He was 
ot the opinion that the new Metcalf 
bills have little chance of passing. He 
talled Governor Rockefeller’s study on 


catastrophe medical insurance coverage 
a “dead duck” because of the present 
problem of New York employers in com- 
petition with employers of other states. 

“We will probably know by the end 
of March about the results in Albany 
including the Governor’s recent bill on 
mandatory conversion of group health 
coverages with special privileges of those 
60 or over.” 

The New York A. & H. Club will meet 
next on March 17 at Millers Restaurant. 
At that time a panel discussion will be 
featured on the “Senior Citizen” with 
three points of view— the underwriter, 
the claims man, the salesman—presented 
by three eminent insurance men. 


“COLONEL” RAMEY DIES AT 81 





“Colonel” James F, Ramey, 81, former 
Kentucky Insurance Commissioner and 
former chairman of Washington Na- 
tional’s finance committee, died re- 
cently in St. Petersburg, Fla. Mr. 
Ramey had been in the insurance indus- 
try in various capacities for 56 years and 
with Washington National for 36 years. 


Mr. Ramey joined one of Washington 
National’s predecessor companies, the 
Fidelity Life & Accident of Louisville 
in 1923 as its secretary. To accept this 
position, he resigned as Kentucky In- 
surance Commissioner. 


In 1926 he became vice president and 

secretary of Washington National and 
in 1938 advanced to executive vice presi- 
dent and secretary. He served as a com- 
pany director since 1926 and as finance 
committee chairman since 1951. 
_Mr. Ramey retired from full-time par- 
ticipation in company affairs on Jan- 
uary 1, 1959, but continued as a mem- 
ber of the board of directors. 

In 1904 Mr. Ramey entered the insur- 
ance business, developing a successful 
agency. For two years he was in charge 
of the Kentucky banking department. In 
1911 he was appointed a Kentucky Colo- 
nel by the Governor of Kentucky and in 
1920 he became Insurance Commissioner, 
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yy new agencies organized 
yy new gains by established agencies 
yy new field training program introduced 






Any Way you measure it... 


yy new business written 


Yes, in every way 1959 was the greatest year in Loyal’s 
entire history — the forerunner of still greater things to come! 


Non-Cancellable, Guaranteed Renewable Sickness and Accident Protection 
Life s& Hospital y¢ Surgical + Major Medical y¢ Group 


yy new S&A and Life policy forms developed 
yy new improvements in pre-1959 coverages 
yy new retirement plan for Field Force 

yy new sales promotion aids 
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Aéency System Sound 


(Continued from Page 3) 


defines an ‘agency’ as ‘the place of busi- 
ness or the district of an agent.’ There- 
fore, in this sense the agency consists 
of a certain number of policyholders in 
all categories, and it is the responsibility 
of the agent to extend to these policy- 
holders whatever service they may re- 
quire; and. this service embraces every 
service in the agent’s repertory. 

“The term debit, as it now has become 
in the Metropolitan, needs an _ entirely 
new definition. Originally, the debit was 
a system devised to facilitate collections 
of premiums. It has now become with us 
an agency system with emphasis more 
and more on sales and service. I would 
venture the prediction that we will 
the broader adoption of this system by 
other companies. What we do in effect 
is to start the agent off with an estab- 
lished clientele; that is, we set him up 
in an agency. The system has certain 
other advantages from both sides—th« 
policyholder as well as the agent. For 
example, there are no orphan policyhold- 
ers. Every policyholder is assigned to 
an agent Fis Is expe scted to continue in 
contact with him for service purposes 
On the agent’s side, it has a built in ele- 
ment of compulsion about it which tends 
to get the agent before more people. 


see 


Emphasis on Sales and Services 


“The approximately 6,000 men who 
have agencies but no collection debits ia 
the old sense, operate in exactly the 
same manner in which do the agents ot 
a strictly Ordinary company The empha- 
sis of the work of these Metropolitan 
agents is on sales and services. The per 
sons with only a collector's concept are no 


more welcome in our organization than 


in any other.” Continuing, Mr. Hutchin- 
son said: 

“The principal requirement for such 
a sales and service system—a_ system 


which provides each man with an agency 

is that there be a sufficient number ot 
policyholders to form a satisfactory base. 

ach of our agents serves between 1,000 
and 1,500 policyholders. These, of course, 
are people who have insurance with 
Metropolitan. Many agents have a great 
many more, and, of course, they = to 
their list with new sales each year. Then, 
in the case of the new, or what you 
might term pioneer regions, we have less 
policyholders and therefore a_ slightly 
different method of compensating the 
agents. 


Training of Field Men and Home 
Office Personnel 


“This development has been taking 
place over a number of years. Within 
recent years, however, the process has 


been proceeding at a much more accel- 
erated rate. That we might have this 
change was recognized by the company 
fully 30 years ago, when as one means 
of preparing for it, we established a field 
training division. In that division we 
have today a full time faculty of teach 
ers and trainers numbering more than 
200, whose energies are devoted ex 
clusively to training field-i1en—conduct- 
ing schools and directing training pro- 
grams at all levels. We have courses for 
managers, ant managers, and for 
new and established. 

“We are also developing several new 
courses for home office personnel, in- 
cluding executives. We had 90 of our 
middle management people in school for 
three weeks at Princeton last summer, 
and expect to continue this next summer 
and probably on a fully-continuous basis 
in the years ahead. This work, inci- 
dentally, that is, the home office training, 
as contrasted with the field training, 
is under the direction of Karl Kreder. 

“Our training of agents begins on the 
day of a man’s appointment. He _ is 
placed, first, in a two-weeks’ school be- 
fore he reports to the district office out 
of which he will work. Then, we seek 
to give him from 13 to 16 weeks of on- 
the-job training in his first 18 months, 
and of course, periodic training from 
then on. Then along with our company 


assist 


agents 


courses, we also encourage our people to 
industry courses—LUTC and 


take the 


Currently, 
we have more than 5,000 enrolled in 
LUTC. We now have nearly 700 CLU’s 
with more than 1,900 enrolled this year 
in one or more parts of the study pro- 
gram. 


CLU, and we share the cost. 


Training to Meet All Market 
Developments 


“We have had a real preparedness pro- 
gram for what is taking place at an in- 
creasingly rapid pace. We have not been 
preparing men for debits, but have been 
preparing all around agency men, quali- 
fied to cover all human life values, in- 
cluding accident and sickness. 

“We do not think that training is the 
cure-all or the one and only preparation 
for the future in our agency plans. The 
fundamentals of recruiting, selection, ef- 
fective personnel relations and other 
sound management practices, all apply— 
probably more importantly than ever— 
but we do think the trends in our market 
—the higher incomes and the higher 
education of our prospects—increasingly 
places upon us the responsibility for 
providing a trained life insurance man. 

“While we have not specialized in the 
upper income markets to the exclusion 
ot the lower brackets, we will continue 
to do a great deal in this area. In serv- 
ing this market last year we had approx- 
imately 200 of our people qualified as 
Metropolitan millionaires—each with at 
least a million dollars of Ordinary. We 
had a total of 700 with better than half 
a million—and about 3,000 with more 
than $350,000—these writings, of course, 
were in addition to their accident and 
sickness and other writings. The aver- 
age for the field is approximately a quar- 
ter of a million. You will recognize from 
these figures that the old-time debit 
agent has taken on a decidedly new look; 
that what was once the exceptional agent 
has evolved now into the typical.” 


Multiple Line Selling 


Commenting on multiple line selling 
Mr. Hutchinson said: “We hear a lot 
these days about multiple-line  seiling. 


In one sense we have been selling a mul- 
tiple line for years—weekly premium 
plans (very few now), monthly premium 
plans, Ordinary in all its forms, accident 
and health, disability income, hospital 
and surgical plans, Group plans—large 
and small, salary savings, and employe 
benefit plans. Our field man thinks of 
himself as selling multiple lines now. 
Whether we will ever add property, fire 
and casualty lines is a question for the 
future. As of the present, we could not 
add property, casuaity and fire lines if 
we wanted to Saenuene of the New York 
State law. What the future may bring— 
your guess is as good as mine—but in the 
life, accident and sickness, and Group 
lines, we feel we have made a pretty 
good start.” 





Sees One-Stop Growth 


(Continued from Page 3) 


planning, business insurance, and pen- 
sion plans automatically requires pros- 
pects with the ability to pay for them, 


continued Mr. Zalinski. “The decreasing 
premium per $1,000, the increasing sale 
of term insurance, and a tendency to- 
wards reduced commissions per unit 
coupled with a rising cost of living has 
provided further motivation to the estab 
lished life underwriter to concentrate 
on the carriage trade. 

“At the same time that this trend has 
been taking place, there has been a great 
increase in the earnings of the lower- 
income groups which has not been re- 
flected in increased life insurance owner 
ship. People who earned $2,000 or $3,000 
a year before World War II are now 
earning five to ten thousand dollars and 
even more. The fact that this group 
the middle-and lower-income market— 
must be better served is an enigma which 
may be solved by applying life insurance 
distribution principles to property and 
casualty lines, and by having one agent 
able to do a complete personal insurance 
job, and to earn more commission dollars 
per customer thereby. 

“If we fail to serve the needs of the 
middle-and lower-income groups, we will 





inevitably wind up with a declining share 
of this tremendous market compared 
with other goods and services. Con- 
sumer research studies reveal that the 
average buyer of insurance is not aware 
of the separation which exists between 
life and property agents, and the experi- 
ence of direct writers indicates that all- 
lines agents do not have to be sold to 
the client.” 


Effects of Competitive Pressures 


pressures,’ said Mr. 
Zalinski, “ new uses for insurance cover- 
ages, and new types of insurance to 
meet changing needs, coupled with the 
development of new methods of distribu- 
tion, and new forms of competition pre- 
sent some difficult decisions. At one 
extreme we can continue to do business 
in the same fashion as we always have, 
perhaps trying to introduce efficiencies 
and, as it were, do a better job of what 
we have been doing. At the other ex- 
treme, we can try to adopt every new 
idea that comes along, wih the danger 
of vitiating the effectiveness of our ef- 
fort by channeling it into too many 
projects and spreading ourselves too 
thin. Probably the correct answer lies 
somewhere between these extremes. 
We must evaluate each innovation in 
terms of its possible application to our 
own situation, and probably do a good 
deal of watchful waiting.” 
Operations of LINA 

Mr. Zalinski prefaced his talk with a 
review of the operations of Life In- 
surance Co. of North America. LINA 
has a unique expense reimbursement 
plan giving independent agents a strong 
incentive to increase life production. 
There is strong emphasis on training 


“Competitive 


with a ten-volume Management Action, 
or “MAP,” program. 
The life company now has 58 field 


offices in operation, a gain of 27 since 
September, 1958. Life departments are 
in operation in 46 service offices. The 
number of independent agents and bro- 
kers under contract to the life company 
in the service offices rose to 4,807, an 
increase of 1,842 over last year, and these 


agents and brokers are served by 146 
field sales personnel. 
['wo new career agencies for the re 


cruitment and training of full-time life 
insurance agents were opened in Los 
Angeles and Miami, Florida, bringing 
the total of career agencies to 12, and the 
field management complement in these 
offices to 31. 


Changes In The ‘60s 


(Continued from Page 4) 


Sees More Training Needed 


“Also, if we are going to get men into 
larger production at an earlier date and 
validate their financing plans, we are 
going to have to give them more and 
closer supervision. Our company has 
just Jaunched a company-wide program 
to give our managers the specific tools 
with which to do a better supervisory 
job with new men in their first two years. 

“It looks to me as if we will have to 
mt on a program during the 60’s to 
educate and train our sales force on the 
value of—l. Selling a larger number of 
cases every year and 2, Selling higher 
premium plans. 

“In fact continuing education beyond 
the first 2 or 3 years will be a ‘must’ in 
the 60’s—retaining the fundamentals 
of work habits and salesmanship and 
upgrading into advanced underwriting 
subjects. We are going to have to resell 
life insurance as an investment and as a 
long range savings program. We are 
going to have to learn how to sell more 
individual policies in larger amounts to 
those who already have Social Security 
and Group insurance and pensions. We 
are going to have to learn to appeal to 
the older age group, over 45, who will 
make up such a large percentage of the 
population but now buy so little, less 
than 15% of the volume.” 

Mr. Johnson closed his talk with the 
prediction that in the 60’s more atten- 


T. A. Harnett Article 


(Continued from Page 32) 


stantially impaired at the time he made 
his application, otherwise the insured 
will recover the policy benefits. 

Thus, we may conclude that unless the 
statement or misstatement pertains to a 
fact, as opposed to the insured’s opinion 
or belief, courts will continue to hold 
that short of a showing by the insurer 
that the insured knew or should have 
known he was not in good health, the 
insured will recover under the policy. 


Is the Statement or Misstatement 
Material? 


At the outset, it was stated that in gen- 
eral contract law to provide a basis for 
recission the misstatement of fact must 
be material. This principle is carried 
over into insurance contracts, sometimes 
specifically by statute. 

In New York if knowledge of the fact 
misrepresented would have led to refusal 
of the risk then it is deemed mate- 
rial, Generally, materiality is considered 
on a two-fold basis: Would the insurer 
accept the risk or does the misrepresen- 
tation increase the hazard of the risk? 

Thus, the claim man must be certain 
that the misstatement is such that if the 
truth were known his company would 
not have written the policy and he must 
be able to substantiate his position by 
proof of the company’s practices. 

A good number of the cases arising 
out of alleged misrepresentation in an 
application for health and accident insur- 
ance concern the failure of the insured 
to list prior diseases or medical treat- 
ment. 

A study of the cases indicates that, in 
the absence of some special factor, courts 
will consider failure to mention any 
serious diseases or medical treatment 
material as a matter of law; whether a 
certain ailment increased the risk of loss 
is ordinarily considered a question of 
fact. 

By way of proving that the misrepre- 
sentation is material the insurer may 
resort to its established underwriting 
practices and use the testimony of its 
medical director. 

In this regard, the recent case of 
Lindenbaum v. Equitable Life Assurance 
Society, 5 App. Div. (N. Y.) 2d 651, 174 
Supp. 2d 421 (1958) should be mentioned. 
In that case the bare testimony of the 
medical director that the risk was un- 
acceptable was held to be insufficient 
proof of the company’s underwriting 
practices. The court indicated that past 
underwriting records, established rules 
of the company, or other documentary 
proof, would have to be used to supple- 
ment the medical testimony to constitute 
‘evidence of the practice of the insurer.” 


Is the Statement or Misstatement the 
Insured’s ? 


It is not uncommon in accident and 
health litigation for the insured to main- 
tain that prior to the signing of the ap- 
plication he had a certain condition and 
to contend that he gave the correct in- 
formation to the agent, that either the 
agent filled in the incorrect information 
or instructed the insured to do so. 

In such instances the result depends 
invariably on the facts proven. If the 
agent violates his obligation to his com- 
pany, the verdict is adverse to the in- 
surer; if the insured acts in collusion 
with the agent his claim fails because of 
its taint. This problem will be dealt 
with further. 


(The second half of Mr. Hariuctt’s ad- 


dress will be continued next weck) 





tion will be given to the development of 
new products and services which will 
meet the changing needs of the insur 
ance buyers of the 60’s; new policies 
which will appeal to the age 25 to 
group. “I believe,” he said, “you will 
see some striking and startling new de 
velopments in the 60's.” 
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ARE YOU BREAKING YOUR OWN HEART? 


The normal heart is a remarkably strong 
and durable organ. But to protect and 
conserve its strength for years to come, you 


should guard against certain “enemies” of 


the heart. 


Above all, control your weight. 
Overweight is probably the worst and most 
insidious enemy of your heart. Excess 
weight serves no useful purpose. It is simply 
a burden—and the more overweight you 
are, the more likely you are to impair your 
heart’s efficiency. 

Eat sensibly. If you do put on unneces- 
sary weight, let your physician prescribe a 
diet that will take it off slowly .. . from two 
to three pounds a week. And after you've 
brought your weight down to normal, 


Metropolitan Life 
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you should make every effort to keep it 
there — permanently. 

Work off tension. Many people who 
develop high blood pressure—which puts a 
strain on the heart—are tense, hard-work- 
ing individuals. They should Jearn to ‘Work 
off tension. 7 

When you feel tensed-up, try physical 
activity—work in the garden, take a long 
walk or do something that you really enjoy. 
Any diversion helps relieve tenseness. In 
fact, anyone who works under constant 
strain should probably have a definite 
schedule for daily rest and relaxation. 

So, get enough rest and try to take it 
easy. Every bit of relaxation you get gives 
your heart a chance to relax, too. 


Avoid over-exertion and fatigue. 
After middle-age, it’s wise to avoid sudden 
or strenuous activities to which you are 
unaccustomed. But reasonable activities 
that don’t leave you huffing and puffing are 

- usually good and safe for your heart. 

Even when the heart has been damaged, 
it usually mends itself through rest and 
skilled medical care. 


In fact, about four out of every five 
people recover from their first heart attack 
—and many of them recover fully enough 
to enjoy many useful, active years. 

If you give your heart the care that it de- 
serves—including regular health examina- 
tions—it may serve you well for many 
long years. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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